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Here's Cheer-o-gram From South 


New Orveans, La., April 11.—Purchase of 75 car- 
loads, or 1,500,000 feet of long-leaf southern pine, has 
heen effected by the Madison Lumber Co., this city, 
from a group of mills, according to P. A. Blanchard, 
The placing of this 
order, said Mr. Blanchard, results in the final deflation 


executive of that retail concern. 


of the stock of the yard, and will enable business to be 
conducted on a profitable basis from now on. An- 
nouncement of the purchase was made to the lumber 
consuming public through special advertisements in the 


newspapers, calling 


effect of leveling the value of its lumber stocks to the 
point where the merchandising of them may be 
effected at a profit. 

During the last 24 to 36 months, he said, retailers 
have taken an inventory loss on stocks despite the 
replenishment at lower prices from time to time, due 
to the fact that liquidation of stocks could not be done 
in accompaniment with the steady decline of the mar- 
ket. The purchase terminates that decline, for though 
as an abstract possibility lumber may be “given away,” 

such a contingency is 








attention to the 
present favorable 
time for purchas- 
ing needed mate- 
rials. These an- 
nouncements  im- 
mediately resulted 


Big Buying Power Makes 


MADISON LUMBER 
Prices Lowest 


not likely to happen. 







In fact, there was 
some stiffening in 
items shortly after 
the transactions were 
closed. 

Another result Mr. 





in sales. 


Of the lumber 


is organization has recently booked orders for prac- 
tically three trainloads of all kinds of lumber. 


Blanchard pointed 
out is that the 
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purchased, said Mr. 
Blanchard, approxi- 
mately 600,000 feet 
of the order went 
to the Great South- 
ern Lumber Co.; 
300,000 odd feet to 
the J. J. 


lowest—costs 


Newman 


Such immense orders at any time command lowest prices; 
right now the advantage is greater than ever. 


Madison customers get the benefit of these lower—and 


When you buy lumber today—and you should buy now 
—you will not be fair with yourself unless you ask Madison 
for prices. Quotations are cheerfully made—one plank or a 
complete house bill. 

FREE DELIVERY Within 
is Ton alll 
New Ovgens/ |r ritory 


Madison stocks 
now will be ample 
to meet any de- 
mands of the trade, 
a situation not pre- 
vailing generally 
among retail vards. 





“There are easily 
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Lumber Co., Indus- 
trial Lumber Co., Peavy-Wilson Co., Buchanan Lumber 
Co. and Tatum Lumber Co. among those contribut- 
ing the balance of the total. The entire order was 
for long-leaf; all will be species-marked, and a great 
deal of it will be grade-marked. Of the total, approxi- 
mately 150,000 will be for re-manufacture in the retail 
yard for special sizes on trade demand and specification. 
The purchase was summed up by Mr. Blanchard as 
follows: The Madison company, as with other retail 
yards, had the tail-end of stocks acquired at higher 
price levels, and the large purchase will have the 














rns 6a sohundred = yards 

that could step out 

and duplicate the 
purchase of the Madison company,” Mr. Blanchard 
pointed out, “and if only fifty of them did so it would 
have an immediate reaction. The effect of such a step, 
and there are thousands of retailers whose stocks require 
at least one car or more, would be to stir business and 
Viewed in this light, when the re- 
tail lumber dealers of the country determine that the 
market is now at the bottom, their action will make 
such a conclusion a fact.” 


restore confidence. 


Mr. Blanchard termed his own purchase “very 
favorable” and “desirable.” 
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THREE DOLLARS A YHBAR 
SINGLE COPY 25 CENTS 







































“Over-the-Top” Door Equip- 
ment offers the most revolution- 
ary improvement in garage door 
operation since omens came 
into existence. . 


a ts the doors, up out 
the way. 


nai operated by 
women and children. 


Applicable to OLD or 


new doors. 


Quickly installed—no 
costly fitting. 


Never needs adjust- 
ment or servicing. 


Weather - tight — no 
snow or ice worries. 


For doors v arying 
from 8 to 18' in widi 
and 7' to 12' in height. 


Priced within the 
reach of every purse. 
Lumber Dealers! There is a vast 
rofitable market for ‘‘Over-the- 
op” Door Equipment in your 
community. Write for more in- 
formation and prices. 


FRANTZ MFG. CO. 
Sterling, Ill. Dept. AL 
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CALIFORNIA PINES Are 
Worthy Successors to | 

“Old-Time” White Pine; 
In fact, they have many of the same char- ‘ 
acteristics of quality that made the old- | 


fashioned Cork Pine of the Lake States 


such a general home building wood. 


The following are a few of the natural 
characteristics of California Pine (Pinus 
Ponderosa) and California Sugar Pine 
lumber : 


1. Texture—Soft and workable. 
Grain—Close, even and uniform. 
. Structure—Minute cells, regularly formed, 


evenly spaced, practically free from pitch or 
resin. 
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Frames Make ZN 
Another Booster=> wae : 


“WEATHER-TITE” 


i 


Notice what this Minnesota dealer says about this new 
frame with the exclusive Lock Joint—‘“they were as near 
a 100% frame as we had seen.” They were so good that 
the first order has already brought re-orders from the 
contractor. 


The new S & K “WEATHER-TITE” frame is designed 
to positively keep out water and air. It has 14 distinct 
advantages of construction and packaging. 


Write now for new catalogue giving complete information. 
No obligation. 


SEGELKE &KOHNLHAUS COMPANY 





LACROSSE, 4 WISCONSIN 
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Weight—Light. 


e - 


cerned 
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5. Color—Pale, light tones. | 
6. Surface—Smooth, satiny, without “raised 
grain.” 


This means that California Pines should be 
recommended for every purpose where the 
““Old-time’’ Cork Pine was used years ago. 

We were the pioneers in introducing California 
Pines to buyers in all parts of the world. For 
many years we have supplied the world’s larg- 
est lumber consuming centers and can, there- 
fore, render you prompt service on orders for 
any quantities of lumber. Our representative 
near you will gladly co-operate with you. Write 

him now about your needs. 


TAUDDDGADUDAGANAAADALUASUQGQDAULGDGLODUOUEOBIAL 


TEAUTULLOALLLCSAGDUALDAUACUADAAEOLAL 


arenes gta teaynne gern yensitt 























ae 







MW 







it 





<Q u 










SAAS ET 


=.) 


1 SUGAR AND Whi 


out BANK BLDG. SAN Fay 


ae 
Us! nt Og “ant 


LUTE ain Hi a = TT - 
Morrisette — 


/ ee er Bl NYC ity : ( lowa Neb Minn, Kansas lin 
“or TLA 


Zz 
Jichet Inc,(Middle ) AHBrown,20B0x507 Dalip, > 
‘ye Q “iway Exch. CHICAGO, 1: A: (7oxas Oxiahoma, Ark. Lowjge* nf 


Va 


= 
J 
oa 
? 






























—¢ 












ANNIVERSARY 





\MERICAN 


Street, 


LUMBERMAN, 
Chicago, Ill. Entered 


Published The 


by 


[ 


American Lumberman—Fstablished 
as second-class matter March 28, 





1873 


-Office of 
at the Post Office at Chicago, Illinois, under the 


COPYRIGHT 1932 BY AMERICAN LUMBERMAN 


Publication, 431 


Act 


South Dearborn 


1932, of March 3, 1879. 


] 


April 16, 193) 


































































NORTHWESTERN (UMBERYAN 


ESTABUSHED 1873, 


‘S 


Sean biesae 


LID 
nso ote 


THE TIMBERMAN 
ESTABUSHED 1886. 





WHOLE NUMBER 2967 


CHICAGO, APRIL 16, 1932 


YEARLY SUBSCRIPTION $3 








Editorial 


Advertising Must Be Supplemented 
by Real Salesmanship.......... 


How Will Women in _ Industry 
Affect Homes of the Future?.... 


Query and Comment 


Review of Current Lumber Trade 
Conditions 


Of Special Interest 
Here’s Cheer-o-gram from South.. 


Seeks Government 
Curtail Product 


Sanction to 


Planning an 
paign? 


Cam- 


eee eee eee eee eee ene eeeee &t D> ht 


Employment 


A Few CReervatigne . <.ccccccccvcs 


Seek Import Tax on Canadian and 
Russian Lumber 
Tells Contractors of 
Wooden Shingles 


Merits of 


Revision in Structure of 


Coast 
Rates Considered ‘ 


Remodels Yard with Good Results 3 


Looking Forward from a 


How Specialties Help to Develop 
Ge ND sc cetacceaewecear 42-4; 


Aberdeen-Hoquiam, 

Wash. 

Baltimore, Md 

Birmingham, Ala 

Boston, Mass. .....csnesecs 55 


Buffalo, N. Macon, 





Louisville, Ky 


An Attractive Summer Cottage.... 43 


Present Profits and Future Cus- 
tomers 


Cutting Door Stock for Profit... .44-45 
Lumbermen Aid Boy Scouts’ Proj- 


System of Inventory Control for 
Retailers 


Softwood Sales 13 Percent Above 
Output 


Celebrates Fiftieth Anniversary in 
Lumber Business 

Retailer Host to Architects and 
Contractors in Pep Meeting 

Low Priced Home Featured at Bos- 
ton Show 

Indications of Easier 

Market 


Mortgage 


Association Activities 


Coming Comvemtiois.......-scccces 62 


National-American Wholesale 
Lumber Association 


Lumbermen’s Association of Texas 


Texas Line Yard Retail Lumber 
Dealers’ Association 


Among the Lumbermen’s Clubs... 5 


News of the Lumber World 


Memphis, Tenn 
Minneapolis, Minn 
New Orleans, La 


Norfolk, Va 


New York, N. Y..... 


Where You Will Find It in This Issue 


Association’s Plans and _ Activi- 
SIR. earanoein s aineeie bic wba s ek 62-63 


Hoo-Hoo Doings 


Departments 


Business Changes, Incorporations, 


Car. Loadings 

Eastern Lumber Trade News... .54-57 
Fifty Years Ago 

Home of Your Own 

House Plans, Nos. 198-199 

Hymeneal 

Late News 

vr 48, 49, 58, 61 
Markets, The 66-69, 73-77 


Materials and Machinery — New 
Developments 


Obituary 
Poet, The Lumberman 
Production Statistics........... 4 


Retailers’ Round Table..........39- 
Timely Tip for Dealers............ 40 
Timber LANE BRIGG. <cicccvvccccvde 
Trouble and Litigation 

Yard, Mill & Office 


Portland, Ore 
St. Louis, Mo 
San Francisco, 
Seattle, Wash 


atenta i Shreveport, La 


Spokane, Wash 





INDEX 


TO ADVERTISERS PAGES 81-82-83 





TERMS OF ANNUAL SUBSCRIPTION, 
POSTAGE PAID: 


In the United States and Mexico, $3; Canada, $4; 
in the United Kingdom and All Other Countries 
in the Universal Postal Union, $6. 


Orders to discontinue should be accompanied by 
payment to date. In requesting change in address, 
Please give old as well as new address. 


Single copies, 25 cents. Copies of issues prior to 
current year will be supplied when possible at a 
uniform price of $1 each. 








IN ITS FIFTY NINTH YEAR 


American fiunberman 
Published Every Other Week by 


THE AMERICAN LUMBERMAN 


C. W. DEFEBAUGH, E. C. HOLE, 
President. Secretary and Manager. 











OFFICES: 


Eighth Floor, Manhattan Building 
431 South Dearborn St. 


CHICAGO, ILLINOIS, U. S. A. 
Cable Address, *tLumberman, Chicago.” 
ENTERED AS SECOND CLASS MATTER MARCH 28, 1932, 


AT THE POST OFFICE AT CHICAGO, ILLINOIS, 
UNDER THE ACT OF MARCH 3, 1879. 


Copy for new advertisements should be in this 
office not later than fifteen days before date of 
insertion. 














MEMBER AUDIT BUREAU OF CIRCULATIONS 








AMERICAN LUMBERMAN 


Advertising Must Be Supplemented 
By Real Salesmanship 


CONVENTION speaker raised 
the question whether this really 
is a sales age. The first impulse 

is to answer “Yes.” We turn through 
popular magazines and see advertising 
that has been prepared with skill to 
bring to bear the maximum of per- 
suasion. We find the mail filled with 
sales letters. We look at billboards 
and show windows. We read technical 
articles dealing with salesmanship; 
and these would hardly be printed 
were not many readers interested in 
such things. And we hear everywhere 
of sales resistance; which suggests 
sales effort. 

But a little looking around raises a 
doubt. The speaker who asked the 
question supplied a few points from 
his own experience. He drives a four- 
year-old car of the orphan variety, no 
longer manufactured. He lives in a 
big city where there are agencies for 
every kind of car; agencies that pre- 
sumably are anxious for business; but 
no dealer or salesman has ever ap- 
proached him with the suggestion that 
he buy a new machine. When his 
family wanted an electric refrigerator 
he had to go to an agency. His in- 
quiry was not followed up by the 
dealer, and he practically had to go 
and make the sale himself. 


A lady tells of receiving an urgent 
letter from a merchant to come in and 
see a new shipment of dresses. She 
went, found three clerks talking to- 
gether, waited ten minutes to see what 
would happen and walked out without 
receiving so much as a glance. She 
has not been back. A business man in 
a small town tells of asking the price 
and grade of shingles carried by a 
dealer who is a personal friend. He 
got this information; but that was a 
year ago, and during that year the 
only persons who have suggested re- 
roofing to him have been itinerants. A 
farmer went into a yard to buy a cer- 
tain type of woven fence. The dealer 
did not carry it but offered to get 
prices. Five weeks later the farmer 
went back and was told the dealer had 
forgotten to write for prices. The 
order went to a catalog house. 

Is this a sales age? The answer 
seems to be that it is an advertising 
age. During almost a generation busi- 


ness has learned to rely on shotgun 
sales publicity; broadsides aimed at 
the customers as a mass and fitted to 


the common average of the populace. 

No one suggests that this general ad- 
vertising to customers be abandoned, 
for it still has important values; but 
for the time, at least, it must be sup- 
plemented by real salesmanship. Un- 
fortunately this salesmanship, where it 
is employed at all, seems to be a gen- 
eral-average kind and consists of more 
or less impertinent inquiries if the cus- 
tomer doesn’t want to buy something. 
The kind of salesmanship that is com- 
ing in is much more personalized and 


How Will Women 
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is based upon enough knowledge of 
the customer and his needs so that the 
approach is along the line of the pros. 
pect’s own point of view. 

Cautious and reluctant buyers have 
a large opinion of the importance of 
their trade, and of course they are right 
about that. They think their needs 
are special and deserve the attention 
and service which will make their pur. 
chases fully worth the price paid. 

This year is likely to see a develop. 
ment of salesmanship in lumber retail- 
ing, on the basis of careful preparation 
and the taking of the yard service to 
the customer in ways that will fit his 
particular needs. As a matter of fact 
a good many dealers have already 
made a long start in this direction. 


in Industry Affect 


Homes of the Future? 


6 HERE’S THE REASON for 
your depression!” The speaker 
was a rather young, compe- 

tent-looking man of the workman 

type, plainly but neatly dressed. The 
person addressed was one of the 
editors of the AMERICAN LUMBERMAN, 
30th were standing on the platform 
of a street car as it slowed down to 
take on a long queue of waiting 
women, evidently employees of near- 
by industrial plants, homeward bound 
from their work. The man further 
said that he had not had a day’s 
work for two years, and it was plain 
that he attributed his unemploy- 
ment, and that of thousands of his 
fellows, to the steadily increasing 
army of women workers, who, in his 
view, and in a large degree in truth, 
have taken jobs away from men. 
This shift of women from the home 

to industry is puzzling perhaps wiser 
minds than that of our street car econ- 
omist. It is one of the more recent 
manifestations of the machine age. 
With the development of improved 
and more easily operated and con- 
trolled machines, female labor has 
made large encroachment on male la- 
bor in many fields where formerly men 
held undisputed sway. What the ulti- 
mate result will be, no one may say, 
but it seems certain that the trend 
noted will increase rather than de- 
crease. The women are not going to 
forsake industry and go back en masse 
into the domestic occupations of yes- 
teryear simply that more men may 
find jobs. No; they have tasted the 
new freedom, and found it good. 





But there are some compensating 
factors to be considered. One is that 
a vast amount of the female labor now 
employed in industry represents 
merely a shifting of work from the 
home, where women have always per- 
formed certain tasks, to the factory or 
other industrial plant, where they are 
now doing essentially the same things, 
though much more efficiently, and on 
a greatly expanded scale. As exam- 
ples, there might be cited the vast food 
industry in all its ramifications, the 
women’s and children’s apparel indus- 
tries, and others. The preparation of 
food, at least in its final stages, and 
the making of clothing for herself and 
the children of the family, have from 
the beginning of time until quite re- 
cent years been specifically the work 
of the woman in the home. Other in- 
dustries and occupations in which 
women have always figured promi- 
nently, because especially fitted for 
them, account for numbers of female 
workers. 

Therefore, the sweeping assertion 
that every woman worker is keeping 
some man out of a job is hardly borne 
out by the facts. Nevertheless, the 
trend or migration of women from the 
home to the industrial plant—to say 
nothing of the office, the laboratory 
and a score of other formerly closed 
fields—is of a magnitude quite suff- 
cient to involve a certain change of 
balance in the industrial scales. 

What are to be the effects of this 
trend upon the number, the size, and 
the type of new homes that will be 
built in the future? There is no evi- 
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dence that woman is losing her home- 
making instinct; but so marked a 
change in her interests and outlook 
can hardly help to some extent affect- 
ing her attitude toward the home. This 
does not necessarily imply any lessen- 
ing of her interests; indeed, these 


AMERICAN LUMBERMAN 


wider contacts may increase that in- 
terest, but they certainly will not be 
without effect. What that effect will 
be should be a subject for study by 
all who are interested in the design- 
ing and building of homes, or the fur- 
nishing of materials for their construc- 


29 


tion. The “invasion” of women into 
industry and other business fields is 
but one of the phenomena of these ka- 
leidoscopic times which those engaged 
in the business of supplying homes 
must take into consideration and to 
which they must adapt themselves. 








Seeks Government Sanc- 
tion to Curtail Products 


WasHincton, D. C., April 13.—Permission 
for reasonable curtailment of production would 
be granted and elimination of destructive and 
unfair competition in the natural resource in- 
dustries would be made possible under the Nye 
bill (S. 2626) carrying the Steiwer amendment, 
hearings on which were held here March 31 
before a sub-committee of the Senate judiciary 
committee. 

The measure would permit such industries 
to hold trade practice conferences for these 
purposes under supervision of the Federal Trade 
Commission, and for the first time places be- 
fore Congress a reasonable, practical and widely 
supported measure designed to bring antiquated 
law in line with economic necessities of the 
times. The hearings were well attended and 
demonstrated a united interest on the part of 
affected industries, including coal, oil, mining 
and lumber, as well as support in both the 
executive and legislative branches of the gov- 
ernment. 


Secretary of Interior Wilbur spoke on be- 
half of the measure, assuring the committee 
of its Administration support. Reviewing the 
condition of the natural resource industries, 
he expressed the need for such legislation, ex- 
plaining that these industries are not bringing 
in the returns which they should, nor are they 
giving the public the returns they should. Sen- 
ator Steiwer forcefully presented the purpose 
of the measure and vigorously urged its early 
approval. 


Forest products interests were represented at 
the hearing by Wilson Compton, secretary and 
manager of the National Lumber Manufac- 
turers’ Association. Others speaking for the 
several industries included: E. J. McVann for 
the bituminous coal industry; also W. M. Rit- 
ter; J. F. Callbreath for the mining indus- 
tries, Marvin Lee, a former director of the 
Kansas Public Service Commission, for the 
oil industry, and former Senator Howard 
Sutherland of West Virginia. Members of the 
sub-committee who heard the testimony and 
who will prepare a report for the full judiciary 
committee included Senators Hastings, Austin 
and Bratton. 


In his testimony on behalf of the forest in- 
dustries, Mr. Compton said in part: 

Ordinarily more than five million people in 
the United States depend for their livelihood 
on the timber, lumber and forest products in- 
dustries, These industries today are im- 
poverished, stripped of working capital, de- 
pleted of credit and in chaos. For the most 
part the Same persons are anxiously looking 
to them to work their way up and out of 
the depression. The proposed amendment 
how before you, if enacted, will give these 
industries a chance to do this in the only 
way which is, or will be, effective: namely, 
by reasonable co-operation among competi- 
tors under competent Federal supervision. 

The alternatives are merger or continued 
chaos. A declared purpose of this bill is to 
avoid the necessity of large mergers. On 
the other hand, the consequences of continua- 
tion of the present economic chaos in these 
industries are plain and inescapable: Fur- 
ther impoverishment and insecurity of em- 
ployment; gradual devaluation of standing 
timber; and destruction of the incentives and 
opportunities for forest conservation and 
reforestation. 

In the effort to restore public confidence 
and credit, the Congress and the Government 
have recently taken emergency action for 


which citizens everywhere are grateful. Bil- 
lions of dollars of public funds have been 
appropriated for these purposes. But after 
all, the restoration of profitable industry and 
secure employment depends primarily not on 
what the Government does for industry but 
on what the industries, if given opportunity, 
can do for themselves and for those depend- 
ent on them for employment. 

The proposed amendment involves no ex- 
penditure of public funds. But it has possi- 
bilities of great public benefits which can not 
be secured by direct appropriation of public 
funds however large—benefits in terms of 
revived industry, secure employment and con- 
served resources. For that reason the forest 
products industries earnestly urge prompt 
and affirmative action. 





Los Angeles Receipts 
[Special Telegram to AMERICAN LUMBERMAN] 


Los ANGELES, Cavir., April 13--Cargo ar- 
rivals at Los Angeles harbor during the two 
weeks ended April 9 amounted to a total of 
14,155,000 feet, there having been fourteen car- 
goes of fir with 13,516,000 feet, and two car- 
goes of redwood, with 639,000 feet. Arrivals 
the preceding two weeks amounted to 15,564,- 
000 feet, consisting of sixteen cargoes of fir 
with 14,357,000 feet, and three of redwood, with 
1,207,000 feet. Unsold lumber on the harbor 
totaled 4,420,500 feet on April 9, compared 
with 5,595,000 feet on March 26. Sixty-one 
vessels were reported laid up, fifty-one operat- 
ing and one offshore, on April 7; compared 
with sixty-three laid wp, forty-nine operating, 
and one offshore, on March 26. 





Sales Managers in Conference 


A group of twenty-five sales managers, rep- 
resenting about as many companies, located 
throughout various parts of the country, have 
been in session at the Congress Hotel in Chi- 
cago during the week beginning April 11, and 
have threshed over numerous problems common 
to all. This conference was called under the 
behest and guidance of the National Lumber 
Manufacturers’ Association, and the suggestions 
and recommendations the sales managers will 
make during the course of their discussions will 
be presented to the National association, and 
through that organization to the trade at large. 
It is expected that the conference will be con- 
cluded this week. 





Take Over Business of Old 
Company 
SeaTILE, WasH., April 9.—The Waite- 


Rogers Lumber Co., of Minneapolis and Seattle, 
is going out of business and will be succeeded 
by the Alan Rogers Lumber Co. under the man- 
agement of Alan Rogers, with offices in the 
Northwestern Bank building, Minneapolis; and 
the J. F. Sharp Lumber Co., 1121-22 White 
building, Seattle, under the management of J. F. 
Sharp. Business will be carried on as formerly. 
Mr. Sharp will wholesale throughout the coun- 
try and the Rogers company in the middle West. 
Retirement of the Waite-Rogers Lumber Co. 
and H. B. Waite from the lumber business also 
marks the company’s retirement from manufac- 
turing northern pine. Mr. Sharp has been with 
the Waite-Rogers Lumber Co. since 1923. Prior 
to that he was connected with the Washington 
Cedar & Fir Products Co., of Seattle. 


National Wholesalers in 
noth Annual 


[Special Telegram to AMERICAN LUMBERMAN] 

Nore: A complete report of this con- 
vention will appear in the April 30 issue. 
——EpiTor. 





Atitantic City, N. J., April 13.—Bright 
skies, but a chill northeaster, greeted the whole- 
sale lumber clan as the National-American 
Wholesale Lumber Association opened its for- 
tieth annual convention at the Ambassador 
promptly at 11 o’clock today. What the gath- 
ering lacked numerically was more than offset 
by the quality and interest of the participants. 
They were all here for the serious business of 
comparing notes as to current conditions in the 
lumber industry, and to offer and consider sug- 
gestions that promised to lead toward higher 
ground. President Arthur E. Lane, of New 
York, concluded his annual address with the 
statement that at the end of nearly forty years 
devoted to the wholesale distribution of lumber, 
he would hereafter serve as the contact man 
for a series of strong manufacturing units on 
the West Coast in dealing with strictly whole- 
sale distributors in the territory east of Chi- 
cago and Buffalo. 

Reports by Secretary W. W. Schupner and 
Treasurer Otis N. Shepard showed the inev- 
itable drop in membership and of income, but 
that this fiscal emergency had been fully met 
by persistent revisions in the expense budget, 
leaving a comfortable balance in the treasury 
with which to start the new fiscal year. 

At the close of the morning session, President 
Lane appointed a strong committee on resolu- 
tions, headed by ex-President W. H. Schuette, 
of Pittsburgh. 

Reassembling after lunch, the session was de- 
voted to the presentation of present day prob- 
lems in lumber merchandising and an open 
forum discussion of ways and means for meet- 
ing them. This was led by Robert C. Pepper, 
of Rice & Lockwood Lumber Co., Springfield, 
Mass., a director of the association, who pre- 
sented an excellent paper under the title “The 
Wholesaler Goes Modern.” It was an exhaust- 
ive review of past, present and probable future 
trends of lumber wholesaling, which visioned 
a perfected product which was to include about 
every form of a wood novelty guaranteed 
through to the consumer, both as to grade and 
count, and carefully packaged where such prac- 
tice is found to be economically valuable. Then 
followed an open discussion, participated in by 
Dwight Hinckley, of Cincinnati, and Max 
Myers, of Cleveland. 

Addresses followed by C. L. Chiasson, of 
Jacksonville, Fla., on “The Relations of Whole- 
saler to Manufacturer,” and by W. J. Yost, 
on the proper relation of the wholesaler to the 
small mill man. This latter was read by M. 
= Truman, of Chicago, in the absence of Mr. 

ost. 

The problem, “How Hold Our Lumber Mar- 
kets?” was presented by Mr. Hinckley, chair- 
man of the trade extension committee, who was 
followed by Wilson Compton, secretary-man- 
ager National Lumber Manufacturers’ Associa- 
tion, of Washington, D. C., who talked very 
frankly of the heroic efforts to carry on this 
work with greatly curtailed resources. 

The dinner dance held this evening was pre- 
sided over by President Lane, with Archie 
Manbert, of Toronto, as guest speaker. 
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QUERY AND COMMENT 


Needs Home Financing Facilities 


We have two or three propositions pending 
at this time, in which we can use some sort 
of financing plan for erection of some homes. 


Che clients in these cases are all extraordin- 
ily good pay, but in this city we have no 
building and loan association, nor any other 
plan whereby we are able to work out a 
financing plan for these prospects, which 
would permit payment for their homes on the 
imortization plan Any suggestion you may 
be able to give us along this line will be 
very much appreciated INQUIRY No. 2796. 


[This inquiry comes from an established retail 
lumber dealer in an Indiana town of about 4,000 
population, and is just another evidence of the 
crowing need and increasing demand for better 
facilities for financing home building. It is to 
help to mecit this situation that the President 
has recommended to Congress the passage of 
legislation providing a fund for the financing 
of homes through home loan banks. This home 
loan bank bill is not having smooth sailing in 
Congress, and it behooves every lumberman and 
every other citizen interested in home building 
throughout the country to get in touch with 
his congressman and senators and endeavor to 
secure their support for this greatly needed 
legislation. To this dealer have been given the 
names of three organizations equipped to finance 
home building. Information as to other sources 
for home financing, as indicated, will be appre- 
ciated, and to these sources the name of the 
inquirer will be given upon request.—EbpITor.] 


Lumber Ports and Wood Using 


Industries 
In a manuscript which we have at hand, 
we find this statement: “The chief lumber 


ports of 


the southern section of the south 
Atlantic States are New Orleans and Newport 
News.” This statement has been questioned 
and we are venturing to ask whether you can 
verify or correct it for us. 

May we ask whether 

ties in the South of more 
niture manufacturing than are Nashville, 
Chattanooga and Knoxville, Tenn., and High 
Point, N. C., and is Memphis the leading hard- 
wood center of the country?” 

Are there any important manufacturing in- 
dustries in Little Rock, Ark., Mobile and 
Montgomery, Ala., Jacksonville, Fla, and Wil- 


also 


there are any 
importance to fur- 


mington, N. C., based on the lumber available 
in the vicinity? 

Are the chestnut oak and palmetto roots 
still used as the basis of the tanning indus- 
try of the South? 

Can you tell us whether figures are now 
ivailable for the total annual value of all 


forest products in the United States?—INQUIRY 
No. 2797 

[This inquiry comes from the editorial rooms 
of a large publishing house in a northern city. 
From statistics available, there would seem to 
be no question but what New Orleans is the 
chief lumber port on the Gulf of Mexico and 
Newport News the principal port on the south 
Atlantic coast. Based on the number of furni- 
ture factories listed, High Point, N. C., is the 
leading center of furniture manufacture in the 
South. There also are large factories at Nash- 
ville, Chattanooga and Knoxville, Tenn., and 
the cities named no doubt are the most impor- 
tant furniture manufacturing centers in the 
South. Memphis still lays claim to the dis- 
tinction of being the leading hardwood center 
of the country. 

Little Rock and Jacksonville are large wood 
consuming centers, the former having many 
stave and cooperage, sash and door, furniture 
and flooring plants, and auto body and airplane 
manufacturing plants. The latter has sash and 
door, furniture, flooring, fixture, casket, yacht, 
box, boat, cooperage and tie plants; while Mo- 
bile and Montgomery also have furniture and 
flooring plants, millwork, fixture and veneer 


plants. In all of these cities these plants largely 
draw their lumber supply from the surrounding 
territory. 

According to Nelson C. Brown’s book on 
Forest Products, palmetto extract is of so little 
importance in the tanning industry that it is 
listed among “and others.” That book was pub- 
lished about ten years ago, and this use of 
palmetto may have increased considerably since 
that time. Hemlock bark. then led by almost 
double the amount of oak, the second largest 
source of tannin, this including chestnut oak. 
In the South, however, chestnut oak seems to 
be the chief source of supply. 

According to the Commerce Year Book of 
the United States Department of Commerce, 
the value of lumber and forest products for 
1929—the last year for which final figures have 
been reported—was $3,572,095,000.—EbiTor. ] 


Booklet on Small Club Houses 


I have been advised by the Southern Pine 
Association, New Orleans, that you might be 
able to give me information as to where I 


could obtain, gratis, an illustrated booklet on 
small club houses. Any information you can 
furnish me will be greatly appreciated.— 
INQUIRY No. 2792. 

[This inquiry comes from a woman in a small 
town in Georgia. It has been suggested to her 
that she secure a copy of Bulletin No. 825, of 
the United States Department of Agriculture, 
on “Rural Community Buildings in the United 
States.” This bulletin was published several 
years ago, but no doubt copies of it may still 
be available. They may be secured at 10 cents 
a copy from the Superintendent of Documents, 
Government Printing Office, Washington, D. C. 
Anyone having information as to where book- 
lets of this kind may be secured gratis are asked 


to so advise the AMERICAN LUMBERMAN and 
the information will be passed on to this jp. 
quirer.—EbIToR. | 


Plans to Build Bird Houses 


Being in position to manufacture bird houses 
out of scrap veneer or lumber, we are very 
much interested in developing this production 
and shall appreciate any information you cap 
give us relative to bird house plans. Due to 
the fact that spring is rapidly approaching, 
we would like to have all the details possible. 
In case you do not have descriptive matter 
about bird houses, will you advise where it 
can be obtained?—INQUIRY No. 2789. 

[The AMERICAN LUMBERMAN has printed 
numerous stories of how retail lumber dealers 
have interested the young people of their com- 
munities by putting on bird house contests, of- 
fering prizes to the boys who made the best 
bird houses. This has helped to create interest 
in bird houses and has developed in many com- 
munities a demand sufficient to justify dealers 
in carrying bird houses in stock. Such dealers 
would be interested in a source of supply such 
as this inquirer, who is a manufacturer in the 
West, has in mind. A helpful source of infor- 
mation about the construction of bird houses, 
together with detailed plans and bills of ma- 
terial, is the booklet “You Can Make It for 
Camp and Cottage,” compiled by the National 
Committee on Wood Utilization, of the United 
States Department of Commerce. In its book 
catalog, the AMERICAN LUMBERMAN lists “Bird 
Houses Boys Can Build,” which contains plans 
and instructions for building houses for the com- 
mon birds. This book is sold at the publisher's 
price, 65 cents. 

To any one prepared to supply plans for bird 
houses, the name of this inquirer will be fur- 
nished upon request.——FEpITor. ] 
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A newly formed company, 
styled the Lake Union Lumber 
& Manufacturing Co., at Se- 
attle, W. T., has for its object 
the building of a new sawmill 
on the shores of Lake Union 
in the Puget Sound district, a 
site having been selected on 
the southern end of that charm- 
ing inland sea near the High- 
warden Block. The company 
was organized with a capital of 
$10,000 and the incorporators 
are Isaac A. Palmer, L. M. 
Robbins, Nicholas Davidson, 
Thomas Hood and F. W. 
Chambers. Ground for the 
erection of the mill has been 
purchased and the machinery 
needed is being bought. 

* * * ; 

An exciting scene lately 
amused the Sunday strollers at 
Williamsport, Pa. Rafts were 
plunging through the chute 
when one lodged on a sandbar. 
A second rushed into the chute 
and telescoped with the first, 
hitting it amidships and send- 
ing heavy timber high into the 
air, but fortunately without in- 
juring a man on either raft. 
Those on the boom steamboat 





above the dam blew the whistle 
as an alarm of danger for the 
other rafts and hurried to the 
assistance of one that was al- 
ready close to tke mouth of 
the chute. Other rafts that fol- 
lowed tied up at safe points 
above the dam. 
a * _ 


It is stated that the propeller 
“Broxes” and consorts “L. W. 
Drake” and “Iowa” have been 
chartered to carry 15,000,000 
feet of lumber from Bay. City 
to Chicago at $2.25 per. thou- 
sand while more recent: char- 
ters have been made at $2. The 
“Golden Rule” and “City of 
the Straits” are engaged for 
lumber at going rates to run 
from Bay City to Buffalo. 


The timber that is grown in 
Sabine Pass, Texas, is said to 
be wonderfully symmetrical and 
perfect in growth and the view 
is taken that there is probably 
no finer timber in the world for 
ear sills, flooring, siding and 
roofing. Civil Engineer J. Gray 
has prepared a report on this 
region. 





It is said that 400 houses are 
in course of construction at 
Bay City, Mich., as well as sev- 


eral business blocks. 
* * a 
Pack, Woods & Co.'s new 
mill at Au Sable, Mich., is 


claimed to be the largest one 
on the Huron shore. It starts 
out this season to cut 40,000,- 
000 feet of lumber. It is lighted 
by three electric lamps of 3, 
000 candle power. 

* 2 @ 


Messrs. E. and C. Fldred 
had the honor of finishing the 
series of successful Jumber- 
men’s lunches that have been 
way-marks in the history of 
the Chicago Exchange during 
the past winter. There was 4 
very full attendance which was 
fitting as a climax of the se- 
ries. The president of the Ex- 
change, Mr. Carpenter, occupied 
the chair, and Secretary Hotch- 
kiss, as usual, was his alert co- 
adjutor. The refreshments sized 
up well with all that had gone 
before. The out-of-town guest 
was Mr. Withers, of Brook- 
haven, Miss. 
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LUMBER MARKET REVIEW 


Southern Pine Bookings Decline but Buyers Seem in 
Greater Hurry for Deliveries 


Southern pine bookings fell below production in the two 
weeks ended April 9, though the production continues at 
only 52 percent of the 3-year average. Shipments for the 
two weeks ran considerably ahead of the cut, so that order 
files have been reduced. Reports indicate that mills reach- 
ing eastern States are doing better than those reaching the 
middle West, a good part of the business now coming from 
north of the Ohio. Buyers seem to be in an even greater 
hurry for deliveries, but transit lots move at low figures. 
Shed stock is in larger request by the yards than are com- 
mons. Orders follow quotations much more readily than 
they did a few weeks ago, but prices are far from strong, 
and there is a good deal of complaint of keen competition 
from small mills. The best demand is for large sizes, some 
now being taken by the export markets, though railroads 
are the principal buyers. 


Eastern Shortleaf Trade Continues Slow; Prices Soft 


North Carolina pine producers are disappointed with the 
slowness of retail demand, and say that buying is closer 
than ever, and that prices show weakness. The sales report 
for the two weeks ended April 9 showed a preponderance of 
declines as compared with the averages for March business. 
The changes in either direction were slight and unimpor- 
tant. Quotations on most items still show a wide spread. 
that on No. 2 kiln dried 1x6-inch roofers being from $14.50 
to $20 during March. Box trade is also quite dull, no new 
orders being placed, though some shipments are asked for 
on old contracts. 

Georgia air dried roofer mills are finding little demand in 
their usual eastern and northern markets, but there have 
been fair sales to the Southeast itself, especially of dimen- 
sion. With the weather improved, more small mills have 
started up, but many plants remain closed. 


Cypress Uppers Wanted; Redwood Lowers Scarce 


There has been a falling off in the demand for tidewater 
red cypress. Some items of FAS and tank have strength- 
ened a little, while some of selects have been marked down. 
The mills are mildly optimistic in regard to spring trade 
within Florida. Most of the inquiries now being received 
are for the higher grades. 

California redwood mills have been booking some fair 
export orders, but domestic demand is dull, and further 
curtailment of output is probable. The stock report just 
issued shows that on Jan. 1 the mills had 9 percent less 
than at the close of 1930, and it is said that there is a 
scarcity of many lower grade items. 


West Coast Domestic Market Slower; Prices Steady; 
Export Trade Holds Up Well 


Bookings of an identical group of West Coast mills aver- 
aged 6 percent lower in the two weeks ended April 9, than 
In the preceding two weeks, and there was a reduction of 
about one-half percent in the output. The total reported 
production made 24% percent of capacity, compared with 
25 percent in the two weeks ended March 26, and orders 
exceeded the cut by about 2 percent. 

Rail trade has fallen off a little, but sales reports for the 
period ended April 9 show that prices of uppers are 
stronger, with commons about even or weaker. Flooring 
average was up 36 cents, and drop siding average up 75 
cents, while No. 1, 2x4-inch dimension gained only 6 cents 
and No. 1 boards lost 49 cents average. : 


Domestic cargo bookings showed a big drop, largely be- 
cause of the fact that Atlantic coast wholesalers are re- 
fraining from adding to unsold stock until surplus is ab- 
sorbed. Most reports indicate that the intercoastal rate is 
holding firm at $10, but there is an undercurrent of feeling 
that there may occur a break in this rate. Prospects for 
eastern trade have been brightened by reports that mort- 
gage loan money is soon to be more plentiful. Southern 
California receipts have declined, and there has been a cor- 
responding reduction in unsold stocks there. 

Export trade is holding up to previous levels, for while 
Japan and China are inactive, there has been a gain in busi- 
ness with Europe and the west coast of South America. 

While log supplies are low, so is demand, and there has 
been a weakening in Columbia River prices. 


Trade in Both Northern Pine and Hemlock Is Dull 


Northern pine mills remained closed down during the 
week ended April 9, so that their stocks have continued to 
decline, but order files are thin and on April 2 made only 
7 percent of gross stocks. In the Northwest, country trade 
had been handicapped by bad weather until recently; city 
business has improved, and it is expected that more orders 
will soon be coming from rural sections. In the Niagara 
area, yard trade is quiet, with prices easy because of the 
strong competition of other woods. 

Northern hemlock production has recently been only one- 
third as much as in the corresponding period of last year, 
and sales in the two weeks ended April 9 were slightly 
above the output. Firm discounts are being maintained 
on the small volume of business. 


Western Pine Production Is Less Than Half of Last 
Year's; Sales Are 48 Percent Above 


Production of Inland Empire and California pine mills in 
the two weeks ended April 9 increased seasonally to 17 
percent of capacity, compared with 14 percent the preced- 
ing two weeks, with sales 48 percent above it, but identical 
mill cut was only 47% percent of last year’s. Identical mill 
bookings made about 60 percent of last year’s. There have 
been changes in the descriptions of items included in sales 
reports, so that prices reported in the week ended April 11 
are not comparable with those of two weeks before. The 
comparable items, Ponderosa and sugar pine shop, are a 
trifle lower. Some distributing centers report a softening 
in sugar pine uppers. Commons are admittedly plentiful, 
but the shortness of supply of shop and D selects is becom- 
ing more noticeable. Surplus of box is reduced, but de- 
mand is dull and prices are quite weak. 


Some Domestic Users Show More Interest in Hardwoods; 
British Trade Prospects Improved 


Bookings of both southern and northern hardwood mills 
exceeded their output in the two weeks ended April 9. 
Total sales are running more than 40 percent behind last 
year’s, however. There have been recent signs of interest 
from automotive, flooring, millwork plants and retailers, 
but actual orders are slow to develop, while the furniture 
industry is doing little. Ordering is cautious, only small 
lots being taken, but inquiry is encouraging. Export mat- 
ters are getting a great of attention. Some new rates to 
ports have been put in effect, and an increase is to be made 
in the May rate to Belgium. With the French quota filled, 
that market is temporarily closed: British buyers indicate 
that they will be in the market for increasing amounts in 
the next couple of months. Memphis mills are to benefit 
by new rates on logs. 


Statistics, Pages 47, 65; Market Reports, Pages 54-57, 66-69, 76-77; Prices, Pages 73-75 








AMERICAN LUMBERMAN 





April 16, 1939 


Planning An Employment Campaign? 


Here’s What Other Cities Are Doing 


Much has been written and orated about the 
wonderful results, in unemployed men and dol- 
lars put back to work, that can be obtained in 
a community when a group of enthusiastic and 
determined citizens, with intelligent leadership 
and sufficient financial support, promotes and 
prosecutes a campaign to release immediately 
the normal buying power of people’s present in- 
comes. Much will continue to be written, no 
doubt, in this publication and elsewhere, be- 
cause the value (cash and otherwise) of such 
campaigns can not be denied by one who has 
seen them in operation. 

Yet, in spite of this volume of printed i 
‘formation, the question, “How are other cities 
conducting their campaigns?” was asked an 
AMERICAN LUMBERMAN representative fre- 
quently last week while he was on a tour of a 
number of Illinois and Indiana cities, seven of 
which are having now, or have had, campaigns 
of this nature. They all have heard of the 
“Muncie Plan” and the “Rochester Plan,” but 
sometimes they wonder what could be done in 
their own towns. As one man said, “We're not 
like Rochester, for we haven't a pack of million- 
aires running around loose to put the plan 
over.” And so, to show that a “pack of mil- 
lionaires” is not necessary to the successful pro- 
motion of such a campaign, a resume of the 
work-making activities of these communities is 
assuredly in order. Much of this has been told 
in detail in previous issues of the AMERICAN 
LUMBERMAN, and other parts of it will be told 
in detail later, so here we can only sketch 
briefly the general plans of action. 

Underlying all these projects is the principle 
that any income, however small, has for each 
of its dollars one hundred cents’ worth of buy- 
ing power. A man, however, will use his full 
normal buying power only when he thinks he 
can accomplish more by spending it than by 
holding it. The present uncomfortably low 
prices of commodities, and the fact that most 
men to keep their self respect would rather 
work for five dollars than have five dollars given 
to them as an act of charity, offers this very 
opportunity to those who will build, repair, re- 
model or modernize as needed, or buy needed 
products at stores, within the reasonable limits 
of their financial ability, now. 

In all the cities where campaigns have been 
conducted, the principal efforts to broadcast and 
“drive home” this fact have been made by the 
use of advertising, news stories and pictures, in 
daily newspapers, with notable success. In fact, 
Muncie, Ind., the community that pioneered this 
type of campaign, relied upon the newspapers 
to get the pledge blanks to the citizens as well 
as to keep the people educated and enthused as 
to the possibilities.of the drive, although further 
enthusiasm was engendered by a mass meeting 
at which O. W. Rosenthal, prominent Chicago 
contractor, spoke, and by numerous addresses by 
W. E. Price, local plumbers’ supply wholesaler, 
before the city’s clubs. Most communities, how- 
ever, used the newspapers and also a house-to- 
house canvassing campaign, employing a double 
pledge-card; one-half of the card was the pledge 
itself and was brought by the canvasser to head- 
quarters, while the other half was retained by 
the pledger until he had completed the work or 
purchases pledged; this idea was developed by 
the city-wide emergency committee in Roches- 
ter, N. Y., which included in the pledge Home 
Improvements, Yard Improvements, and Store 
Purchases. 

Armed with more or less complete knowledge 
of how the campaigns in these two cities were 
conducted, and inspired by the results obtained, 
other cities throughout the country have been 
promoting similar projects. Much impetus was 
added to the movement by the national “man a 
block” campaign of the American Legion. In 


Indiana, Mr. Price by letters vigorously urged 
other cities to have campaigns similar to Mun- 
cie’s, if for no other reason than to keep their 
idle workmen from flocking to his town, and 
he traveled all over the State in the interest of 
the movement. Lumber and building material 
men’s conventions, and various civic-progress 
groups, in other States also invited him to ap- 
pear before them, which he did. It is doubtful, 
though, if any other State has accomplished, or 
is accomplishing, as much in this way as is 
Illinois, for the Illinois Lumber & Material 
Dealers’ Association at its annual convention 
in Chicago decided that promotion of such cam- 
paigns should be its main objective, and the 
chief concern of its managing director, J. F. 
Bryan, of Chicago, who is a member of Gover- 
nor Emmerson’s emergency commission on un- 
employment relief. So he has been a speaker 
in numerous towns whose citizens want to do 
what they can to remedy the present unfor- 
tunate situation. Other cities in the State have 


gone ahead on their own initiative. Here, 
briefly, is how they went about it: 
STREATOR er of Commerce, after 





Mr. Bryan addressed its annual meeting, pro- 
moted this campaign, with the financial sup- 
port of lumber and material dealers. Labor 
was asked to help plan the drive, and, when 
its leaders sat side by side with business 
and professional men and faced the problem 
of how to get building and repairing opera- 
tions started, they realized that a wage-scale 
reduction was essential, so the unions volun- 
tarily lowered their own wages by from 20 
to 25 percent. No one suggested that the 
unions do this; they were simply given to un- 
derstand that the wage problem was between 
them and the consumers. Pledges covered 
Home, Yard, and Store Purchases. Returns 
were sent to the Chamber, and jobless men 
and contractors, able to do the particular 
job, were sent in response to any requests 
by pledge-signers for men to do ther work. 
Men now are being put to work all over town, 
and contractors are doing more work than 
for several years. In the canvass for pledges 
business men and laborers worked together, 
and, with club women, the total was more 
than 450 canvassers. Newspaper advertising, 
which will be continued for yet another 
month, stresses “Streator Men Want Work” 
and “You Get Wonderful Bargains by Build- 
ing, Repairing, Decorating, and Buying Now.” 
It describes some of the improvements that 
might be made around the home, but does 
not tell how they can be done because to 
do so would necessitate the promotion of a 
specific product or material; Streator lum- 
bermen are passing up a wonderful oppor- 
tunity here in not advertising the products 
which they sell for such purposes as this, 
tieing their message up with that of the big 
general ad and using its pulling power; their 
only advertising is their contributions to the 
campaign fund which totaled $2,000, of which 
$500 is used for advertising. 


DANVILLE—The American Legion is supplying 
the power, punch and popular appeal in this 
campaign, and the Chamber of Commerce is 
the efficient machinery. Lumber and building 
material dealers and contractors furnished 
the money ($2,000 was sought, and $1,300 of 
this is already paid in). A big mass meeting, 
at which speakers included Mr. Price, Federal 
Judge Walter P. Lindley, and Mayor C. P. 
Madden, was announced by newspaper, and 
also ten telephone girls were engaged, at a 
cost of $43, to call 10,000 homes and urge 
all adults to attend the meeting; 2,200 packed 
the Armory. Pledge cards were distributed 
to all homes by Boy Scouts. Advertising was 
maintained in the daily paper. Building and 
loan companies formed a pool to make 
$100,000 available for modernization financ- 
ing. The results, however, have been dis- 
appointingly slow, and the lack of personal 
contact is believed to be the reason, so a 
canvass is now being organized. About 225 
men and 225 women will be informed, by 
letter, that they are selected as members 


With Theirs 


of a “committee of 400,” and asked to pro. 
mote, informally, the work of the campaign 
in an area that will be specified. Each of 
these men and women will receive three bul. 
letins in this manner. Then, on May 2, they 
will be called together for the purpose of 
enlisting 300 of them as canvassers for three 
days of intensive effort. In the meantime, 
all pledges made are being followed up im. 
mediately. A list of all contractors and other 
workmen was compiled from the city direc. 
tory, and dealers were asked to check these 
over for deaths and removals, and to add 
new ones not already listed. Then this re. 
vised list, properly classified, is sent copies 
of the pledges, the various contractors in any 
field taking their turns alphabetically in be- 
ing assigned the pledgers. The contractor 
later reports whether he got the job, or 
whether some other sort of workman jg 
needed, or whether the pledge was not made 
in good faith; if he does not report on a 
pledge assignment, the contractor knows he 
will get no more. Two decorating contrac- 
tors have asked that they be sent no more 
work, for now they have all they can do. 


BLOOMINGTON—Cash contributions as well as 
pledges of money to be spent were asked by 
the American Legion and the thirteen other 
organizations sponsoring the campaign. When 
the pledges were collected by the canvassers, 
the Legion commander took the bundle of 
ecards to the editor of the Daily Pantagraph 
and left them with him. The editor con- 
ferred with other men who had an interest 
in continuation of the drive, and the cash 
collected in the campaign was used to hire 
a competent and well known man, who now 
is functioning as a clearing house of the 
pledges and unemployed men, as well as car- 
ing for the local home-garden, free-seed, 
emergency relief. He is careful to send out 
only men fitted for the particular job, if it 
is one demanding skilled labor, and he gets 
a number of phone calls for men every morn- 
ing. He expects to phone all pledgers not 
otherwise contacted, to check up on the work 
to be done. All home-improvement pledges 
of over $100 were handed to the lumbermen, 
who together hired a man to investigate each 
one, determining if the pledger had a prefer- 
ence for any lumber yard and if the pledge 
really amounted to anything or had been 
signed to help the pledger’s child in a school 
contest conducted in connection with the 
campaign. There was considerable complaint 
that the canvassers, also, were not made 
properly familiar with the campaign’s pur- 
poses and possibilities. 


FREEPORT—AII civic, business, labor and liter- 
ary organizations worked together on the 
campaign, and the thorough preparation by 
newspaper advertising made the canvassers’ 
job quite easy. More than $250,000 worth of 
new and remodeling building and_ similar 
work was pledged, and much is under way. 
If, however, a pledger wants a workman who 
long has been out of work and really needs 
the job, but who is skilled, he must do some 
investigating, for the only central clearing 
house for labor is the office of the supervisor 
of the poor, where all the pledge cards were 
sent. While reliable enough for common 
labor, it does not have public confidence as 
a source of skilled labor. 


OTTAWA 
started, by 


This campaign is just’ getting 
the American Legion, in true 
Army fashion in the “war against depres- 
sion.” A big, hale and hearty Methodist 
preacher, chaplain of the post, is “comman- 
der-in-chief” and the secretary of the Cham- 
ber of Commerce is his “adjutant.” On Thurs- 
day of last week a mass meeting was held, 
addressed by Mr. Bryan, and last Saturday 
the annual parade of school children was 
adapted to campaign purposes. Prizes were 
given for best costumes. On Wednesday 
morning of this week 300 “soldiers” in this 
army “stood reveille” to the tune of bugles 
before marching in to the “mess hall” for an 
organization breakfast. The whole thing is 
organized with military precision; each man 
will be given his territory, and the canvass 
will be completed in three days. 
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We have come to the close of a twelve months, the passing of which 
into history, we shall all likely welcome. It has been a trying experi- 
ence. Coming as we did in 1929 from several years of prosperity, good 
business, easy money, heavy speculative loans, and an eager market, we 
could not believe our eyes, our ears, or our bankers and spent fully a 
year and a half trying to make ourselves believe that it wasn’t so, that 
there was some mistake, that tomorrow or the next day things would 
be all right again; in other words, trying to bluff the thing off. It 
didn’t work; the mysterious fog of the depression didn’t blow away; 
and we at last woke up, sat up, rubbed our eyes and looked the situ- 
aticn squarely in the face. It was about the beginning of 1931 when 
we really started doing something about it. 

We looked at our volume, our lowering gross profits, our vanished 
net profits. We started cutting salaries and general expense, tightened 
up on credits, quit speculative selling, cut our stocks, did better buying, 
and better collecting; in short, we painted for ourselves a correct pic- 
ture of our business which we should have had in front of us every 
day for years past. 

What has been the result of this awakening and new training that 
has been forced upon us by conditions? For some—for those who looked 
but did not see—the result has been inevitable and they are out of busi- 
ness. May I hope that for the most of us it all has meant that we are 
wiser, more cautious, better, and more successful merchants and that the 
lessons we have learned through the last few years we will take with 
us through the next several. 


But the results have been far more than these effects on the indi- 


vidual. It has brought together manufacturers, distributors, and retail- 
ers of lumber as never before. We have realized 

. and admitted that the manufacturers’ problems are 
Co-operatively our problems, that the retailers’ problems are the 


manufacturers’ problems, and we have gone about 
their solving in a friendly, helpful, co-operative 
way. Nor has it been alone a State problem, but 
all through our country the great State, regional, and national asso- 
ciations of retailers, wholesalers, and manufacturers have worked to- 
gether for a common good. Retailers have attended and have taken 
part in the manufacturers’ conventions, and at every retail convention 
in the last year the manufacturers have had their part, as they will on 
our program this week. And not alone has this growing co-operation 
been manifested between the retail lumber dealer and the lumber manu- 
facturer, but likewise has it been extended to the lumber dealer by the 
manufacturers of other articles he sells. Never before in my experi- 
ence have the manufacturers of paints, wallboards, insulation, built-in- 
fixtures, oak flooring, and roofing materials offered as many and as 
good sales helps as embraced in their 1932 plans of advertising and 
personal sales work. 

Much definite headway has been made toward the adoption of a 
national code of ethics, and but for the peculiarity, and in the speakers’ 
opinion—the unfair stringency of our own State laws Texas would 
already have caught step with the other State and regional associations 
in the march toward a fair, simple, uniform, national code of ethics in 
trade practice. 

The condition is still far from perfect and much remains to be done 
by both manufacturers and retailers—for themselves and for each other 
—if the industry is to prosper and each division of it maintain its iden- 
tity. I need only to call to your attention the chaos in the iron and 
steel industry to show you how quickly a recognized policy of distri- 
bution can change to one of an unprofitable system. 


at Work 


We have given too much attention to the volume of our sales and 
not encugh to the quality, lasting power, and fitness of the materials 
— The ee of the fabricated steel home, 
while apparently not particularly imminent in 
Too Much Atten- our territory, is still something to think about in 
our efforts to improve the quality of lumber 
used in building. The inroads of the destructive 
termite in many parts of Texas should make us 
stop and give consideration to properly treated sills and joists. I believe 
that the coming year will see a great deal of study and assistance in this 
line on the part of the manufacturers and we retailers should welcome 
this help and possibly become more aggressive in merchandising the 
materials with which we are directly acquainted, instead of new mate- 
rials now foreign to us and in the experimental stages. 

I am not so sure that the lumber industry—both manufacturers and 
retailers—has taken full advantage of its opportunities to supply lumber 
for many uses, but has permitted it to be pushed out by heavily adver- 
tised materials of other sorts. 

In the speaker’s humble opinion the big problem facing the retailer 
today is proper merchandising. The merchandising of 1900 will not 
fit the needs and demands of the people of 1932; as the people and their 


tion to Volume 





*Delivered at annual convention of Lumbermen’s Association of 
Texas, Fort Worth, Tex., April 12, 1932. 


A FEW OBSERVATIONS’ 


[By I. B. McFarland| 








habits and tastes have changed and developed so must we change and 
develop. 


To whom are our major sales of the future going to be made? And 
in what size packages? We must paint out cur old signs reading 
“Lumber — Sash — Doors — Blinds — Molding 
—Brick—Lime and Cement” or perhaps even “a 
board or a carload” and offer instead what Mrs. 
America knows something of and is interested in 
buying—a home—a room—a porch—a _ built-in- 
kitchen. 

On what terms will our business of the future be done? The lum- 
berman must not leave the financing to a contractor, but must himself 
know the best and safest obtainable terms on which homes are being 
financed in his State and be able to procure those for his home buying 
customer. 

He must know the cost of proper merchandising and keep before him 
a reflective picture of his business and its condition at all times. We 
must all get away from the idea that we can sell and deliver $12 No. 3 
and $60 B&better on the same percentage of gross profit, and make an 
even return on our turnover. 


Major Sales of 
the Future 


And, far from the least important, we must, in this better merchan- 
dising plan, give closer attention to the job of selling than we are now 
doing. We must strive for direct sales to the 
Cl Attenti man who is to pay the bill, and make that sales 
oser entTion = effort with trained salesmen, instead of leav- 
H ing the all important selling side of our busi- 
to Selling ness to contractors. Automobile houses do not 
send out their mechanics and car painters to 
make the sales of cars and so we as sellers of homes should not depend 
for salesmen on the men who drive the nails and saw the boards. This 
does not mean that we are to be antagonistic to the interests of the 
carpenter or contractor, for we have a place and a use for him and his 
work in the operation of our business, and in a manner equally as prof- 
itable to himself, but that place should be in the line in which he has 
had his training, and not as a salesman. It has always seemed strange 
to me that we lumbermen will invest a hundred thousand dollars in a 
high-priced yard site, expensive buildings, show rooms, and delivery 
equipment, and then leave the selling of the biggest sales we make to 
men who are not in our employ. 


In short, the merchandiser of tomorrow must be able not only to 
sell and deliver the complete unit, but be able to talk about and advise 
on all of the new materials and ideas being 
Th M " di promoted for home building; he must be 
e Mercnanaiser posted = - best -_ _— ccna plan 
available in that locality to the home owner, 
of Tomorrow and make it accessible to them; he must be 
ready and able to give to the purchaser of 
a home, a written guaranty of the grade and quality of all the hidden 
items used in the construction of that home, so that in years to come in 
case of resale, or financing, there may be no mystery about its con- 
struction. And, lastly, he must charge enough to enable him properly 
to give these services and guaranties, and at a profit to himself, so that 
his business may be a fixture in the community and his name, through 
the years, may stand for ability and reliability in his line. 





Plan Expansion of Association's Services 


MINNEAPOLIS, Minn., April 11.—Inasmuch as “there is upon the 
Northwestern Lumbermen’s Association a heavy obligation to direct its 
energies along lines which will prove of greatest benefit to its members 
under present unusual conditions,” President H. H. Westerman is plan- 
ning an expansion of association services, to be supported by a larger 
membership. 

Mr. Westerman explains details in a plan he has drafted for the year’s 
work of the organization, and in it he expresses “the profound hope 
that those yards which are not enrolled as members at the present time 
will immediately appreciate their obligation to their industry and rally 
round the association standard without the necessity of any begging or 
pleading on the part of the association officers.” me 

Among the expanded activities cited by Mr. Westerman are additional 
work for the traffic department; greater demands upon the architectural 
department ; necessity for close scrutiny of legislative affairs, and greater 
attention to trucking problems. 

The association’s architectural service department has found it neces- 
sary to devote its energies to extensive research and investigation to 
find new outlets for lumber, Mr. Westerman says, such, for example, 
as roadside lunch stands, vegetable markets. milk houses, gasoline and 
oil filling stations,. tourist cabins, lawn furniture, lawn fences, trellises, 
small items for manual training work, the use of plywood for repairs, 
and a long list of similar articles. 
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Seek Import Tax on Can- 
adian and Russian 
Lumber 


PorTLAND, Ore., April 9.—This city will have 
several spokesmen for the lumber industry of 
the Pacific Northwest at Washington, D. C., 
when on April 15 the Senate finance commit- 
tee opens the hearing on a proposal to include 
in the revenue bill before Congress an import 
tax of $5 a thousand feet on Canadian and 
Russian lumber. Among the Portlanders will 
be F. H. Ransom, of Eastern & Western Lum- 
ber Co.; H. B. Van Duzer, of Inman, Poulsen 
Lumber Co., and W. Ruegnitz, president of 
the Loyal Legion of Loggers & Lumbermen. 
Stewart Polson, of Polson Logging Co., Aber- 
deen, Wash., and Homer W. Bunker, president 
of the Coos Bay Lumber Co., Coos Bay, Ore., 
are also members of the delegation, which left 
here the early part of this week for the national 
capital. 

The contention here is that something must 
be done to protect the nation’s lumber indus- 
try, the situation from the standpoint of Pacific 
Northwest interests having been presented to 
members of Oregon’s congressional delegations 
by telegraph, as follows: 

Canadian trade agreements 
South Africa, England, 


with Australia, 
Ireland and Scotland 


have resulted in completely shutting out all 
Douglas fir lumber from Oregon and Wash- 
ngton to these countries. Australia is per- 


mitting Canadian lumber to enter there at 
one pound per 1,000 feet less than American 
lumber can enter Australia. This amounts to 


singie 
Ireland and Scotland Canadian 
lumber enters without duty, while duty on 
American lumber is 10 percent on the c. i. f. 
value, which amounts to 20 percent on the 
price here in favor of Canada. In addition 
to this Canada has a depreciated exchange 
to the extent of 10 percent, which makes a 
total differential against us of 30 percent 
There preferential duties in South 
Africa. 

Canada, receiving a 
British-protected 
dump her 
is doing at 
of the logs 


$15,000 ona 
In England, 


cargo. 


also are 


high price in all this 
territory, can afford to 
surplus in country, which she 
that are than the 
alone in this country, with noth- 
ing left for manufacturing. 
We ask your earnest and 
mand that a tax of at least $5 per 1,000 feet 
be included in the new revenue bill on Cana- 
dian and Russian lumber. It will be greatly 
appreciated by the 140,000 normally employed 


this 


prices less cost 


immediate de- 


workers of the lumber industry of the Pa- 
cific Northwest States, of which only 35,000 
now are employed, and many of these unem- 


ployed are walking the streets, hungry. 


Agitation for the proposed import tax was 
started here a little over a week ago at a meet- 
ing called by K. D. Dawson, vice president and 
general manager of the States Steamship Co., 
and in addition to Mr. Ransom and Mr. Van Du- 
zer there were in conference John D. Tennant, 


of the Long-Bell Lumber Co.; C. D. Johnson, 
of the Pacific Spruce Corporation; George 
Berkey, of the Crown-Willamette Paper Co.; 


Felix Pagenstecher, of the Hawley Pulp & 


Paper Co., and Robert Wolfe of the Weyer- 
haeuser Pulp Co. 
SEATTLE, WasH., April 9.—A party of Wash- 


ington and Oregon lumbermen headed by Col. 
W. B. Greeley, secretary-manager of the West 
Coast Lumbermen’s Association, left late this 
week for Washington, where they will attend 
a hearing on April 15, at which the amendment 
in the tariff act proposed by Senator Jones 
will be considered. In the party, besides Col. 
Greeley, are M. C. Woodard, H. B. Van Duzer, 
W. C. Ruegnitz, C. Stuart Polson, E. W. De- 
marest, Ossian Anderson, Col. J. E. Long, M. 
B. Nelson, H. W. Bunker and Ralph Shaffer. 


SPOKANE, WASH. "April £ 9.—Local lumbermen 
are keenly interested in the levies proposed by 
Senator Wesley L. Jones of this State on im- 
ports of lumber and wood pulp which he pro- 
poses to add to the House revenue bill when 
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that bill reaches the Senate. These would 
amount to $3 a thousand board feet on most 
sizes of fir, spruce, pine, hemlock and larch and 
from a %- to %4-cent a pound on pulp. Com- 
menting on this Milton T. McGoldrick of the 
McGoldrick Lumber Co. says: 

This is a step in the right direction and 
certainly should be made a part of the 
revenue bill. However, the principal com- 
petition still comes from Russia. The lum- 
bermen really want a bill barring lumber 
produced by forced labor, and placing the 
burden of that proof on those attempting to 
ship the lumber in, 


Tells Coskeadun: of Mer- 
its of Wooden 
Shingles 


Dupugue, lowa, April 11—F. J. Parker, of 
Chicago, representing the Red Cedar Shingle 
Bureau, addressed a meeting of lumber retailers 
and contractors April 6 in the council chamber 
of the city hall. Mr. Parker had with him 
samples of thick shingles and a great many 
photographs of houses, in all price divisions, 
roofed and sided with shingles. The contrac- 
tors were especially interested in Mr. Parker’s 
statements about the possibilities of meeting 
the competition of itinerant roofers. 

John A. Kerper, secretary of the Peter J. 
Seippel Lumber Co., acted as chairman. In 
his introductory statements he mentioned the 
activities of the itinerant roofers. This com- 
petition, especially because of reduced applica- 
tion costs, has been serious in Dubuque; and 
contractors are finding that the long life and 
continuing good appearance of shingle roofs 
make excellent selling points. Mr. Kerper said 





it had been unfortunate that in earlier years 
some inferior wood shingles had been mar- 
keted. But manufacturers have learned much 
about manufacturing and grading so that at 


present it is possible 
quality. 

In beginning his informal address Mr. Parker 
mentioned the fact that business had been get- 
ting away from everybody. No one knows 
when the old volume of business will return; 
and it is important in the meantime to take 
into account all avenues for creating trade. One 
of these is the replacing of old roofs. Every 
old roof is a potential job, and every old house 
offers possibilities for vastly improved appear- 
ance and insulation through shingled side walls. 
Carpenters and contractors have important busi- 
ness assets in their skill at estimating costs and 
making application, and they can turn this skill 
to good account. 


to get shingles of high 


It is practicable to lay wood shingles over 
old roofs without removing the old shingles; 


and this adds an important factor in the form 
of additional insulation. 

In the last two years manufacturers have 
made important improvements in manufacturing 
and grading. They have succeeded, also, in 
persuading fire underwriters to recognize these 
better shingles as reducing fire hazards. Mr. 
Parker has done much work with city councils 
in the drawing of fire ordinances, and he made 
extensive comments upon this much misunder- 
stood subject of fire hazards. 

Mr. Parker also gave figures to indicate the 
vast quantities of wood shingles that are now 
manufactured and the great supply of fine red 
cedar timber yet remaining in the Northwest. 
There is a great opportunity for merchandising 
these shingles. The success of the itinerants in 
merchandising a kind of roof that can not com- 
pare in length of service and lasting appearance 
indicates that sales efforts can and do succeed. 
Such efforts naturally will have greater suc- 
cess if they are applied to a quality product. 

At the close of Mr. Parker’s address the con- 
tractors asked many questions; especially about 
over-application, fire hazards, methods of side- 
wall finishing and salesmanship. It was evident 
from the comments made that these contractors 
are much interested in bringing these quality 
shingles to the attention of customers. 
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Revision in Structure of 
Coast Rates Con- 
sidered 


An early meeting between Pacific coast lum. 
bermen and railroad representatives has been 
asked by the Trans-Continental Freight Bureay, 
for the purpose of removing inconsistencies jn 
the existing rate structure, while retaining for 
the railroads their present revenue on traffic to 
destinations Chicago and west, the proposals 
being considered under the bureau’s Docket 
12265. It is emphasized that this matter should 
not be confused with a rate reduction contro. 
versy that has been carried on for some time, 
Tentative proposals have been submitted to the 
lumber shippers for consideration prior to the 
meeting. 

One is that minimum carload weight from 
both North and South Coast shipping points be 
40,000 pounds for a 39!4-foot car, while smaller 
cars would take a minimum of 30,000 pounds 
irrespective of actual weight. 

Two suggestions are made for revision of the 
line between North and South origin terri- 
tories, one being a line east and west, imme- 
diately north of the northern termini of the 
Northwestern Pacific and Arcata & Mad River 
railroad; thence through Dunsmuir and Bieber, 
Calif., west of Alturus and north of Lakeview, 
Ore.; and another being a line drawn imme- 
diately north of Grants Park and Kirk, Ore. 
Another suggestion is creation of a buffer zone 
between the two origin territories, from which 
rates would be either North or South Coast, 
whichever is lower. 

Three other new suggestions are made as to 
origin groupings. One would eliminate differ- 
entials between Coast and interior groups, ex- 
cept that at Group J the rates from Spokane- 
Hawley-Truckee would be 1% cent under Coast- 
3end-Klamath Falls. Another would eliminate 
differentials between Coast groups and Bend- 
Klamath, rates from Spokane and Truckee- 
Hawley to be 2% cents under Coast. 
Another would enlarge the Bend-Klamath 
group, add some of the mills to the pres- 
ent Coast groups, give Bend-Klamath a 1% 
cent and the Spokane and Truckee-Hawley a 3 
cent differential under Coast. 

The principal of four suggestions as to des- 
tination groupings concerns the creation of a 
neutral zone, to which both North and South 
Coast groups would have the same rates, while 
North Coast mills shipping south of the zone 
would pay a 5 to 10 cent differential, and 
South Coast mills shipping to north of it would 
pay the same differentials. Northern boundary 
of such zone would include Dalhart and 
Amarillo, Tex., Oklahoma City, Okla., Little 
Rock, Ark., and Memphis, Tenn., while the 
northern boundary would include Cheyenne, 
Wyo., Northport, North Platte, O'Neill, Verdi- 
gree, Bloomfield, Crofton and Wynot, Neb., to 
the Missouri at Sioux City, Iowa, thence 
through Garretson, S. D., Willmar, St. Cloud 
and Minneapolis-St. Paul, Minn. This sugges- 
tion includes revision of the Colorado, Group J, 
rate, and grading of the rates east of its boun- 
dary until they reach the Missouri. 

Two other of these suggestions for destina- 
tion group revisions concern modifications ol 
the proposed boundaries of the neutral zone. 

The fourth suggestion is that territory east 
of Group J, from Canadian border to’ Mexican 
border and Gulf, be blanketed, at less than Chi- 
cago rate base, with rates graded up rapidly 
from Group J to Chicago base in the western 
Dakotas, Nebraska, Kansas and Texas Pan- 
handle. 

It is understood that the other rate contro- 
versy between Coast mills and the transcont- 
nental railroads has bought out a proposal that, 
for instance, two specific points now taking the 
72 cent rate, Chicago and St. Louis, will be 
granted rates of respectively 65 and 60 cents, 
with minimum carload weight increased to 
50,000 pounds. 
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When a Feller Has a Real Home 


My friend’s son heard us drive up 
and rushed out of the garage in dis- 
reputable ov eralls and besmudged face 
to announce proudly: “I bought a 
whole automobile and a stack of tires 
tha-a-t high, all for $3!’ The com- 
radely chuckle and congratulations of 
the man in the seat beside me afforded 
a fleeting glimpse of the unusual and 
happy relationship between Bob and 
his father. 


“That’s fine, Rooster,” beamed the 
Dad, fetching that happy smile of his 
as he surveyed the unspeakable appari- 
tion in front of the garage. “Er-r, has 
it got a motor in it?” 

“Sure! And it has just the parts I 
need to fix up the other one. Instead 
of buying just the parts I had a chance 
to buy the whole car. Tires too!” Bob 
disappeared into the garage and his 
father grinned as he related the tale 
of the wonderful car the boy was work- 
ing on. “It'll keep him busy all sum- 
mer,” he concluded, ‘and he’ll be per- 
fectly happy.” 


This man doesn’t talk about theories 
of child raising, but it’s easy to see 
that he has no worries about where his 
son is or what he is doing or planning 
to do. He took me into the basement 
of his pretty suburban home and 
showed me a magic country. There 
was a complete railroad system with 
toy electric trains, power house, home- 
made bridges, signal towers, “n’every- 
thing.” Two trains may be operated 
on it, independently by remote control. 
“This,” said the Dad proudly, “is head- 
quarters for all the kids in the neigh- 
borhood. A dozen or two at a time 
sometimes come in here. They pay, in 
cash or in bottles or whatever, for the 
privilege of using the equipment and 
learning how to run a railroad. Bob 
and his pal had the two trains and they 
put them together to make this sys- 
tem ; then they didn’t know what to do 
with them, so they called in the other 
kids. If they want something they 
make it. There are tools over there. 
And if Bob’s little sister wants some- 
thing, she makes it, too, and she’s as 
good with hammer and saw as the 
boys are.” 





He showed me around the cozy home 
that had evolved from a big old house, 
then we sat before a big living room 
fireplace, salvaged from a millionaire’s 
residence that was being razed.The big, 
kindly man told me how his son and 
daughter always have freedom to play 
around the house from attic to base- 
ment, how they always can and usu- 
ally do have their young friends in. 
There’s always something going on in 
the basement, the back yard (where 
Bob and his friends have a “tree 
house” with two bunks where they can 
sleep and play camping out) or the 
attic. 

As they grow into adolescence there 
is little likelihood that Bob and his 
pals will find much attraction in the 
shams and excitements of night life 
and expensive amusement resorts, for 
they know how to make things “that 
really work” and will be contented at 
home, active and healthy. 

And what if the noise is sometimes 
disconcerting? And what if they do 
sometimes cut up Dad’s stock of 
breakfast-table tops he meant to sell? 
And what if that nightmare of a car 
is in front of the garage? Dad knows 
(and so do Mother and Grandma) what 
it means for a feller to have a real 
home. 

fF ¢ 


Men Regret Past Waste 


Statistics show that children coming 
from a home-owning district have a 
decided advantage, one that is re- 
flected throughout life. They are given 
a background, a standing, and the pos- 
sibility of making lifelong friends and 
later on business connections. On the 
other hand the child whose parents 
drift from one locality to another be- 
comes restless, discontented, and has 
no friends or acquaintances of long 
standing. 

It does not take a person of wealth 
to own a home. I have made it a 
point, during these hard times, to 
make certain inquiries as I come in 
contact with people out of employ- 
ment and asking help. Nine out of 
ten married men tell me this: “I cer- 
tainly wish I had put some of my 
money into a home.” 

One young man, with a wife and 
child, told me he owes rent money in 
several places. At one time he was 
well able to buy a modest home, but 
he spent his money otherwise. He says 
that when he again obtains a steady 
job he will “have a home of my own 
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where I won’t have to be dodging the 
landlord.” 

I have observed all sorts and con- 
ditions of men, among them home 
owners, drifters and renters and this 
one thing stands out strongly among 
them all—the feeling of security that 
the home owner has. 


- ¢ ¢ 


The Sleeping Porch 


While a sleeping porch planned be- 
fore a house is built is preferable, in 
order that one may have a properly 
interrelated whole, one can add a very 
presentable sleeping porch to a house 
at some later time. 

It often happens that as a family in- 
creases in size, a house seems to grow 
increasingly smaller and an adequate 
sleeping porch, besides giving ample 
opportunity for fresh air and health, 
also increases indoor space. 

A sleeping porch open on three sides 
offers a maximum amount of light and 
air. Screens in summer and windows 
in winter convert it into an extra room 
for all seasons of the year. And, while 
in summer the lure of the sleeping 
porch is strongest, it is in winter that 
one may need it most. 

Consideration should be given to the 
location of the sleeping porch with re- 
spect to the sun. Some people prefer 
a west exposure, as they can sleep 
without disturbance from the sun’s 
rays in the morning. Others prefer an 
east exposure just because they want 
those same sun rays in the early morn- 
ing aslant their bed. 

The south exposure is probably the 
most popular, but it is not always pos- 
sible to build a sleeping porch on the 
south side of the house. 

It is a big comfort to have a sleep- 
ing porch connect with a small dress- 
ing room. Sleeping porches can be 
awfully cold places in midwinter— 
pleasant to sleep on if one is adequately 
covered and protected, but good places 
to get away from as soon as one leaves 
the bed. The small dressing room ad- 
jacent to the sleeping porch can be 
comfortably warm at rising time. 
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“IT think we’ve learned some 
things from the unsettled period 
we've gone through,” said G. F. 
Osterhage, of the lumber com- 
pany which bears his name. The 
head office and yard of this cor- 
poration are located in Vin- 
cennes, Ind., the historic city on 
the Wabash. “In the first place 
we've learned the real import- 
ance of the small job that comes 
under the heading of remodel 
and repair. In former years, 
like a good many other retailers, 
we handled these jobs but with- 
out much enthusiasm. It al- 
ways seemed to us that these 
undertakings included more la- 
bor than materials. They still 
do. We thought, too, that such 
a sale required an excessive 
amount of figuring and advisory 
service; and that also remains 
true. But several other things 
began showing up when volume 
trade was not what it used to be. 


When Volume Loses Its 
Charms 


“In the first place, this volume 
trade which meant the moving 
of a lot of material in one sale, 
with comparatively small esti- 
mating and advice, was easy for 
everybody; and since it was 
easy, somebody or other was 
ready to cut prices. Volume 
trade, when it appeared at all, 
was pretty sure to carry such 
small prices that little net profit 
came in. All of us are looking 
for the easy sale. And with 
everybody fighting for it, it got 
to be much less valuable. In 
these days a profitable deal is 
usually one that a person has 
to work for in some way or 
other. In our business that 
meant the jag trade. These over- 
the-counter sales certainly didn’t 
move stock so rapidly; but quite 
a large percentage of it went for 
cash, and all of it carried a fair 
margin of profit. Compare that 
with the big public projects that 
show up now and then. I sup- 
pose every town and city has a 
list of stories of these big 


jobs which boosted the total of 
local building permits so much. 
These jobs always include more 
less usually, 
It is nearly 


or less lumber; 
rather than more. 














“We've learned the real importance of the small job that comes 

under the heading of remodel and repair,” says G. F. Osterhage, of 

Vincennes, Ind., in telling how business has been obtained during 
the present trying period 
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always sold at prices which 
hardly pay for putting the order 
through. 

“We found it necessary to look 
for collateral lines to add to our 
sales. In a good many cases lum- 
ber retailers cut in on established 
businesses when they search for 
additions to their lines; hard- 
ware, heating, electrical goods, 
plumbing and the like. I don’t 
say that this is inadvisable; and 
the decision must always be 
made according to local condi- 
tions. But such cutting in often 
introduces new items of compe- 
tition. Hardware dealers add 
screen doors, roofing and some- 
times such millwork as frames 
or sash and doors. This com- 
pany picked out the crate trade 
for vegetable and fruit produc- 
ers. This is a great fruit and 
truck area, and the packers for 
shipping this produce make up 
a considerable trade that we 
thought was not being handled 
as well as it might be. We'd 
never have thought of entering 
this line except for the fact that 
our volume trade in building ma- 
terials had fallen off. We find 
it fairly profitable, and it fits in 
rather well with building mate- 
rials. 


Learning How to Loan Money 


“Then, too, we learned some- 
thing about local financing as it 
fits into Vincennes. Our financ- 
ing work has usually centered 
about rather small jobs; mostly 
because it was that kind of jobs 
which applied for loans. We be- 
gan by using the service of a 
financing company. There are 
many kinds of these companies, 
and their services are useful 
enough. But it began to be clear 
to us that under the circum- 
stances this financing company 
was making more money out of 
the jobs than we were. We sold 
the materials, offered all the ad- 
visory and estimating service 


and placed the loans; and yet 
we had less real profit to show 
for our labors than did this out- 
side concern. So we began mak- 
ing our own loans. One of the 
first things we discovered when 
we organized small loans on a 
policy basis was that it was giv- 
ing material aid to our open 
book accounts. It worked out 
this way: A good many people 
of perfectly sound credit found 
that if they were to put on a 
roof or build a garage or lay a 
floor they’d have to have a few 
months in which to pay. If we 
didn’t make the loan on a policy 
basis, with the usual notes and 
due dates for partial payments, 
the people simply backed out of 
the market. Or if they did buy, 
we carried them on open book 
accounts. 

“T don’t know any way for a 
big yard to get away from open 
book accounts entirely; but 
many of these accounts can be 
made, properly enough, to bear 
a reasonable interest charge; and 
when they are so organized they 
are much easier to collect. So 
the disorganized period of sales 
the last couple of years has 
taught us something about han- 
dling these old-time loose cred- 
its. All these things may seem 
rather small. We haven’t re- 
organized the business as a 
whole; but these comparatively 
small changes have been in total 
effect rather important. They 
are things we can take into the 
renewed building period that 
will come in time. 

“I like to think, too, that these 
policies, or some of them, have 
had some effect in maintaining 
old ideas of thrift. This is a 
matter that I worry about. Vin- 
cennes had some unfortunate ex- 
periences with building and loan 
associations. These associations 
were so popular several years 
ago that they received large 
sums of money which they had 
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“Old Vincennes,” 
Where Alice Became 


Famous 


Some Hard Looks at Volume Trade— 
The Importance of the Thrift Idea— 
Maintaining Reasonable Prices 


to invest. Perhaps this led the 
managers to take some risks 
that were not so good. I don't 
criticize the building and loan 
idea in general, for it has beep 
of incalculable value to the coun- 
try as a whole and doubtless will 
be again. But for the time, here 
in Vincennes, people are soured 
on the associations. Over and 
over I hear reports of people say- 
ing something like this: ‘Don't 
be foolish, as we were, and save 
your money. You save it, and 
somebody else gets it. When we 
get some money again, we're go- 
ing to get the good of it while 
we have it.” That frame of mind 
isn’t good for the home-building 
business; for when a family gets 
the idea of living while they do 
live, they seldom build a house. 
They buy articles that are more 
showy and more fun, at least for 
the moment. 


Thrift Gets a Tin Ear 


“I’m afraid there has been a 
bad dent put into the old idea of 
thrift. When business gets go- 
ing again, as of course it will 
pretty soon, at the old rate ora 
still faster one I have the feel- 
ing that there will be less and 
less inclination to spend with an 


eye to prepare for the future. At [ 


its worst, this idea will make 
for great prosperity for a while; 
but it will also prepare for the 
next depression. And when that 
depression comes, there’ll be 
even fewer individual resources 
with which to meet it. This is 
going to have its effect on our 
business in several ways. Pe 
ple will have to have shelter, of 
course; but if individual families 
will not provide their own, if 
they insist upon renting, it 
doesn’t take much imagination 


to see that this will alter ou 7 


retail lumber business radically. 
So I have the notion that one of 
the really useful services lum 
bermen can do the country 4 
well as themselves is so to oF 
ganize their plans and services 


as to encourage the idea of fam § 
ily thrift. Maybe we can’t block § 


the whole drift away from it, 
but we can do our bit in that 
direction.” 

" Clarence Umfleet, of the Um 
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fleet Building Stores, called at- 
tention to the fact that he is 
demonstrating an active faith in 
the future of Vincennes business 
py building virtually a new 
yard in the city. I believe 
it is a consolidation. In any 
event new sheds were going 
up at the time of our visit. 
This company has still an- 
other yard in a_ neighboring 
town. Mr. Umfleet said that 1931 
had been rather disappointing, 
at least as measured by stand- 
ards of earlier years, but he 
thought the city had gotten 
along as well as the average of 
mid-western towns and perhaps 
even better. The city in 193 
felt the effects of 1930; a year 
that piled up local hardships in 
an unprecedented way. There 
were early floods and frosts, fol- 
lowed by later drought; and 
these things hit the fruit and 
vegetable men pretty hard. The 
1931 crops were immense, but 
market prices were not so good. 
This doubtless has helped get 
the population through the win- 
ter with large supplies of food, 
put it has not made the produc- 
ers rich. However, some money 
has come in, and this money will 
probably boost the building busi- 
ness in 1932. 


The Clark Memorial 


Vincennes is doing quite a vol- 
ume of business, in large struc- 
tures. A new bridge was being 
built across the Wabash, and a 
great memorial to George Rogers 
Clark, the solder of the Revolu- 
tion who, with the approval of 
Gov. Patrick Henry, of Virginia, 
captured this great area of coun- 
try and annexed it to Virginia. 
This memorial, which is to cost 
several million dollars was just 
getting under way at the time of 
our visit. 

Mr. Umfleet admitted that 
these structures didn’t do much 
for local dealers; but they keep 
things going and employ a cer- 
tain number of workers in the 
city. He mentioned one big job 
on which the cement was sold 
at a profit of 3 cents a barrel 
and the form lumber at a profit 
of a dollar a thousand. The 
dealer making the sale had to 
wait so long for his pay that the 
interest more than ate up the 
Profit... So these things go. In 
this office we met Mr. Cox, a vet- 
eran Vincennes dealer and close 
friend of the late Edward Hines. 


E. C. Reel, of the Reel-Blue 
Lumber Co., said that at the 
time of our call, which occurred 
before the turn of the year, bus- 
Iness was showing some marked 
improvement. Mr. Reel, how- 
ever, did not really expect a re- 
turn to the old levels for some 
time. The difficulties had run 
80 deeply that the whole struc- 
ture of business, including 
banks and finance in general, 
Would have to do a considerable 
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amount of reconstruction. At 
that time the public habit of 
hoarding money was probably at 
its height. Mr. Reel said he was 
getting an unusual number of 
payments in cash instead of 
checks, and he mentioned a 
wealthy man who is a steady 
customer who settled his account 
with a money order. 

Mr. Reel mentioned his faith 
in and preference for small lum- 
ber yards. Naturally not all 
lumber business can be done in 
smal! units; but Mr. Reel likes 
the small unit where it can meet 
local needs. “If I had a hun- 
dred yards,” he said, “I’d want 
them all to be rather small.” 
There is less danger that a small 


even in small towns. “With the 
good roads we have now,” he 
said, “there is no need for yards 
more than every twenty miles.” 

J. L. Klemeyer, of the Knox 
County Lumber Co., like his 
dealer neighbors of Vincennes, 
was looking confidently for bet- 
ter business at least when the 
season opens in the spring. The 
average yard, depending largely 
upon house construction and re- 
pair, doesn’t expect big sales 
during the winter months. Mr. 
Klemeyer tells us that the local 
yards have been holding steady 
on reasonable prices. No agree- 
ment upon a list, of course, but 
a common belief that fair prices 
must be the basis of continuing 
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The group pictures on this page are of the plant of the Hixon-Peterson 

Lumber Co., Monroe, Mich. J. Alexander Navarre is the local manager. 

The idea of the plan was to attract attention, display excellent archi- 

tectural lines in the office and advertise some of the lines carried. The 

warehouse next to railroad is finished with log siding. The opposite 

side carries the names of nationally advertised goods. The display space 
back of the windows is paneled in knotty pine 


yard, in times of boom sales, 
will get an unbalanced idea and 
invest too much money in fixed 
assets. In good years the small 
yard makes a satisfactory profit 
when measured by investment 
and overhead, and in depressed 
years it can more easily fit it- 
self to those abnormal condi- 
tions. Mr. Reel thinks, as many 
dealers do, that there may be 
too many yards. This is true 


business. If he had any ecri- 
ticism at all, Mr. Klemeyer 
would say that he and his fellow 
dealers may have maintained the 
old prices a little too long. When 
the whole price structure of bus- 
iness began to recede, it was just 
naturally in the cards that lum- 
ber would take the same course. 
So he thinks that perhaps Vin- 
cennes was beginning to get the 
local reputation of being high on 


37 


lumber. That was corrected in 
due time; and it is to the credit 
of the city’s dealers that when 
they did begin to relax their 
prices they didn’t just let go 
and slide. 

“Vincennes yards can’t claim 
to have had a satisfactory year,” 
Mr. Klemeyer said. “But with- 
out having the exact figures, of 
course, I’d guess that our general 
policy of holding steady saved 
an aggregate loss of probably 
$25,000. I imagine dealers every- 
where are learning a good deal 
about co-operation; not as a 
price-fixing plan but as a means 
of establishing general policies 
of firm prices. One of the worst 
habits a yard can get into is 
that of asking a reasonable or 
perhaps a high price, in the hope 
that a certain number of cus- 
tomers will pay it without bar- 
gaining; and then, if they do 
object, cutting the price and cut- 
ting again. This soon spreads 
the report that if you’re wise 


you'll object to every price 
asked. It pretty nearly makes 
business impossible; and once 


the news gets around there’s an 
end to satisfied customers. Some 
get more reductions than others; 
and no customer really believes 
that he got a bottom price. The 
right way is to cut the price the 
same for all; and that means 
setting the cut price first and 
sticking to it. I’m guessing that 
uneven price cutting during the 
depression has left certain deal- 
ers with a heritage of distrust 
they’ll be years in living down. 


A Potential Farm Market 


“This is largely an agricul- 
tural country, as you must have 
noticed as you drove into the 
city. Our farmers have had a 
good many things to contend 
with these last few years; frost 
and floods and dry spells, to say 
nothing of a weak market. As 
a result they’ve had to let a good 
many expenditures go over toa 
more favorable time. It’s an 
easy guess that every farm could 
spend $500 to good advantage 
just in putting buildings in re- 
pair, to say nothing of the new 
buildings needed. There seems 
no doubt at all but that on farms 
at least there is an acute build- 
ing shortage. Of course this has 
been said all over the country 
for years. It does us little good 
so long as farm incomés are low. 
But I see no good reason for 
believing that farmers will al- 
ways have hard luck and that 
markets will always be low. 
When and if the change comes, 
we'll have a large market ready 
at hand. There'll be no special 
problem of persuasion, for farm- 
ers know well that they need 
this building equipment. Give 


them a reasonable income for a 
short time, and there’ll be a 
large and steady country trade. 

“Like a good many other re- 
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tailers, I'd like to see wholesale 
prices strengthen to a reason- 
able extent. We could sell as 
much lumber and probably more 
and do it quite as easily if prices 
started upward. It would give 
our manufacturing friends the 
help they surely need. I'd guess 
that if 2,000 retailers the coun- 
try over would fill out their 


ments, 





reading this page. 
action in itself 
ber, retailers 
Klemeyer’s state- 
ket should go up 
down. 
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stocks or at least bring them 
up to a point where normal sales 
could be supplied without having 
to rush off orders for local ship- 
that 
would cause lumber to rise in 
price by $10 a thousand.” 

Since Mr. 
ment was made some weeks be- 
fore these lines are in print, no 


one can guess what prices will 
have done by the time you are 
But for the 
first time the present announcer 
of this department can remem- 
in widely sepa- 
rated places have expressed the 
desire that their wholesale mar- 
instead of 
This indicates that after 
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we pass certain rather narrow 
limits the interests of manufae. 
turers and retailers are rather 
identical. Surely this is not 
spectacular nor even a new dis. 
covery. But finding it out jp 
times of slow sales may bear 
useful fruit in the relationships 
between the different factors of 
the industry. 


Remodels Yard With Good Results 


ALEXANDRIA Bay, N. Y., April 11.—The 
Alexandria Bay Lumber Co. has recently com- 
pletely remodeled its mill and office building. 
This company was organized in May, 1928, as 
a retail lumber and contracting business, em- 
ploying about thirty men as carpenters, painters, 
masons and laborers. 

At the time of organization the one building 


the mill shop being so directly connected with 
office kept the latter always dirty and dusty. 
So by moving the mill shop to the new 
second story before mentioned, it gave the space 
used by both the old office and old mill shop 
for a new combination office and display room. 
A large arch was cut between the two rooms 
and the office was moved to the back room 
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General layout of plant of Alexandria Bay Lumber Co., Alexandria Bay, N. Y. 


erected to house the woodworking mill, the mill 
shop, the office and display room, was half in 
second story, and half the woodworking depart- 
ment but one story. The business has grown 
steadily, and the stock of material carried has 
so increased that it became absolutely necessary 
to provide more space. 

This was accomplished by raising the roof of 
the woodworking department to a second story, 
and using this new second story for the mill 
This new shop is about 30 by 40 feet, 
is lighted from two sides, and connects directly 


the open end of the two-story shop a large 
garage, of two stories, was built to house the 
two delivery trucks of the company. The 
second story of the garage connects directly 
into the mill shop. It is used to store shop 
lumber, mahogany and plywood, materials used 
largely in the mill shop and woodworking de- 
partment. ; 

The old mill shop originally occupied one- 
half of the two-story building, and the office 
the other half, the two being connected. While 
this arrangement was convenient for business, 
it had its limitations and objections. It made 
both the office and shop too small. There was 
barely enough room in the office to house neces- 
sary office equipment. There was practically 
no space for displaying such merchandise as 
builders’ hardware, paints, varnishes and the 








(old mill shop), and the display room is to 
the front near the two entrances to this build- 
ing. This forces a customer to pass through 
the display room in order to get to the office; 
the idea being one of merchandising; that the 
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customer nowadays wants to see the goods, and 
that he often buys what he sees, although he 
may have had no idea of making a purchase. 

The office has been divided into three rooms; 
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Second floor of office and mill building of Alexandria 





Bay Lumber Co. 








First floor of office and mill building of 


transaction of business occurs—has a desk ryn- 
ning full length of the room. This desk has 
been built up; the top section is paneled jn 
glass, each panel showing a different type of 
glass. Off from this main office are two smaller 
rooms, facing the street, each 8 feet square, 
One is used as a private office and the other as 
a drafting room. 

The idea, particularly, in remodeling the 
office, was to use materials suggestive to a cus- 
tomer, as was done with the glass in the desk, 
The doors opening from the office are all of 
different types. Each room is painted differ. 
ently, over different types of wallboard, paneled, 
The panels in the various hardware cupboards 
are all different, some plywood and some 
processed boards. The space under the chimney 
has been partitioned off for a new line of bolts, 
all being enclosed by a large panel door. To 
the right of this bolt cupboard are a number 
of deep drawers, in which are kept lime, kalso- 
lite, craftex, etc. Over the section of drawers 
is a paneled door, cupboard, divided into sections 
to hold sandpaper. 

A large double-decked display table occupies 
the most prominent space in the display room. 
The top of the table is covered with samples of 
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Alexandria Bay Lumber Co. 


wallboards, roofing etc. and free sales literature. 
The lower section of the table is used to dis- 
play paints; and a large shelf rack, the full 
height of the room, just back of the display 
table, is directly in line of vision of anyone 
entering from the street. 

Much has been accomplished, not only in con- 
venience, utility, and appearance, but the possi- 
bilities for increasing business have been greatly 
increased. It is believed that customers are 
impressed by an orderly, modern appearing 
office and display room, and that before buying 
merchandise today people want to see it. 

Back of the office and mill building is a large, 
two-story shed, 24 feet wide and 180 feet long, 
for lumber storage. Beyond is a large open 
space for storing large timbers. This ope 
storage space and storage shed are directly 
the St. Lawrence River. In front of the builé 
ing and open storage space is aconcrete dock, 16 
feet wide and 300 feet long. This arrangement 
facilitates deliveries by water or land. The 
docking facility makes possible loading a boat 
directly from the storage shed, or a truck, 
using the dock as a driveway. 
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Retailers Round Table 














Advertises Special Bargains 


Meprorp, Mass., April 11.—The Friend Lum- 
ber Co. is using display advertisements in the 
daily newspapers to feature “bargains” that 
bring in prospective customers who often be- 
come purchasers of other items. A typical dis- 
play advertisement recently used is headed : 

FINAL! Last Week of These Low 
on Quality Lumber. To save detail in 
ing inventory (our fiscal year ends 
week), we make these extraordinarily 
prices to move our surplus stock. 
items not advertised will be sold below 


Prices 
tak- 
this 

low 
Many 
cost. 
The advertising copy is written with featured 
items and prices, and is said to be “pulling” 
satisfactorily. Here are six items that were 
played up in the advertising copy that launched 
this sales drive: 


Boards, 2x3, 2x4, $18 per M 

Oak floors, all kinds, kiln dried, polished 
surface, 3 cents a foot and up. 

6-inch R. el clapboards, 2 cents L. foot. 

Best novelty siding and 6-inch sheathing, 
24% cents L. foot. 

First quality wallboard, ideal for a new 
room in your attic or basement, 2% cents 
foot. 

Builders! Special. Clear white oak floor, 
first grade, 13/16x2% face, per M $70. Send 
us your schedule for prompt quotations. De- 
livered free anywhere. 


This concern is thoroughly sold on the ad- 
vantages of up-to-date, high pressure advertis- 
ing. A builder recently failed to pay his lumber 
bill. The Friend company took title to the 
property, had a photograph made of it and 
featured it as a real “buy” in an illustrated 
display advertisement which listed telephone 
numbers where executives of the lumber com- 
pany could be reached evenings and Sundays as 


well as during regular business hours. The 
advertisement frankly stated the facts, thus: 
Taken over for lumber bill. Six rooms. 
Heated garage. Fireplace. Tile bath. Oak 
floors. Fine high location near cars and rail- 
road station. 3uilt to sell for $6,500. Our 
price only $5,300. Satisfactory terms ar- 
ranged. Many other Greater Boston bargains. 


President Frank C. Friend stated that this 
advertisement brought a dozen promising in- 
quiries within the first twenty-four hours. 





“SOME MEN,” the veteran lumberman re- 
marked, “entered the lumber business in boom 
times, thinking it a chance for easy money, and 


Roott MATERIALS 


paTION TO FINISH 


Rom FOUN 





probably they did get along all right; but in 
times like this, when you need real efficiency to 
make money, they learn it’s not so easy after 
ai.” 


Finds Repair Work and Small 
Jobs "Best Bet" 


The T‘ox-Woodsum Lumber Co.,-with head- 
quarters at Glendale, Calif., has~operated a 
branch at Colton for the last 21 years, and 
two years ago erected the modern structure now 
occupied. W. R. Johnson, local manager, said 
that the bulk of business for the coming year 
would be repair work. “We work through 
local carpenters in se- 
curing leads,” he said. 





advertisements picturing, pricing and describing 
items from all departments. 
advertised throughout the season, as are porch 
chairs, ornamental fencing, arbors and such. In 
one advertisement twelve 


Here trellises are 


of these items are 
featured. A coupon in the lower right corner 
lists “trellises, pergolas, etc.” as one of several 
items to be checked by persons interested in 
those items. Booklets are sent to the prospect, 
and if the person checks denoting the home is 
to be modernized, a salesman calls with plans, 
figures and help in financing. 

According to Benjamin McKendall, general 
manager, “There’s a great field for trellises 
and summer furniture,” adds Mr. McKendall, 


“for the one-family house is becoming very popu- 





“We have also heen 
successful with our di- 
rect mail campaign, 
using leaflets, supplied 
by the head office, as 
envelope stuffers. 
“Probably best re- 
sults have been gained 
through a rural cam- 
paign, in which we sent 
to a list of farmers a 
leaflet listing a number 
of building projects, 
such as barn, fence, 
irrigation structures, 
poultry houses, rabbit 











hutches and septic tanks, 
for all of which we 
could supply plans and 
specifications free. At 
the bottom was a place for placing their names 
and address, and we asked them to do this, and 
to check items in which they were interested 
and return the list. In the majority of cases 
we endeavored to make a personal contact, as 
there are many little problems that bother the 
farmer that can best be worked out in this way. 

“Aside from lumber sales, we have had the 
best success for the last year with roofing re- 
pair jobs.” 











Outdoor Trellis Display 


1i.—The F. D. 
this city, does a very 
trellises, largely due to an 
unusual yard display, 
which, maintained 
throughout spring and 
summer, occupies space 
at the end of one of 
the yard buildings 
where it may easily be 
seen by motorists, pedes- 
trians and residents of 
that section. Grass 
presents a contrast with 
the trellises and white 
stones are placed 
around the edges. 
While many types of 
trellises are shown, 
those higher priced are 
given best place, for the 
firm finds that the better 
and larger trellises help 
sell all types. Summer 
furniture, such as set- 
tees, wood lawn chairs, 


Provipence, R. I., April 
McKendall Lumber Co., 
good business in 





Outdoor display of trellises and lawn furniture at yard of the F. D. 
McKendall Lumber Co., Providence, R. I. 


etc., also are displayed. 

Supplementing this 
display, the company 
uses full-page newspaper 


Attractive building of Fox-Woodsum Lumber Co., Colton, Calif. 


lar now. People are more interested in homes 
of their own, gardens and comfortable yards 
than they used to be.” 





Discovering and Following 
Up Repair Prospects 


R. B. Mosher, the big and genial young sec- 
retary of the Dover Lumber Co., Dover Village, 
Ohio, tells the AMERICAN LUMBERMAN that 
until experience indicates a different policy his 
company intends to work on the idea that most 
sales are to be for repair and remodeling pur- 
poses. It will give due attention to new con- 
struction that actually shows up, but most of its 
creative advertising will be directed toward un- 
covering renovation jobs. In preparing for this 
effort the company has controlled overhead ex- 
pense, has worked out the unit-sale idea and has 
priced all its lumber by the foot instead of by 
the thousand. 

This pricing of lumber is a concession to 
deeply rooted habits of buying. A customer 
hasn’t much idea of a thousand feet of lumber, 
but he knows that lumber is or used to be 
priced by the thousand, and he is bound to ask 
some prices in order to open the negotiations. 
For this purpose it is much better to mention 
the cost of one foot; since it isn’t so formidable 
a figure. After this preliminary flourish, the 
yard can proceed to find out what the customer 
wants and can give him a unit price on it. 

Some time ago Mr. Mosher had some experi- 
ence with mailing lists which indicated the im- 
portance of knowing something about a prospect 
besides his name before sending out mail matter. 
The company took over a sales project that in- 
volved direct-mail efforts. No list was avail- 
able, so one was made up in a hurry by using 
the telephone book and other directories. The 
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results were not so good. A fairly large per- 
centage of people had moved; some of them 
clear out of the trade territory. A great many 
of the answers came from children. Youngsters 
who reach a certain proficiency in the three R’s 
develop a passion for writing letters just to get 
something in return; and these requests seldom 
develop sales to their parents. Then, too, re- 
modeling literature went to owners of new 
houses and of course produced neither sales nor 
kindly feelings. 

So the current mailing lists are carefully 
made up and are checked and cross-checked. 
Credit ratings are sufficiently investigated to 
know that prospects brought in will be desir- 
able. Renters are checked out. The lists are 
nade in two ways; alphabetically and by streets. 
The latter cards were back-stamped, and Mr. 
Mosher had a man drive him through the streets 
while he checked on this stamped list the things 
that were evident from the street; the need of 
paint or shingles, the obvious alterations and 
the like. 

The letters then could be directed to specific 
and obvious needs. Shortly after they are 
mailed, a employee at the office who is specially 
trained takes the list and calls up the prospects 
by "phone. He asks pleasantly if the letter has 
been received and if any additional information 
can be given. At the present time, at least, 
these follow-up calls are highly effective. If 
everybody takes to using the ’phone to sell all 
rts of things the method may lose in effective- 
But Mr. Mosher finds that people who 
apparently had not been much impressed by the 
letter are impressed with the call. It indicates 
that the company really is in earnest. Often 
these prospects will give valuable information. 
Perhaps they will say definitely that for the 
present they are not in the market; and the 
card is placed in a deferred file. They may say 
that the roof is all right but that they are in the 
market for screens or a new floor. In a good 
many instances an appointment is made for a 
salesman to call. These lists are highly valued 
in the company’s selling system, and every 
effort is made to keep them up-to-date and alive. 
The Dover company is making a special drive 


ness. 


_ 
upon roof sales, and it is employing the Holt 
Valuator system of figuring, so that a unit price 
can be quoted. Roofs make a good avenue of 
approach, for it is easy to impress people with 
their value and the probable cost of allowing 
them to fail and to ruin plaster and decorations. 
And once a family starts to repair, there are 
nearly always other things that need to be put 
in order. 


AMERICAN 





MR. AD V. TISING GETS 
PLUMB LOQUACIOUS 








Dear Ep: 


You coulda shoved me over with a green 
2x4 when I read about the advertisin of Lettuce. 
They said 10 years ago it just wasn’t in the 
runnin and now it’s the secon biggest vegy- 
table crop. I don’t like the Dawg gonned 
stuff but I eat it cause I think it’s good for 
me. And, Ed, one time I was in Chicawgo 
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but if he could get the right kinda lumbe 
he’d rather use it and it would be worth 
$20.00 more to him for jus the first floor joists 
in a ordi nary small house. Jus aint nobody 
told him he can get the right kind of lumber 
and it’s right plumb de morralizin how much of 
that kinder stuff you hear in this here lumber 
business. 
Yours as ever, 


_ Ap, 
Makes Striking Show Exhibit 


MiLwavuKeEE, Wis., April 11.—At the recent 
Home Show, an annual event in Milwaukee, the 
Steinman Lumber Co, 
contracted for five ordj- 
nary spaces, which made 
an imposing exhibit, one 
of the most striking jn 
the entire show. Here 
was shown the com- 
plete Steinman line of 
building materials and 
allied products, empha- 
sized by a striking light. 
ing plan, the exhibit 
topped by an enormous 
electric sign carrying 
the company’s name. 

The interest displayed 
by Home Show visitors 
in the Steinman exhibit 
is evidenced in the ex- 
perience of one of the 
factory men who came 
to Milwaukee and was 











Display of Steinman Lumber Co. at Milwaukee Home Show 


and saw a Idaho pertater advertised for 20c. 
I bought one and man what a pertater and even 
though I can buy pertaters for 20c a bushel, 
I allus try to get them kind. And [ believe 
baked beans is bettern boiled beans. You know, 
Ed, the first crowd goes tc a show cause it’s 
whooped up all over the place what a goodun 
it is, and if it is a goodun the second crowd 
goes cause the first crowd tells em how good 
it was. But what’s wurryin me now is: 
when you ast the next genner ation what a 
carpenter is, they'll say: “He’s a man what 
cleans carpet sweepers.” I heard one talkin 
the other day tellin how much trouble he’d 
had with doors an floors and plaster crakkin 
and wound up by saying he wouldn't build a 
house of hissun less he used stcel floor joist 














If you know 

Of a vacant lot 

In your town 

That would make 
A good garden plot, 
And there is 

Some family 

In your town 

That is hard up, 


And the man 


On it. 
Then 
Is out of work, 

Why not suggest 





This Might Not Be a Bad Idea to Try Out 


To the man 

Who owns the lot 
That he lend it 

For the coming season 
To this family 

For a garden? 

They could raise 

A lot of vegetables 


When the vegetables 


Are growing nicely, 


Take a prospect 
Around 

And show him the lot. 
It might make a sale, 
And maybe next year 
A house 

Would be built 

On the lot. 

Anyway 

In the meantime 

It would make 

Two families happy. 








present at the opening 
night. The throng of 
people interested him. 


“Guess I’d better stay a 
couple of days,” he told 
Al Steinman. He stayed throughout the entire 
week. 

Months of planning and preparation pre- 
ceed the actual showing of the Steinman exhibit 
each year. The manager of the Home Show 
paid the Steinman boys quite a compliment 
when, in a preliminary meeting of the exhibi- 
tors this year, he brought out a picture of 
the Steinman space and told the men present, 
“There’s the kind of an 2xhibit that will get the 
business.” 

New officers of the Steinman Lumber Co. 
are Alfred H. Steinman, president; Carl W. 
Steinman, vice-president; Edward R. Stein- 
man, secretary, and Henry J. Steinman, treas- 
urer. 





Newspaper 


The AMERICAN LUMBERMAN wishes to pay 


a deserved compliment to Greene & Wood 
(Inc.), New Bedford, Mass., and to the ad- 
vertising management of the New Bedford 
Standard, for the alacrity with which both 
seized upon an advertising opportunity pre- 
sented by the front page feature of _ the 
AMERICAN LUMBERMAN of March 19; which 
told, in concise “boxes,” “What a Dozen Deal- 
ers Are Doing to Stimulate Sales.” One of the 
“boxes” read: = 

Greene & Wood (Inc.), New Bedford, Mass. 
ran advertisement of oak flooring for 12x12 
room for $6. Made thirty sales from the ad, 
and ten orders on waiting list for new lot of 
material coming. 

When that issue of the AMERICAN LUMBER- 
MAN reached the office of Greene & Wood 
(Inc.), Manager James H. Miskell immediately 
showed it to the advertising manager of the 
New Bedford Standard. It was “red meat” for 
that gentleman, who figured that a record 
forty sales from one insertion of a six-in 
three-column advertisement in his newspapet 
was something good enough to tell the paper's 
readers, advertisers and prospects about in 4 
big way. The fact that he couldn’t do this 
without giving the lumber company some vefy 
nice publicity was not permitted to stand in the 
way of his plans, which eventuated in a full- 
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page advertisement in the Sunday edition of the 
Standard, dated April 3, which has a circula- 
tion of over 25,000 copies. — 

The advertisement, appearing over the news- 
apers Own signature, was a very striking one, 
headed in big, black type “40 Orders For Oak 
Flooring From One Ad—That’s Sunday Stand- 
ard Pulling Power.” At the left appeared a 
large reproduction of front page of the 
AMERICAN LUMBERMAN of March 19, with the 
“box” referring to Greene & Wood (Inc.) 
marked with heavy black lines. Then appeared 
the following statement: 

When the firm of Greene & Wood (Inc.) 
placed the first advertisement of a trial cam- 
paign in the Sunday Standard the immediate 
result of 40 orders from the first insertion 
stirred the whole organization. Following 
this, the national magazine of the lumber 
trade, the AMERICAN LUMBERMAN, reported the 
complete story, and letters were received inquir- 
ing about the campaign from all parts of the 
United States. In the words of James H. 
Miskell, general manager of Greene & Wood 
a campaign resulted in orders beyond my 
fondest expectations, and in addition it was 
most pleasing to see the great prominence given 
the story by the AMERICAN LUMBERMAN. I have 
received letters from all parts of the United 
States inquiring about our plan of action. Above 
all, it proves that people read the Sunday 
Standard most thoroughly.” 

At the bottom of the page was reproduced 
the original advertisement of Greene & Wood 
(Inc.) that resulted in the forty sales of oak 
flooring. 

The AMERICAN LUMBERMAN wanted to re- 
produce this page advertisement in fac-simile, 
but it would have been necessary to reduce it to 
an extent which would have destroyed the legi- 
bility of some of the type, therefore the above 
somewhat detailed description has been given, in 
lieu of actual reproduction, as the AMERICAN 
LUMBERMAN feels that there is a real sugges- 
tion for lumber dealers in this interesting ex- 
ample of broad minded co-operation between 
a lumber concern and a metropolitan news- 
paper, to the marked advantage of both. 

Moreover, the AMERICAN LUMBERMAN al- 
ways is pleased when, as very frequently hap- 
pens, dealers find in its pages material that ad- 
vantageously can be used in their local adver- 
tising and publicity, as in the instance here 
related. 

In a letter written the AMERICAN LUMBER- 
MAN under date of April 4, Mr. Miskell says: 
“We have run that oak flooring advertisement 
twice since we sent you the copy which you 
reproduced on page 51 of the March 19 issue, 
and up to the present time have had eighty 
bona-fide sales of from 200 to 2,500 feet each, 
with more to come. It goes to show that even 
if people don’t have the money to build a new 
house they can find money to beautify the old 
one. 


Yard and Stock Well Kept 


_ Mepway, Mass., April 11.—In this 





manu- 


facturing town of 3,000 population is located 
the well-kept yard of A.J. Black, a lumberman 
ot torty years’ experience. 


The yard exempli- 














Showing shed and office building of A. J. Black 
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fies the training of the owner, in its manage- 
ment and fixed purpose to have everything in 
shipshape condition at the close of each day; 
the lumber that was turned over in filling cr- 
ders put back in its place; a diligent watch 
maintained to keep twisted, degrade pieces and 
slow-moving items down to the minimum, and 
to keep the entire yard clean and inviting in 
appearance. 

A system perhaps unique, followed here, 
helps to gain and hold trade. Believing that 
the frame should be as dry as any other part 
of a building, Mr. Black insists that all soggy 
and green dimension and plank shall be laid 
aside on arrival, to be piled on sticks in the 
yard, for seasoning, the dry stock being placed 
in bins or piles, which are battened, thus pro- 
viding an appealing sales point. 

A year ago a line of paint was added to the 
stock, followed by nails; and Mr. Black in- 
tends later putting in a stock of builders’ hard- 
ware, sneet lead and paint and lead pipe. 





Covering the Rural Routes 


The South Side Lumber & Coal Co., Ko- 
komo, Ind., recently sent postal cards to every 
rural route mail box on the routes out of Ko- 
komo. The cards were rubber stamped on the 


face as follows: 
PATRON 
iin 
KOKOMO, INDIANA 


The number of the route was filled in. In- 
formation as to the number of boxes on each 
route was supplied by the postmaster. 

On the reverse side of the card was printed 
a sales message quoting prices on barn red 
paint, barn sash, barn disinfectant and oak 
flooring for a 12x12 room, which was quoted 
at $9.72. 

“We are making leaders of these four items,” 
said Raymond Mebhlig, president, “and they 
yield us the greatest margin of profit of any 
items we are selling, which is unusual for 


specials.” 
—_—_—_—_—_——_- 


A Plan for "Stepping Up" 
Roofing Sales 


A sales plan that is “geared to the times” is 
offered to its dealers by the Certain-teed Prod- 
ucts Corporation, New York City. The plan 
is presented in an impressive portfolio, the 
striking title-design of which is reproduced 
herewith. This portfolio is at once a strong 
testimonial to this company’s determination 
to go the limit in helping the dealers who han- 
dle its products, and a veritable arsenal of 
effective ammunition for the dealer to use in 
aiming at the target of more roofing sales in 
1932. 

Perhaps it would be more nearly accurate 
to say that the portfolio 1s the plan, for it not 
only tells the dealer how to “Step Up Sales 
in 1932,” but furnishes him the means of ac- 
complishing this—except the shoe leather, 
which, it is reiterated, the dealer must wear 
out in making personal contacts with pros- 
pects for roofing jobs. Indeed, “personal con- 
tact” is the keynote of the sales campaign out- 
lined in the portfolio. But the plan is a great 
deal more than mere exhortation to the dealer 
to contact his prospects. It tells him exactly 
how to culivate his field in such manner as to 
develop the right sort of prospects, and how 
to make those prospects productive of sales. 

In any field, the harvest of sales must be 
preceded by the sowing of advertising, and 
the portfolio supplies some wonderful “seed” 
which, properly used, can hardly fail of the 
desired results. This “seed” consists of a 
complete newspaper advertising campaign, the 
advertisements being prepared in different sizes 
so that the dealer may select just the series 
that best fits his individual needs. These ad- 
vertisements are the work of skilled copy writ- 
ers and artists, and are packed full of sales 
appeal to the householder. 

The portfolio also contains samples of twen- 
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ty-five or more pieces of direct advertising lit- 
erature—pamphlets, booklets, folders, envelope 
stuffers, post-cards, stickers, etc., all beautifully 
illustrated and printed in colors. The majority 
of these pieces are of a character and quality 
that the individual dealer could not duplicate 








CERTAIN-TEED ROOFINGS AND SHINGLES 





— an initial outlay of hundreds of dol- 
ars. 

Billboard posters in different sizes, ranging 
up to 12 feet high by 25 feet wide, also are 
provided. These, as well as all other adver- 
tising material provided, of course, are printed 
with the name and address of the dealer 
using them. 

Any further information that may be de- 
sired regarding the “Plan” may be had by ad- 
dressing the Certain-teed Products Corpora- 
tion, 100 East 42nd Street, New York City. 


Dealer Broadcasts Grade- 


Marked Lumber 


Beverty Hits, Cauir., April 9.—A daily 
broadcast over station KFWB by the Sun 
Lumber Co. stresses grade-marked lumber. 
“Grade-marked lumber costs no more than 
other kinds, and you are sure to get quality 
materials,” says the announcer, between musi- 
cal numbers. “A few dollars will work won- 
ders in remodeling your home, which will add 
to its appearance and comforts and, if you 
place it on the market, will vastly increase its 
salability,” is a plea for making needed im- 
provements at this time. 

The Sun Lumber Co., one of the first three 
firms in southern California to adopt the grade- 
marking rules of the West Coast Lumbermen’s 
Association, has always stressed the value of 
quality lumber in all of its advertising. Most 
of the appeal is for the buyer to consult his 
architect or contractor, and mention is made 
of it in the radio announcements. Other means 
are taken to keep in constant touch with local 
builders and architects, principally through 
direct. mail, and they are always mentioned in 
their advertising. Thus the lumber company 
retains their good will, while at the same time 
benefiting from the two-fold appeal to the 
building trades and the consuming public. 

Concluding a year’s contract of brief daily 
programs on the air, the Sun Lumber Co. finds 
it a profitable medium for advertising and ex- 
pects to continue this type of publicity. Men- 
tion is always made of the firm’s Ventura and 
Oxnard yards, as well as the phone number 
and local address. 

—_—_—_—_—_— 
On Fes. 1 class I railroads in the United 


States had 195,462 freight cars in need of re- 
pair. This is 9 percent of the number on line. 


This was an increase of 7,796 cars above the 
number in need of repair on Jan. 1. 
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Looking Forward From a Back View 


By An Anonymous But Real Retail Lumberman 


A couple of months ago a close friend of mine 
who all his life has been a big lumber producer 
and is still very rich said to me, “Jim, I don’t 
think she’s any good any more. I’m awfully 
sorry I started my two boys in the business just 
as it started down hill. They’d do a lot better 
in some other business.” 

“What other business?” I asked. 

“Oh, I don’t know,” he replied. “There must 
be a lot of other businesses that aren’t dying 
out like the lumber business is.” 

I said, “Do you really think the business of 
manufacturing and distributing lumber is nearly 
at an end?” 

“Perhaps not at an end but I’m afraid there 
will never be anything like the demand for it 
there used to be.” 

“Were you in the red last year, Joe?” I asked. 

“No-o-0, we weren't in the red, but we made 
mighty little money and I would not stand for 
any dividends; and I’m glad now I didn’t, the 
way things look.” 

Joe is one of the old timers, comparatively 
young and fit as he is. The year 1931 handed 
him the nearest to a jolt he ever had and it 
bewildered him to think that those eastern cus- 
tomers of years standing actually claimed they 
weren't buying any lumber because they couldn't 
sell it. 

I know definitely of six retail lumbermen, city 
lumbermen, who are dead anxious to sell out be- 
cause they think there is not going to be any 
retail business again to amount to anything. 
Three of these did an aggregate business 
amounting, even in 1931, to a million and a half 
dollars, and in normal times to over two million, 
and yet they think they’re licked. 

I ran into an old banker friend the other day 
at the General Motors show. He is one of the 


real “powers that be” in the banking world. He 
was looking ’em over and pulled his head out of 
a sumptuous Cadillac as I came along. [I'll re- 
fer to him as Mr. Fox for short. Mr. Fox 
stuck out his hand for mine and was very cor- 
dial. “Are you following Mr. Hoover’s sugges- 
tion to buy a car now, Mr. Fox?” I asked. 
“No,” he said smilingly, “this is one time when 
I am not going to follow Mr. Hoover’s sugges- 
tion. Beautiful cars though, aren’t they?” So 
we strolled along and I reminded him that he 
was the first banker ever to make me a loan, 
and in my greenness, at the time—largely no 
doubt because he himself wrote out the note and 
shoved it across the marble for my signature— 
I took it as the prerogative of the president of 
a bank to write out the notes himself, until, at 
one of the ever recurring renewals he said, 
“Now suppose you write out the note yourself 
this time.” 

Well, we both chuckled a little over that and 
then he asked the inevitable banker’s question, 
“How are things with you?” 

“Not too good,” I told him. “In fact, Mr. 
Fox, I’m just about back where I was when you 
made me that loan, and what’s more, I’m going 
to start over again.” 

“In the lumber business?” he asked, and I 
said “Yes, sir, in the lumber business.” 

Then I told him what our mutual friend, the 
lumber manufacturer, had s2id to me about the 
lumber business being no good any more and 
remarked, “Mr. Fox, you don’t believe the lum- 
ber business is about done for, do you?” 

He replied, “I would not want to say.” Very 
cautious, you see, and then he went on: “The 
lumber business has been a fine business for a 
lot of people for a long time, but I wouldn’t 
venture an opinion as to whether it will come 


back.” Oh ye gods and little fishes, what an in. 
spiration! What are we going to do if people 
like these I’ve mentioned have no more spirit 
no more fight than a rabbit? 

These are not the sort of people who pio. 
neered the lumber business. Hell’s bells! they 
were fighters and workers, not quitters and 
golfers. They didn’t let George do it, they did 
it themselves and got up in the morning to do 
it, you bet. 

It hurts me dreadfully to learn that men can 
be so spineless. Why, as a matter of fact the 
lumber business is one of the few fundamental 
businesses—a splendid man’s job for men. 

It happens that I’ve taken as many hard 
knocks as any of you in the business and in 
the end—no, not in the end, but at this stage of 
the game—I’m side-tracked. It couldn’t be 
helped, it just happened that way, but I’m not 
going to stay on the side-tracks. I’m going to 
get back on the main track again, so help me!— 
and you'll never hear me yap about the business 
of supplying lumber deteriorating. A dying 
business? Rats! 

For heaven’s sake, boys, buck up! Don't le 
a little, or a lot of adversity scare you. Face it 
and down it if you’re half the man your mother 
intended you to be. Take warning from one 
who was knocked cold and counted out. I’ve 
been out two months now, and take it from me, 
it’s been hell, which is one of the reasons I hate 
to hear a lumberman bellyache about what an 
awful business he is in. Why, without any ego- 
tism whatever, in my secret conscience I know 
I’m a better retailer than I ever was, with so 
many practical plans for sales promotion that 
sometimes, honest it seems as though I'll bust 
if I can’t get going. 

So fellows, cheerio! I'll be seein’ ya! 


How Specialties Help to Develop Other Sales 


sales of lumber and millwork have 





ALLENTOWN, Pa., April 11.— 
The experience of the Lehigh Lum- 
ber Co., this city, should be of inter- 
est to every dealer. Its growth dur- 
ing recent years may be attributed 
in large part to a progressive policy 
which does not overlook the grow- 
ing importance of specialty lines. 
George J. Kohn, treasurer and 
sales manager, stated that these 
lines will be sold by some one, 
whether hardware merchant, sup- 
ply dealer or lumber merchant. 

“The logical distributor is the 
lumber merchant,” he said. “While 
some of these products may be 
classed as being in direct competi- 
tion with lumber, we consider it 
a better policy to handle such com- 
petitive products, and give our cus- 
tomers constructive advice as to 
when and where it is advisable to 
use them, than to pass this busi- 
ness over to the hardware or sup- 
ply dealer who may make no effort 
to sell the proper type of material 
for each purpose. 

“We have also found that the 
sale of these related products has 
actually increased our sales of lum- 
ber. During the past year our 
sales of insulation board and sim- 
ilar products has shown an in- 
crease of about 40 percent, and 
even though there have been few 
important construction projects our 





shown a slight increase. 
“The reason for this is easily ex- 
We are able to furnish 


plained. 


quantities of insulation board to a 
manufacturer of motor buses, who 
now uses this material exclusively. 
Development of business through 











The Lehigh Lumber Co., Allentown, Pa., has furnished complete bills of 
materials for hundreds of rabbit hutches and poultry houses of this type 


the lumber, millwork and _ fabri- 
cated board to the builder. If we 
are able to sell him the one kind 
of material required we can prob- 
ably sell him all the material from 
one dealer. 

“The lumber merchant who han- 
dies these specialties also develops 
sales opportunities. As an instance, 
we have been able to sell large 


the sale of specialties may eventu- 
ally mean the difference between 
profit and loss. It is better to go 
with popular demand than against 


“During the past few years a 
large number of small buildings 
have been erected, such as poultry 
houses, rabbit hutches, garages etc. 
A large number of these individual 


builders had heard about plywood, 
wallboard and insulating board, but 
were doubtful regarding the type 
of material that would prove reli- 
able. 

“When we contact such a pros 
pect we advise him as to the 
proper type of material to use for 
that particular purpose. If it is t 
be used for exterior purposes, such 
as walls and roofs, we show him 
buildings that have been cor 
structed with the material, and tel 
him how many years they have 
been built. 

“Such a demonstration usually 
results in a sale. Then we look 
over his plan and furnish him with 
a list of the lumber required for 
the flooring and framework, and 
also the millwork for doors and 
windows. 
required on buildings of this type, 
so we sell this also. Finally we 
come to the question whether the 
building is to be painted. If it s 
a garage or a building near the 
house, the owner usually likes t 
dress it up. Here is our oppor 


tunity to sell the paint, which we} 


also carry in stock. And s0, 
usually happens that we sell tht 
entire bill of material. 

“How much of this lumber woul 
we sell if we would not handle th 


Very little hardware % § 
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material that first engaged the 
prospect's attention ¢ We recently 
made a sale of 20,000 feet of insul- 
ating board for a remodeling job, 


and many others ranging from 
= 900 to 10,000 feet.” 
In discussing sales promotion 


plans, Mr. Kohn said that two 
salesmen are constantly employed 
for outside work, to develop pros- 
pects and keep in close contact with 
customers. These men are em- 
ployed on a straight salary and are 
thoroughly capable to discuss build- 
ing requirements with the prospect. 

Prospective customers are devel- 
oped in various ways. Building 
permits receive close attention; but 
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the salesmen are able to contact a 
large number of customers through 
advance information from contrac- 
tors and builders, even before plans 
have been made or permits issued. 
Another fertile source of informa- 
tion is the country correspondence 
in the local newspapers. In these 
colmns are hidden many small 
items regarding building plans of 
people in rural communities. 

The company has had some ex- 
perience in long-term financing of 
homes for individual builders but 
is planning to discontinue this fea- 
ture, due to lack of co-operation on 
the part of financing companies and 
also because of its excessive cost. 





LUMBERMAN 


“Our future operations,” said 
Mr. Kohn, “will eliminate that 
part of the credit business which 
has caused us the most trouble. 
The small jobbers and carpenters 
who have no financial background, 
who depend upon us to finance 
them until they are paid, are not 
a profitable source of business.” 

Very little newspaper advertising 
is being used. Personal contact is 
depended upon almost exclusively 
for sales promotion. The company 
does, however, use a novel means 
of fostering the good-will of its 
customers. At intervals the man- 
agement conducts a party at its of- 
fice. ‘Here from forty to fifty 
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guests gather to have a general 
good time and also to discuss 
various problems with each other. 
At these gatherings will be found 


architects, contractors, builders, 
prospective customers, industrial 
buyers and city officials. At each 


meeting a manufacturer’s represen- 
tative gives-a short talk on some 
interesting topic. After this there 
is a general discussion and refresh- 
ments are served. It has been 
found that the reaction to these 
meetings is very favorable. “These 
parties do not cost us more than 
$40 or $50,” said Mr. Kohn, “and 
we feel that it is the cheapest ad- 
vertising we can buy.” 
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very convenient, 


the series now running in the AMERICAN LUMBERMAN, 
should appeal to the prospect who wants a design 
+ that pleases the eye and suits the purse. The accom- 


panying floor plan shows an interior layout which is 


and which 


space to the best possible advantage. 
16 feet 10 inches by 10 feet 6 inches is provided; 


with two bed rooms, one 10 feet 2 inches by 11 feet 


4 inches, and the other 10 feet 2 inches by 9 feet. 


utilizes the 


available 


A living room 
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AMERICAN LUMBERMAN 


Present Profits and Future 


[This deseription of the plywood handling 
and merchandising methods of the Winn Sup- 
ply Co., Aurora, Ill, was begun in the April 2 
issue of the AmeRICAN LUMBERMAN. This is 
the second installment; it will 
be completed in our April 30 
issue.—Eprror. ] 


Mr. Winn’s sales of Dou- 
glas fir plywood average 
about a thousand feet a 
month, and his customers are 
many and varied. He took on 
the sale of plywood, at first, 


because a customer wanted 
some of it to make toys. Then 
its possibilities appealed to 
him, and eventually he trans- 
formed his office, paneling it. 
walls and ceiling, in plywood, 
as described in an earlier is- 
sue of the AMERICAN LumM- 
BERMAN. He obtained several 
hundred plywood bread 
boards, and announced he 
would give one to any person 
who would call at the yard 
office for it. Many people 
came who had never been in 
his office before, some in fact 
who did not even know where 
it was until they found out so 
they could get a bread board. 





business district. Because he has good ideas 
of his own, and uses other people’s ideas if they 
look good, his windows are always interesting 
and attract a lot of attention. All his signs are 
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Customers 


painted on plywood, by one of his employees 
who is unusually clever with a paint brush; this 
is another way customers are kept “plywood 
conscious.” All such things combine to let peo- 
ple know there is such a thing 
as plywood and make them 
want to try it. 

Usually a customer wants 
to buy a small piece of ply- 
wood first, and so gives the 
material a trial. Then later 
he comes back for another 
piece, for some other purpose, 
because the first purchase 
gave satisfaction and because 
the “missus” found the bread 
board handy and felt friendly 
toward the company that gave 
it to her. Thus they buy, a 
little at a time, for right now 
folks hesitate to spend large 
amounts of money. 

“But they get to know us, 
and they begin to feel at home 
in our store,” said Mr. Winn 
with that genial smile which 
his friends and _ customers 
know, “and I am sure that 
when business in general picks 
up enough so that people who 
want to build are able to 
build, or remodel, these peo- 





His yard is located in a rather 
secluded spot, in regard to 
walking or driving to it, al- 
though his big sign is plainly 


visible from Aurora’s new 
memorial bridge, so for dis- 
play purposes he _ has 
been renting windows of va- 


stores in the central 


cant 


In these bins the Winn Supply Co. keeps its main stock of plywood panels, piled 
flat so they are kept in good condition. The little panel at the upper right was 
put there only as a photographic background for the larger sheet below it, in 
the bin where the popular 4x8-foot size is kept. This shoulder-height bin arrange- 
ment Mr. Winn finds very convenient. The large sheet of plywood at the upper 
left is the 4x10-foot size, which he sells for ping-pong tables. On the floor may 
be seen several piles of gypsum wallboard 


ple who have been coming to 
us for their small purchases, 
and have been pleased with 
cur service, will come to us 
for their large purchases, also 
—purchases that we'd never 
hear about probably if they 
hadn’t got acquainted with us 
in this way.” 


Cutting Door Stock for Profit 


With reference to the above title, we have in 
mind the proposition of cutting stiles and rails 
particularly, from No. 1 and No. 2 shop lum- 
ber. Nothing in particular will be said con- 
cerning panels, and we shall but make passing 
mention of equipment. It is well understood 
by all of us, of course, that modern equipment 
has very much to do with the economical pro- 
cessing of lumber anywhere and everywhere; no 
less so in the cutting of door stock. Modern 
ripsaws and cutoff saws, lumber lifts, conveyors 
and adequate trucking facilities mean much. 

Touching a comparison of No. 1 and No. 2 
lumber as suited to the production of door stock, 
let me say that I have often proved to my own 
satisfaction that.the mere checking of lumber 
prices against: the amount of door stock ob- 
tained is not a safe standard. Why? Because 
you will have to handle much more lumber to 
get a given number of doors from No. 2 stock, 
and you will have to handle it more times. The 
yard man must handle more; the same is true 
of the ripper and the cutoff operator. Not until 
you have posted these ‘extra handling ‘costs 
against No. 2 lumber can you safely count it 
better than No. 1 for your purpose. 


Consider the Entire Line 


Another factor entering into consideration is 
the entire line of goods being manufactured, 
and how well the remainder of the material 
may be utilized, for there is sure to be a cer- 
tain amount of material which will not make 
door stock when cutting No. 1, and far more 
when No. 2 is being used. Where the plant is 
also making either stock or special sash, much 
of the leftover material may be worked into 
sash stock in good shape. Where a line of 
veneered doors or other veneered stock is made, 
all of the leftover material which will not make 


[By John E. Hyler) 


sash stock can be worked into shortblock cores. 
In this way No. 2 shop lumber may be utilized 
practically 100 percent. 

In at least a large percentage of the cases, 
No. 1 and No. 2 white pine for door manufac- 
ture is bought dressed to net thickness, and pro- 
cessed without further planing. I have found 
from experience that there are some differences 
in thickness in lumber bought from different 
sources, and therefore it is better to obtain it 
all from one source, other things being equal. 
If not, you are liable to have some doors with a 
part of their pieces heavier than others, and it 
will be necessary either to have an extra plan- 
ing operation, or excessive work will be needed 
at the drum sander to cut the entire door down 
to even thickness. 


Getting Out Stiles and Rails 


As a general rule, it is the best practice for a 
ripsaw operator to rip his widest material first, 
and then the next widest, working progressively 
on down to the narrowest pieces on the cutting 
bill.. Not so, however, in getting out door stiles 
and rails. The bottom rails are always the 
widest pieces, but the stiles are the hardest to 
get and therefore the most important. In load- 
ing lumber for a given number of doors, the 
yard man must watch to see that the lumber 
contains the required number of stiles, free of 
defects. Where this is the case, it is a pretty 
safe bet that there is plenty of material to make 
the balance, if no higher grade than No. 1 is 
being used. Widths, then, are of secondary im- 
portance in cutting door stock; the stile count 
is the all-important thing. 

Widths of stiles, rails, and mullions are very 
important factors in the design of doors; how- 


ever, from two different standpoints. The first 
is that as you decrease the required widths of 
stiles and rails you will obtain a cor1espond- 
ingly higher yield from your lumber. That is 
self-evident. The other is that the material 
made from the leftovers is affected as touching 
waste. Here is a manufacturer who is making 
both sash and doors. His standard sash stile 
stock is two inches on glass, with a quarter- 
inch rabbet. This will require a piece 2% 
inches wide, in order to stick to the required 
2'% inches overall size. Now, if that manufac- 
turer adopts for a standard door stile a width 
which may be stuck from a piece 47 inches 
wide the condition is ideal. Why? Because 
the 47¢ inches material which is left from his 
door rippings, and which will not make door 
stock, only requires to be split with one saw 
kerf down the middle to give him two pieces of 
standard sash stock, 234 inches wide, the other 
1 inch going into sawdust. .This is a case if 
point only. There are other such opportunities. 
Examine all your designs carefully with regard 
to waste. 


Stiles Again All-lmportant 


At the cutoff saw, stiles are again all-impor- 
tant. They are cut first, about 34 inch longer 
than the required height of door. Knots, waney 
edges, crooks, twists, blue stain and pitch 
pockets must be eliminated to the fullest extent 
possible. Twisted pieces must not be used m 
stiles and bottom rails, above everything els¢, 
for a twisted stile or bottom rail will surely 
produce a twisted door, though all the other 
material entering into its construction be péf- 
fectly straight. At the first handling of the 
lumber, slash through all of the defects whic 
will not pass, and pile everything which wil 
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not make stiles to one side for cutting into other 
material later. Badly crooked stiles are better 
discarded at once. But look them over from 
hoth ends before discarding them. Sometimes a 
little crook near one end will make a stile look 
impossibly crooked, if it chances to be viewed 
or sighted from that particular end. The stile 
is about as it appears from the best end. If 
this sounds fishy to you, prove me wrong by 
trial; you will be surprised how different a 
stick may appear from its different ends. 

For certain kinds of doors, a certain number 
of small sound knots are permissible. But if 
you are using mortise-and-tenon construction do 
not make the mistake of leaving large knots in 
the tenon area on the ends of the rails, on the 
theory that they will be hidden. They will be 
hidden, but you will have weak tenons that will 
break off easily, and your tenoner knives will 
grow dull prematurely from cutting these knots. 

In some cases, especially where doors are to 
be used in dry locations and kept well painted, 
there is no objection to a moderate amount of 
blue stain or pitch pockets. If you are making 
glass doors, or any type which requires a rab- 
bet, you can often work in waney edges in such 
a way that they will be cleaned up by the rabbet. 
Crooked lumber, if not too bad, may be worked 
into the shorter rails; the shorter the rails or 
mullions the more crooked the lumber which 
may be safely worked in. 


Lumbermen 


St. Louis, Mo., April 11.—*To Two Good 
Scouts,” is the salutation on a testimonial, en- 
grossed on sheepskin and signed by every mem- 
ber of Troop No. 2 of the St. Louis Boy Scouts. 
The “two Good Scouts” referred to, and named 
in the testimonial, are C. R. Johnson, president 





October, 20, 1931 
MMe €.RSohnson. 

res“Union Cumber Co, San Francisco Lal. 
Mtr. fulius Seidel. 

res. Sulius Seidel Lumber Co. $t Louis Mo. 


To Two Good Scouts 

the members of Troop 2 
Bey Scouts of America in the City of $t. Cours Mo. bereby 
express to you our sincere appreciation and thanks for the 
two pieces of California Red Wood which you so generous- 
ly presented to the Troop. These logs hade been carted by 
tye Troop into two beautiful Totem Poles. To-day we 
dedicate them to Troop 2 in honor of the presentation of 
our twenty first charter. The constant presence of these 
two mementos of your generosity will be an inspiration to 
generations of boys to come and will always be a re- 
minder of that Scout attribute “Oo agood tury daily” 
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of the Union Lumber Co., San Francisco, Calif., 
and Julius Seidel, president of the Julius Seidel 
Lumber Co., St. Louis, Mo. 

Learning that the Boy Scouts wanted to carve 
two totem poles, Mr. Seidel, who is an authority 
on that subject and who has some very inter- 
esting specimens of the real thing standing in 
Iront of his office on Kingshighway, this city, 
and at his branch yards at Fenton and Ellis- 
ville, volunteered to see that the boys were sup- 
plied with suitable wood for that purpose. Ac- 
cordingly, he took the matter up with C. R, 
Johnson, president of the Union Lumber Co., 
San Francisco, who donated two pieces of 8x8- 
inch clear California redwood timber, each 8 
leet long, which were shipped to St. Louis for 
the use of the Scouts, the presentation being 
made by Mr. Seidel. 
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British Columbia Market 


. 
Reviewed 

WasuinctTon, D. C., April 11.—A report to 
the lumber division, Department of Commerce, 
says British Columbia lumbermen report that 
lumber shipments to Great Britain and the Con- 
tinent were good during 1931, and that large 
repeat orders will be received this year. Busi- 
ness with the West Indies and South Africa is 
said to be steadily growing, while China in 1931 
purchased 50,000,000 feet and offers a good mar- 
ket for the poorer grades which otherwise 
would remain unsold. 

The British Columbia trade commissioner 
in London recommended that consideration 
be given to the proposal of opening a. depot 
and sales stock yard in London for the sale 
of Canadian lumber, to be operated in con- 
junction with direct sales efforts of Cana- 
dian lumber manufacturers, assisted by the 
Dominion and Provincial governments. 

Shingle manufacturers are reported to be 
Planning an energetic campaign for new 
business in the United States and Eastern 
Canada. 

British Columbia yard and shed stocks are 
being kept at a record low level, and at no 
time in the history of the industry have sales 
controlled output to such an extent. Stocks 
at British Columbia coast sawmills declined 
from 318,000,000 feet on Jan. 1, 1931, to 260,- 
000,000 feet on Jan. 1, 1932. 
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Operations in British Columbia lumber 
mills in January were reported to be 41.12 
percent of normal, representing a slight in- 
crease over December. Shingle mills were 
reported at 31.6 percent of normal produc- 
tion, also showing a slight improvement over 
December. 

Shingle production showed a drop from 
1,600,000,000 shingles in 1930, to 1,250,000,000 
in 1931. 

January logging operations in British 
Columbia were reduced under December, to 
27% percent of normal, due primarily to poor 
weather, as log stocks are considered quite 
low. Saw logs scaled in British Columbia 
during January totaled 65,737,000 board feet, 
compared with 113,893,000 feet in January, 
1931,, a decrease of about 42 percent. On 
Jan. 31, unsold logs in the hands of asso- 
ciated loggers (representing 70 percent of 
unsold logs in British Columbia) were re- 
ported as follows: January, 1932, compared 
January, 1931, respectively: Fir, 22,200,000 
feet compared 45,848,000 feet; cedar, 17,- 
660,000 feet compared 55,341,000 feet; and 
hemlock, 1,280,000 feet compared 5,180,000 feet, 
Both hemlock and cedar January, 1932, stocks 
were appreciably below stocks in January, 
1930 while fir stocks were slightly over. 
Hemlock log stocks in the vicinity of Van- 
couver on Feb. 18 amounted to 7,095,000 board 
feet, but since that time this stock has been 
largely taken up, and shortage of hemlock 
logs at the mills is acute. A continuance 
of snow delayed opening of logging camps on 
Vancouver Island. 


Aid Boy Scouts’ Project 


Troop No. 2 of the St. Louis Boy Scouts is 
headed, as Scoutmaster, by E. D. Langenburg, 
who is engaged in the heating business; and it 
was at his suggestion, inspired by his contact 
with Mr. Seidel, that the boys engaged in this 
totem pole project, with results here shown. 





At Left—A much re- 

duced reproduction of 

the engrossed testi- 

monial presented “To 

Two Good Scouts” by 

Troop No. 2, St. Louis 
Boy Scouts 


At Right—Showing the 

two totem poles carved 

from California red- 

wood by members of 

Troop No. 2, St. Louis 
Boy Scouts 





After two years of more or less intermittent 
work by the boys, the carving and decorating 
of the poles was completed, and they were dedi- 
cated at a banquet in celebration of the twenty- 
first anniversary of Troop No. 2, Mr. Seidel 
being the guest of honor. 

The two poles now occupy prominent. posi- 
tions at the entrance of the Scouts’ den. Close 
inspection shows a high degree of craftsmanship 
on the part of the boys, and the color scheme 
is artistic. The completion of this project has 
interested many other boys in the possibility of 
totem pole carving. 

Lumberman in all parts of the United States 
can encourage continuation of this program by 
learning about the Alaska totem pole project 
from the Boy Scouts of their communities. This 
project has been sponsored by the United States 


Department of the Interior, with co-operation 
of various railroad and steamship lines serving 
Alaska. Prizes in the form of “adventure trips” 
are to be given for the best specimens of totem 
pole carvings, the final judging to be done by 
experts in Indian lore from the Smithsonian 





Institute, together with qualified members of the 
Boy Scout organization. 


—___- 


TIE SIZES are again under consideration by 
a subcommittee on economics of use, of the tie 
committee, American Railway Engineering As- 
sociation. As axle loadings reach 70,000 pounds, 
larger rail bearing surfaces are required to dis- 
tribute the strain, and may be obtained by using 
ties of greater cross-section, greater width or 
greater length. Short cross ties are shown to 
have an unfavorable influence when traffic is 
heavy, but longer ties must have greater thick- 
ness and width to provide the necessary stiff- 
ness. Further data are being secured in an 
effort to determine possible savings through 
use of longer than 8-foot ties. 
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ystem of Inventory Con- 


AMERICAN LUMBERMAN 


trol for Retailers 


All is not gold that glitters, and not all low 
prices are bargains. 

Take lumber for instance. The salesman 
may be offering a certain type of merchandise 
at an extremely low price—yet is that always 
a bargain? 

“No,” says B. H. Shirk, vice president J. T. 
Weybrecht’s Sons Co., of Alliance, Ohio. “It’s 
no bargain if we have a large stock, or if it 
is not selling readily.” 

When a salesman enters the J. T. Wey- 
brecht’s Sons office and tells E. B. Shreve, 
president of the company and buyer, just how 











[By Edward Salt] 


essary to yard timbers quite a while, but it 
was not until we installed the inventory cards 
that we really knew how long we did yard 
them. As result we have not ordered tim- 
bers for months, whereas we usually ordered 
a car or two when we thought the stock was 
getting low. 

“And then there was a reduction in varieties. 
We formerly kept four grades of siding, all 
the same size-and pattern. By analyzing our 
sales, we reduced this to two grades. In roof- 
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Reduced reproduction of white card, which shows quantity of each item on hand 


much money he can save by signing on the dot- 
ted line, Mr. Shreve stops him for a moment. 

Going to a card file, Mr. Shreve refers to 
that particular item, and if his records show 
the stock is low and the article a good seller, 
he takes advantage of the bargain. If not, the 
company is not interested. 

In the office of J. T. Weybrecht’s Sons Co., 
officials can tell almost instantly just how much 
stock they have of any particular item. 

Five years ago, if a bargain was offered, or 
if an order was being placed, company officials 
called the yard, asking one of the men to go 
to a certain bin and make a count. Half an 
hour later they would receive a note from the 
yard that there was so much of such-and-such 
on hand. Now, they have this information in 
less than. half a minute; and the figures are 
correct. 

“We installed the stock control system five 
years ago,” began Mr. Shirk. “It was virtually 
forced upon us when we adopted a cost system 
and learned that: we were only turning our 
stock twice a year whereas a turnover of three 
to five times was necessary to make the business 
profitable. 

“There were only two possible ways by 
which this could be accomplished The first 
was to increase sales. As we had been selling 
intensively and there was little possibility of 
developing a larger market, our only alterna- 
tive was to-reduce our: inventory. 

“But where? That was the big problem. For 
years we had purchased lumber as we needed 
it, judging our needs by the amount in the 
various bins. 

“After investigating, we adopted a card in- 
ventory system. We made a complete inven- 
tory of all our stock, recording this on cards. 

“Two cards are used, a white one showing 
the amount of each item in stock, listing the 
sales and showing the new balance, and a yel- 
low card which faces the white one in our 

ird drawer, giving us purchase information. 

“When we adopted the system, we had an 
inventory of $100,000. We set a goal, hoping 
to reduce this to $50,000, and in two years this 
was accomplished. By reducing our inventory 
50 percent we doubled our turnover on the 
same volume of business. 

“Our system revealed a number of things. 
We had known for some time that it was nec- 


ing, we handled wood shingles, asphalt and 
asbestos, with five different patterns of asphalt. 
Today we have only one asphalt pattern. 

“Through the use of an inventory system, we 
have been able to keep our stock low, yet by 
analyzing our sales, we seldom permit the stock 
to reach a point where we can not immediately 
fill an order. 

“Suppose an order comes in for some par- 
ticular item. If we are not positive about the 
stock, or it is something which we do not yard 
to any extent, we can refer to our records and 
learn just how many pieces we have on hand 
while the customer is still waiting at the tele- 
phone. 

“When our stock gets low, we use a red 
celluloid signal, that is visible as soon as the 
drawer: is opened, to indicate that more should 
be ordered at an early date. 

“This system aids materially when a sales- 
man visits the office. We can refer to our 
card files, pick out the ones with red signals 
and place our orders in very short time. It 
is not necessary to check over voluminous rec- 
ords, nor to send some one out into the yard to 
make a count in one or more of the bins. 
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April 16, 1932 


Furnishes Instant Informatior 
as to How Much Stock, of 
Any Item, ls On Hand 


“Our purchase cards give us a good picture 
of price trends, for each time we make a pur- 
chase the price is entered in the proper square. 
If a salesman comes in olfering us a bar- 
gain, we know instantly if it is a bargain, and 
just how his price compares with prices we 
have paid during the last five years. 

“While our cards are not used to determine 
costs, it is much easier to refer to the cards, 
when a matter of costs comes up, than attempt 
to hunt up the invoice in our files.” 

The white perpetual inventory card has four 
columns on each side. Each column is syb- 
divided into five parts, only three of which ar: 
used under the Weybrecht system. The col- 
umns used show the date the merchandise 
was received or the order filled, the quantity 
and the balance on hand. Inventory and pur- 
chase entries are in red while sales are in blue 
or black ink. 

A blank line separates each month’s sales, 
At the end of the month the sales are totaled 
and these figures are entered in the monthly 
sales comparison column of the purchase card. 

The purchase card has four divisions. 
Under the “Ordered” division are subdivisions 
for date, the vendor’s code number, the order 
number, quantity and the delivered cost. Col- 
umns for list price, discount and freight are 
not used. 

The second division is for shipping, showing 
the date and quantity. The third is for receiv- 
ing, also showing the date and quantity. This 
gives officials information on each transaction, 
and shows if for any reason part of the order 
was not shipped. 

Tke fourth division is for the monthly sales 
comparison. This covers three years, squares 
being provided for each of the 12 months. As 
the cards are identical on both sides, the com- 
pany has room for listing 12 vendors and a 
sales record for six years. Other spaces on 
the card permit keeping a record for approxi- 
mately the same length of time. 

The sales comparison keeps officials posted 
on the demand for each item and aids mate- 
rially in placing future orders. 

In the lower right-hand corner are squares 
which have been used effectively in showing 
the minimum and maximum stock which should 

be carried. By noting these figures from time 
to time, the attendant can determine when the 
stock should be replenished and be governed 
in displaying the red order signal for the buyer, 
while the buyer can be governed so he will not 
order too many pieces and thus increase the 
inventory unnecessarily. 
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Reduced reproduction of yellow card, on which purchase 


information is recorded 
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32 ‘ 
National Production, Shi 
ational Production, Shipments and Orders 
Wasuineton, D. C., April 11. Following is the National Lumber Manufacturers’ Association report fer two weeks ended April 2, and for 
or. hirteen weeks ended that date, covering mills whose statistics for both 1932 and 1931 are available, and percentage comparison with statistics of 
if identical mills for the corresponding period of 1931: 
Two WEEKS Average No. of Production Percent Shipments Percent O 
. softwoods: Mills 1932 of 1931 P1932 of 1931 1932 ror 1931 
| Southern Pine Association (Including North 
Sh ME . odnccha ens vokinennas est sun 108 43,047,000 66 50,526,000 73 48,531,000 78 
west Coast Lumbermen’s Association........ 202 115,681,000 56 145,093,000 65 135,322,000 55 
Western Pine Association (Inland Empire and : = gre 
California MillS) .....-ccccccseccesccecees 106 39,070,000 44 74,365,000 73 66,491,000 58 
Northern Pine Manufacturers..... ee tseveres i 7 No Cut as 3,295,000 55 3,676,000 75 
ture Northern Hemlock & Hardwood Mfrs.’ Assn.. 18 1,386,000 39 1,412,000 70 1,199,000 74 
Dur” |" Total softwoodS ......+.sseseseeeeeeeees . 441 "199,184,000 54 274,691,000 68 255,219,000 60 
har- Hardwoods: aa 
ar- Hardwood Manufacturers’ Institute.......... 157 16,588,000 56 21,149,000 62 20,317,000 60 
and Northern Hemlock & Hardwood Mfrs.’ Assn.. 8 1,471,000 2 2,723,000 62 2,552,000 67 
we | — = — ee ———__—_— — 
ee CNN 5:5 ack weaad lew Aste hiamemmnds 175 9 1 8:059,000 51 23,872,000 62 22,869,000 61 
mine | RN CE anc nbs 9h a ORS Ore HONS KOS Re 598 217,243,000 53 298,563,000 68 278,088,000 60 
sai THIRTEEN WEEKS 
» | goftwoods: 
empt Southern Pine Association (Including North ? 
oe SERENE SS ane pat ERO Fe SUL 110 242,284,000 56 304,416,000 65 316,848,000 66 
four | west Coast Lumbermen’s Association........ 202 729,032,000 58 - 845,694,000 64 820,899,000 59 
| Western Pine Association (Inland Empire and . ae 
sub- | California milis) a aonceracseesesesccoeeeees 106 a 41 igen yt 69 438,220,000 60 
1 ar: Sorthern Pine Manufacturers.............--. ie ‘ NO Cu +: 24,728,000 72 22,893,000 66 
col: | Northern Hemlock & Hardwood Mfrs.’ Assn.. 19 9,400,000 40 10,526,000 6s 15,469,000 ” 
8 aieeed eet cc ccccnwcdonecdenss 444 1,158,115,000 53 1,626,169,000 65 1,611,009,000 63 
— | warawoods ——_ ; 
- Hardwood Manufacturers’ Institute.......... 165 105,562,000 56 156,970,000 Vf ( 
- blue Northern Hemlock & Hardwood Mfrs.’ Assn.. 19 14,863,000 32 22°530,000 7 1 SSe'ses = 
, ES ee eae ee en ee 184 120,425,000 5 179,500,000 71 168.906.0000 63 
a. RIN CRI rs ge ee oes rte a tineeN 609 1,278,540,000 53 1,805,669,000 66 1,779°915,000 63 | 
, | 
ynthly 
card. . > ° e 
ee Delivered Prices on Lumber at Retail Western Pine Summary 
‘isions 
order WASHINGTON, D. C., April 11.—The Department of Commerce has secured through the bureau [Special Telegram to AMERICAN LUMBERMAN] 
Col- } of the census the following prices per thousand for lumber items and per hundred square feet | PortLanp, Ore., April 13—The Western 
it are | for shingles, as the average paid March 1, by contractors for material delivered on the job, these | Pine Association reports as follows on opera- 
. . . e s I . . . P 
P being selected from the complete list: “ P ; tions of Inland Empire and California mills 
owing coring, 1x4” Shingles, Extra | durin 70 week April 9: 
receiv- | No.1 Dimension, Common 10 to 16 Clear,16”, 5/2 Mieiy Se Swe Wes Gee. Agen 
This a: —- — Southern Douglas Average number of mills reporting 127%: 
} } outhern Douglas x6” pine fir Red Total production for two weeks. 46,739,000 
— pine fir No. 1 “C’ eg. No. 2v.g. Cedar Cypress CE Sa BG Rat DSR ONE TE ; 76'102,000 
order | New Haven, Conn.............- whic $40.00 $32.00 ee ae $5.50 ees CPOOE POCHIVEE. icc doc esivccwses 79,104,000 
| td peamees, Mass DE aparasalnen ait ae “aoe 33.00 30.00 78.00 63.00 5.00 ea Report of average of 105% mills: 
y sales | Na MOONEE, WN. Fo cccccvecieocs ree 40.00 30.00 ates 75.00 4.50 ae Average weekly capacity......... 130,736,000 
: | Recmester, M.. Voce ccccscceovees $38.00 40.09 37.00 70.00 75.00 4.25 Weekly aver. for 3 previous vears 279" 
quares coe” ae 36,00 39°00 31.00 8500 ° pe eekly aver. for 3 previous years 71,773,500 
re eee joo a. =. | 6 Actual production weekly average 22,193,500 
e com- | Paterson, N. J......+..s20222.. 40.00 37.50 35.00 75.00 70.00 6.40 ce. | ES ae SRE Sees. Saree 
and 4 Philadelphia, ON hee a ie cach on ae 35.00 39.00 36.50 73.00 72.50 6.60 $7.75 Average weekly production ewrewe® 62,756,000 
ces on | Baltimore, Md. ..........+++04. 36.00 40.00 33.00 75.00 75.00 6.50 7.59 | Unfilled orders—April 9.......... 159,441,000 
mute PB, srccdvseoenseeee’ 30.00 eral 35.00 err ay 6.50 ath Weekly averages of identical mills, avera 
Dproxi- ee. Ram. ptidabrns een ene ts yes yt ane _— apes 5.00 5.00 number, 105%: vlna 
: > coc ecccecceces ee ' 36. 5. é 50. err aan Two Weeks Ended 
posted a. ND cwie cue eeues 39.00 39.00 35.00 ea weer 5.00 eats ‘Apr. 9, 1932 Apr. 10, 1931 
Z POO, a rere 45.00 rrr 45.00 63.00 53.00 5.00 acne ProGuction ..2:scss 22,193,500 46,809,000 
/mate- Terre Haute, Ind............... 40.00 40.00 va. 70.00 ~—«60.00 += 500 ~—S«5.00 | Shipments ......212! 35,609,000 48,807,500 
squares op Ry oe > aia 10:00 sien 36.00 70-00 70.00 3.50 ares | SFemEs POORER: «»: 31,303,500 52,753,500 
s . 3, OWA. ee eeevene eee . cere od. ° . ot 5 r 
howin ME, TS vevksnetense<os TT ce ae 24.00 60 00 75.00 8.00 — oon SN SPER Ss Se 
£ > 
chould | St Louis, Mo..........sseeeaes 32.00 36.00 34.00 51.00 55.00 5.25 ‘*** | Production weekly average for 3 
wm time St Paul, Minn ann habe nanes te 17,00 47.50 65.00 65.00 4.20 outs Previous YeATS .......cecereees 62,538,000 
t . yy Sees Scaiahets eee 7. 45.00 eat 75.00 4.00 5 akong On April On April 
hen the Grand Forks, N. D.....-.++++++ wet 35.00 29.00 aie 60.00 3.80 eae 9, 1932 10, 1931 
overned | S80 Antonio Tex. -.......++.. 40.00 553 eran ane saree 4.75 ‘iii | Unfilled orders........ 159,098,000 185,474,000 
: ‘o.*  epeehy eer stale 23. 21.0 : 5 ee : 
e buyer, | Los Angeles, Calif............. Bata 20.50 31:50 2.5 pes oa ree (Statistics continued on page 65) 
it wae 20. 21.5 42.50 See 4.00 ale 
ase the | 
' ° . J . 
Softwood Sales 13 Percent Above Output ee 
. 
utpu Campaigns 
. [Special Telegram to AMERICAN LUMBERMAN] H T P hy 11.—The T 1 
em Vasuincton, D. C., April 14—Six iations f i rang gy So a ee 
NGTON, D. C., z .—Six associations for the two week ad J 5 : : 
__} Hollows: E weeks ended April 9 reported as Lumber Co., here, is remodeling and modern- 
| Week No of izing one of its dry kilns and is also placing 
— ro ; Softwoods ended Mills Production Shipments Orders the manufacturing facilities of the plant in shape 
— uthern Pine Association (North Carolina April 2 119 24,238,000 28,077,000 24,633,000 | for more efficient production. The kiln being 
sei tiaar ta uded) ...... oe teseeeeeeees April 9 116 23,649,000 25,095,000 22,995,000 | modernized is a double track kiln, 20 feet wide 
—s ‘ yast Lumbermen’s Association........ sone 2 $17 59,618,000 75,352,000 67,718,000 by 120 feet long, and is being remodeled to a 
19 ; April § 217 50,388, 68,241, 54,662,¢ r ; j j 
—— Vestern Pine Association (Inland Empire April 2 128 21,905,000 39,709,000 33,500,000 Moore reversible, cross circulation, fan ye 
—|—4} and California mills).......-...s..06e00. April 9 127 24834000 36,393,000 35,604,000 | t0 dry both hardwoods and softwoods, includ- 
meee ) Northern Pine Manufacturers... oo ccics cece. April 2 7 No Cut 1,792,000 1,634,000 Ing green as well a dried stock. The 
| orth April 9 7 No Cut 2'184.000 1,384,000 kiln may be operated either by the “charge” or 
Northern Hemlock & Hardwood Manufac- April 2 16 524,000 774,000 714,000 | “Progressive” methods. 

BONNE vn eke vesercenscers os April 9 18 777,000 743,000 667,000 —<—<$—— 
EM vickanctaienentasatbrsscincanentes April 2 487 106,285,000 145,704,000 128,199,000 AN ARCHITECTURAL ASSOCIATION’S BUILDING 
a Seetwecte April 9 185 109,648,000 132,656,000 115,312,000 | MATERIALS Bureau is to be opened in Bond 
| Hardwood Manufacturers’ Institute.......... April 2 182 9.273.000 11,602,000 10,156,000 Street, London, in June, with exhibition space, 

| a April 9 170 81394000 10,977,000 11,619,000 | information bureau and library, which is 
“1 . tent Bemilock & Hardwood Manufac- April 2 16 1,010,000 1,308,000 1,439,000 planned to bring together the most complete 

| We I opie cio esa am eae ae .. April 9 18 $30,000 1,294,000 915,000 | collection in the world of every known wood 
PEE TONE Sek ovivanvckesaveneutedivessseuneed April 2 198 10,283,000 12,910,000 11,595,000 | used in building, including a full range of 
od April 9 188 9,224,000 12,271,000 12,534,000 | British Empire timbers. 
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Celebrates Fiftieth Anniversary 
in Lumber Business 


Oconto, Wis., April 12.—Fifty years ago 
today a youth of seventeen started to work here 
in the country store of the Holt Lumber Co., 
then known as Holt & Balcom. This youth 
was W. A. Holt, his father, D. R. Holt, having 
been one of the founders in 1847 of Holt & 
Balcom, which wholesaled and retailed !umber 
at the Randolph Street bridge in Chicago. W. 
A. Holt advanced rapidly under his father’s 
guidance, and from 1884 to 1888, when the lat- 
ter bought out the Bal- 
com interests, sold the 
cut of the mill and kept 
charge of the Chicago 
books of the company. 
White pine, Mr. Holt 
recalls, was then the 





W. A. HOLT 
Oconto, Wis., 
Who on April 12 Cele- 
brated His Fiftieth An- 
niversary in Lumber 
Business 








predominant wood in the 
North. 

On the death of the 
father, D. R. Holt, in 
1899, George H. Holt 
became president and 





W. A. Holt vice presi- 
dent, and in 1922, W. A. 
Holt succeeded to the 
presidency of the company, after having bought 
out the interests of his brother, George H. Be- 
sides being president of the Holt Lumber Co., 
which in normal years has averaged an annual 
production of 25,000,000 feet, Mr. Holt is presi- 
dent of the Holt Hardwood Co., with an annual 
capacity of 10,000,000 feet of maple, birch, oak 
and beech flooring; is president of the Holt 
Lumber Co. (Ltd.) of Canada, and is officially 
connected with other manufacturing organiza- 
tions. He has been active in lumber association 
work; is a former president of the Northern 
Hemlock & Hardwood Manufacturers’ Associa- 
tion, a director of the National Lumber Manu- 
facturers’ Association etc. 

It is worthy of mention now that when Mr. 
Holt married Miss Lucy Rumsey in 1895, there 
was a mutual agreement that the timber owned 
and at the command of the company at that 
time would probably last only ten years and 
they would therefore remain in Oconto that 
length of time, but at present, through the ac- 
quisition of surrounding tracts and by reproduc- 
tion, there is still a great deal c‘ timber stand- 
ing and the home is still maintained at Oconto. 

Mr. Holt has had a varied experience in the 
lumber manufacturing game during his fifty 
years’ connection with it, and in a story con- 
cerning his life and activities, appearing in the 
Jan. 17, 1925, issue of the AMERICAN LUMBER- 
MAN, he told of northern pine manufacturing 
and the first experiments in cutting and piling 
hemlock when it was found necessary to cover 
the hemlock pile with four or five courses of 
white pine to hold the hemlock, so that it would 
not twist or warp. 

Besides his record of fifty years in the lum- 
ber business, Mr. Holt also has other records 
for long service in that he has been an elder 
in the First Presbyterian Church for 37 years, 
having also been superintendent of the Sunday 
school for 20 years. He has also served ac- 
tively in all civic projects in Oconto. 





-eoOo- 
Granted Patent on Packing Trim 
New York, April 11.—Announcement has 


been made here by Harry J. Strong, of the 
TrimPak Corporation, this city, that on March 
15 the United States Patent Office issued to it 
the much discussed TrimPak patent for trim for 
windows aml doors. This patent has been 
granted after one of the most thorough exam- 
inations ever made by the Patent Office. Mr. 
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Strong advises that the policy of the TrimPak 
Corporation in merchandising of packaged trim, 
which has so successfully put this product on 
the market, will not be changed. The main- 
tenance of the same high quality material and 
perfect workmanship which has been one of the 
features of TrimPak, will be continued, as will 
the policy of 100 percent dealer distribution. 

While no definite plan has been completed 
as yet with reference to the corporation’s policy 
for other manufacturers who have been making 
packaged trim without a license, Mr. Strong 
stated that the company is now negotiating with 
about thirty manufacturers in an effort to ar- 
rive at a plan of manufacturing and selling 
packaged trim, that will work to the mutual 
advantage of all. Further, Mr. Strong advises 
that all dealers, jobbers, wholesalers or manu- 
facturers “who have an infringing stock on 
hand or en route or on order” will be contacted 
“to arrange. temporary releases or license on 
this stock.” 


Begins Wholesale Sash and 


Door Business 


Ex. Paso, Tex., April 11—The Crawford 
Manufacturing Co., of this city, which for many 
years has been engaged in the manufacture of 
detail millwork, has opened a wholesale sash 
and door jobbing business, with J. Mack Craw- 
ford as manager and Hunter E. Akard as as- 
sistant manager. J. B. Lodge, former sales 
manager of the El Paso Sash & Door Co., will 
be associated with the Crawford company in 
its new activity. 


Prolonging Wood's Life With 


Preservatives 


Pointing out that there are a great many uses 
for lumber in large quantities on the farm and 
in agricultural pursuits, for such purposes as 
siding, shingles for buildings, posts, poles, fenc- 
ing, sheds and shelters, not to mention struc- 
tural timbers, A. E. Ferguson, vice president 
of the National Lumber & Creosoting Co., Tex- 
arkana, Ark.-Tex., but who makes his head- 
quarters at St. Louis, Mo., asks the question 
“What length of life is being secured from the 
farmers’ timber  struc- 
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Goes Into Business on Own 


Account 


PorTLAND, Ore., April 9.—Announcement has 
been made here by F. W. Pettibone that he has 
withdrawn his connection with the Edward 
Hines Western Pine Co. and that his son 
Charles J., has been appointed general manager. 
F, W. Pettibone was for years in charge of the 
plant at Lumberton, Miss., of the Edward Hines 
Yellow Pine Trustees, being general manager, 
When the Hines interests went west to Oregon, 
he was general manager of their western inter- 
ests until the plant at Hines, Ore., was com- 
pleted, at which time T. S. Whetten was made 
general manager of the plant. For the last 
year or so Mr. Pettibone has been connected 
with the Hines interests and now in leaving, 
after more than 25 years in service, feels that 
he is too full of pep to retire and is therefore 
taking over their export business and local 
wholesale business in Portland for his own 
account and under his own name. He will make 
his headquarters at 525 Terminal Sales Build- 
ing in this city. 


Collecting Old Time Equipment 
for Logging Museum 


RHINELANDER, Wis., April 11.—Lumbermen 
are co-operating wholeheartedly in a movement 
inaugurated by the American Legion here, to 
establish a log replica of one of the old type 
logging camps as a museum of Wisconsin's 
lumber industry. Through the courtesy of the 
Rhinelander Paper Co., a few acres of land in 
the heart of the city along the Soo line, on the 
bank of the Wisconsin River, has been secured 
and will be landscaped under a plan of the State 
University so that it will be as natural and 
attractive as possible. 

Jack Mylrea, president of the Thunder Lake 
Lumber Co., here, is vice chairman of the com- 
mittee in charge and he is enlisting the assist- 
ance of other lumbermen in collecting anything 
in connection with the early days of the indus- 
try, as well as modern equipment. 

In his statement to a Chicago lumberman, Mr. 
Mylrea said that while the committee is limited 





tures, posts, poles, 
boards, sheds, barns, 
walks etc.?” He answers 
it by saying that “The 
answer varies, but as 
lumber is being used 
today on farms it is ap- 
parent it is not giving 
maximum service.” The 
reasonforthis,he 
points out, is rapid de- 
preciation, due largely 
to decay and termites. 











While depreciation can 
not be stopped entirely, 
decay and termites can ], 
be stopped insofar as 
their attack on wood is 
concerned. Growth of 
wood destroying fungi 
can be prevented by applying certain antiseptics 
to the wood. “Thorough pressure treatment 
with standard wood preservatives is the effec- 
tive way to prevent decay under any: service 
condition. Coal tar creosote,” Mr. Ferguson 
says, “is generally the most effective wood pre- 
servative known.” When timbers, posts etc. are 
impregnated under pressure with creosote and 
retain at least 8 pounds of this preservative per 
cubic foot of wood (for lumber), the life of 
these products is greatly increased. Further, 
Mr. Ferguson points out, there are numerous 
plants throughout the country which make a 
business of treating lumber etc. with preserva- 
tives for railroads, public utilities etc., and these 
same plants can serve the farmers. ‘“Construc- 
tion economy, to stop the endless decay and 
replacement of the farmers’ timber structures, 
is thereby attained.” 











Showing results of termite attack on untreated underfloor joists. 
2. The low cost of creosoted material in initial construction is far less 
than that for frequent replacement in untreated structures 


as to expenditures, it is expected that enough 
assistance and labor will be donated to permit 
the acquisition of an interesting collection. Mr. 
Mylrea states that any equipment, small tools, 
bateaus, wanigans, canoes etc., that were im 
actual use, will be gratefully accepted, together 
with a short history giving dates, locations and 
name of the company sending it in. It is the 
intention to give each donor credit for his gifts 
by having his name thereon so as to preserve 
the identity of the different loggers or lumber 
companies. 

Equipment so far donated consists of a set 
of large wheels from the Sawyer-Goodman Co, 
while the Thunder Lake Lumber Co. plans t0 
donate a narrow gage locomotive built in 1879 
and continually in use since, together with one 
ot two Russell log cars loaded with logs. 

It has been arranged to have the necessary 
pine logs for the old fashioned camp cook shanty 
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on one side of the alley way and a “ram pas- 
ture” on the other. It is expected, also, to in- 
stall a range, hot water barrel, wash sinks, 
dishup tables etc., in the cook shanty, and sam- 
ples of the old “muzzle loading” bunks, sheet 
iron stove with rack for drying clothes, deacon 
seats etc., in the “ram pasture.” It is hoped 
to get a McGifford loader if it does not cost 
too much to get it to Rhinelander, and with 
numerous companies cutting out, Mr. Mylrea is 
hopeful that several types of loaders, horse 
jammers etc. will be offered. 

All lumbermen who have any equipment that 
will help add interest to this collection are cor- 
dially invited to get in touch with Mr. Mylrea 
and to offer suggestions for making this mu- 
seum the representative one of Wisconsin’s lum- 
ber industry. 











More People Are 
Saving to Build 
Homes 














Savings investors in building and loan asso- 
ciations show a net gain of 10,527 for February, 
the United States Building and Loan League 
reports. Morton Bodfish, executive manager, 
sees evidence of increased confidence, greater 
ability among more people to put aside a portion 
of earnings, and direct healthful result of anti- 
hoarding stress in this new money invested. 

The February gain compares with an average 
monthly gain of 7,897 savings members in the 
boom year 1929, and 15,893 in 1930. In view 
of these past performances, the February 
figures set a hopeful pace for the year in 
increased building and loan investment. 

The funds of the associations are loaned 
90 percent for home financing. New invest- 
ments made at this time reflect public confi- 
dence growing out of continued safety of 
building and loan shares, and continued divi- 
dend payments at regular rates in most cases, 
or at a maximum reduction of 1 percent in 
others, says Mr. Bodfish. 

Actual new accounts opened with associa- 
tions were some 143,055 last month, but were 
partially off-set by 132,528 accounts closed, 
partly because of shares matured. 

The February gain in savings members is 
a distinct improvement over January condi- 
tions, Mr. Bodfish recalls. While actual new 
members added in January were 151,656, 
according to the estimates from reporting 
associations, the accounts closed mounted to 
176,707, partly ‘because of heavy January 
maturities, and largely because people were 
still seare-minded. Against the background 
of these January conditions, the February 
membership gains appear more significant as 
indices of returning confidence. 

“January total of new accounts overtops 
the February total by some 8,601, largely 
due to the concentrated campaign for new 
investors made by the associations during 
Thrift Week, beginning Jan. 17,” says Mr. 
Bodfish. “The February gain is the more 
significant, in that it shows people turning 
naturally to the home financing investment 
field again, uninfluenced by more than normal 
selling arguments. In other words, invest- 
ment of savings at a normal pace is one of 
the first signs of return to level-headedness 
on the part of thousands of people. The 
decrease in accounts closed, as registered for 
February, is another good sign of investor 
confidence.” ; 





New Circulation Control Is Fea- 
ture of West Coast Kiln 


-Marcota, Ore., April 9.—Variable-speed 
Circulation is an interesting feature of a new 
kiln being installed here by the Fischer Lumber 
Co. During the first stage of lumber drying, 
to the fiber saturation point, the free water 
Content of the lumber may be removed quickly 
if a sufficient volume of air circulation is used, 
it is recognized by kiln engineers. Thereafter, 
It is no longer economical to use the same 
volume of circulation. Each stage of drying 
requires a different rate of circulation, and 
t erefore the provision of variable-speed circu- 
lation is the biggest development in modern dry 
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kiln practice since the introduction of cross 
circulation. It affords flexible control over cir- 
culation, and makes it easier to control drying 
conditions accurately and to perfect drying 
schedules. Variable-speed circulation is espe- 
cially efficient in drying lumber of high moisture 
content, or green lumber, and in the case of 
kilns used for drying stock down to 8 percent 
moisture content it has proved efficient and 
economical. The variable-speed circulation is 
an exclusive and patented development of the 
Moore Dry Kiln Co., of North Portland, Ore., 
to which also belongs the credit for introduc- 
tion of cross-circulation. 

The new Fischer kiln is in all other respects 
of the most modern type, having Moore re- 
versible cross-circulation, with kiln tempera- 
tures and humidities automatically controlled. 
It is equipped with Cone automatic ventilator 
control. 

The new Fischer kiln building is 64 feet long 


49 


and 11 feet wide, and is of wood construction. 
It will be one of the most modern kiln drying 
plants on the Pacific Coast, and will start to 
operate during the present month. 


Loadings of Revenue Freight 


A report of the car service division of the 
American Railway Association shows that the 
revenue freight loadings for the two weeks 
ended April 2, 1932, totaled 1,106,079 cars as 
follows: Forest products, 39,493 cars (an in- 
crease of 493 cars above the amount for the 
two weeks ended March 19); grain, 56,283 
cars; livestock, 32,398 cars; coal, 211,903 cars; 
coke, 9,629 cars; ore, 5,164 cars; merchandise, 
371,832 cars, and miscellaneous, 379,377 cars. 
The total loadings for the two weeks ended 
April 2 show a decrease of 54,036 cars below 
the amount for the two weeks ended March 19. 


Retailer Host to Architects and 
Contractors in Pep Meeting 


INDIANAPOLIS, IND., April 13.—Perhaps the 
largest gathering of local architects, contrac- 
tors, sub-contractors and others interested in 
the building industry ever convened in this city 
outside of a State convention, met here Tuesday 
at the Athanzum as guests of the Capitol Lum- 
ber Co., of which L. C. Huey is president. 

The principal speakers at the session were 
Tom V. Sawyer, Minneapolis, Minn., sales man- 
ager for the Insulite Co.; W. D. Sawler, Chi- 
cago, promotional manager Morgan Woodwork 
Organization, and M. L. McKenna, of De- 
troit, Mich., sales manager of the E. I. DuPont 
de Nemours & Co. All made fervent pleas for 
more salesmanship for the building industry, in 
addition to dwelling slightly on their various 
products. 

The attendance was a typical cross section 
of the local industry. The local correspondent 
of the AMERICAN LUMBERMAN sat at the same 
table with three of the biggest architects of 
the city. He saw in the audience two of the 
largest operators of real estate, a number of 
the leading general contractors—men whose 
names are by-words in the industry in central 
Indiana. And they all paid close attention to 
the talks and discussions. An interested guest 
was E. R. Deutsche, of the Chicago office of 
the Insulite Co. 

Mr. Sawyer stressed salesmanship on the 
part of every person connected with the build- 
ing industry. He declared group meetings such 
as held by Mr. Huey and his company were 
to become the greatest factor in the building 
industry and after the meeting said he wished 
every lumberman in the country would follow 
the example of the Capitol company. 

We believe, he declared, that such meet- 
ings as these will go far toward taking the 
cost out of selling construction. They make 
it possible for a sales representative to talk 
to three or four hundred persons. Multiply 
this by the cities of the country and you 
can see the vast volume we can reach. It 
will eliminate much of the manufacturer’s 
selling overhead, which in turn, will enable 
us to pass the saving on to the consumer. 

We who are most interested, must be the 
first to re-establish confidence in the build- 
ing industry. In the last two years we have 
lost the confidence we built up. I attribute 
much of this to the “jay” builder. He has 
left in his wake a flood of dissatisfied cus- 
tomers. The only way to regain our lost 
prestige is to insist on proper design, proper 
materials and proper construction. * * * 

One of our difficulties in this industry is 
that the average person engaged in it does 
not talk his business. Talk building to your 
friends. I venture to say if you have any 
automobile salesmen friends, they are for- 
ever talking a new machine to you. Talk 
remodeling. We have got to ask for busi- 


ness in this industry. * * * 
My company was the founder of rigid in- 
Last year we developed seven new 


sulation. 


products and last year our business was bet- 
ter than in 1930. Last Saturday our figures 
showed a 48% percent increase over 1931. 
The surface has not been scratched in the 
insulation business. All of the companies 
are selling only 10 percent of our potentials. 
In five years the uninsulated house or build- 
ing will be as one without electric lights. 
People are coming to want economy and 
comfort. 

I look for the time shortly when the con- 
tractor will be able to show his home pros- 
pects motion pictures, depicting the satis- 
fied family in its own home, methods of good 
construction and other arguments for home 
owning. Our company is spending more 
money this year for promotional work than 
ever before and we feel sure of results. 

Mr. Sawler poked a lot of fun at some of 
the home construction in the country. This 
country is freckled with monstrosities, he 
said, in discussing home construction. Houses 
of incorrect architecture destroy appeal and 
Indianapolis has its full share of them. Our 
company started four years ago to teach the 
people correct design. It is the job of all 
of us to stop construction of these mongrels. 
The same principles of design should apply 
to the remodeling job as to new construction. 

He declared mail order competition will 
become worse unless it is headed off and 
added that the contractor, building with 
home labor, financed by home finances from 
home purchased material could beat prices 
of the mail order houses 10 to 15 percent. 

Mr. McKenna gave an outline of the devel- 
opment of the DuPont company from a strictly 
powder manufacturing company to the manu- 
facturers of paints, cellophane and numerous 
other products. He predicted that in two years 
the paint trade would see a marvelous revolu- 
tion in the industry. DuLux, a new product of 
the DuPont company, he predicted, will be the 
same to. wood as Duco is to metal now, with 
the exception that its popularity will be much 
greater. He said the company now had 60,000 
panels all over the country for tests and that 
the tests showed the material would wear from 
50 to 100 percent longer than other paints. _ 

Mr. Huey in stating the principles of his 
company, which operates four yards. here, said 
his company did not design, did not construct, 
nor did it finance. It was primarily, and only, 
concerned in the sale of lumber and building 
materials. 





SURPLUS FREIGHT CARS of Class I railroads 
on March 14 numbered 705,873 in good repair 
and immediately available for service, a de- 
crease of 15,742 cars from Feb. 29. Surplus 
coal cars totaled 270,098, a decrease of 8,624, 
while surplus box cars totaled 360,520, a de- 
crease of 6,100. Reports also showed 32,073 
surplus stock cars, an increase of 278, while 
surplus refrigerator cars totaled 14,470, a de- 
crease of 964, 
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Texans Strive to Solve Problems 


Constructive Program of Lumbermen’s Association 


Covers Every-day Subjects — Members Urged to 
Set Good Examples by Remodeling Offices and Sheds 


[Special Telegram to AMERICAN LUMBERMAN] 

Fort WortH, TeEx., April 12.—Marked by a 
seriousness of purpose to endeavor to find a 
satisfactory solution of the problems confronting 
the dealers in this unusual period of business 
readjustment, the forty-sixth annual convention 
of the Lumbermen’s Association of Texas 
swung into action today, with a somewhat 
‘smaller attendance than usual but with an out- 
standing program, devoted largely to discus- 
sions of subjects that touch the every day con- 
duct of the business of practically every dealer. 

Following some snappy convention singing 
and an invocation and earnest prayer for Divine 
guidance in their deliberations by Bishop Frank 
Smith, the convention was welcomed to Fort 
Worth by Walter B. Sloan,. one of the best 
known dealers of the city, who took occasion to 
recount some of the important improvements 
and the business and social advantages of this 
metropolis. Pinch hitting for his father, George 
C. Vaughan, of San Antonio, who was pre- 
vented from attending by a sudden illness, re- 
sponse to the welcoming address was made by 
Curtis T. Vaughan, one of the younger gen- 
erations of lumbermen who are making their 
impress upon the business life of the Lone Star 
State. Mr. Vaughan suggested that in this 
time of slow business the lumbermen should 
set a good example to their communities by 
remodeling and dressing up their sheds and 
offices and repairing their homes. He pre- 
dicted a material improvement in business 
next fall as good crops are being made at 
the lowest cost the farmers have ever known. 


President's Address 


Presenting his formal report, President I. B. 
McFarland referred briefly to a number of the 
most important activities that had received at- 
tenticn in the effort of the officers to give a 
maximum amount of service at a minimum of 
expense, commensurate with reduced receipts. 
Friendly, co-operative relations were continued 
with the Texas Agricultural & Mechanical Col- 
lege. A committee from this association and 
the Retail Hardware Association, in co-opera- 
tion with members of the faculty, worked out 
a course of study adapted to young men desir- 
ing to enter the hardware or lumber business. 
There is an advisory board consisting of one 
member each from retail hardware, hardware 
jobbers, implements dealers, retail lumber deal- 
ers and lumber manufacturers, which meets 
once a year to advise with the faculty, and 
members of the board also are expected to 
make occasional talks to the students and ar- 
range employment for them through the sum- 
mer. President McFarland and J. A. Kirk- 
patrick have visited the college and talked to 
the students. 

The key demonstration home built on the 
A. & M. College campus principally at the ex- 
pense of this association and the Texas Line 
Yard Dealers’ Association, has been visited and 
carefully inspected by thousands of farm wives 
and daughters. Some other activities mentioned 
by the pres.dent were these: 

Secured co operation of highway 
in the distribution of the dealers’ products 
and found officials anxious to procure good 
materials from responsible sources. 

Considerable attention given to legislative 
matters; several new laws affecting the lum- 
ber dealers have been enacted. 

Actively worked on tax matters and direc- 
tors have called upon municipal, county, 
State and Federal governments to practice 
economy in government to the end that tax 


officials 


Nore: A report of the Wednesday and 
Thursday sessions of this convention 
will appear in the April 30 issue.—Editor. 





rates not only will not be increased, but will 
be reduced, 

Participated in meetings with lumber man- 
ufacturers, with dealers in other parts of the 
country, and with the President’s Conference 
on Home Ownership. 

Prepared and distributed to 570 newspapers 
in Texas, in connection with A. & M. College, 
articles on carefully selected subjects, all 
nointing to the development of better homes 
and to home owning. Dealers are asked to 
contact their editors and secure publication 
of these articles, and many already have 
dene so. 

Assisted in opposing freight rate increases. 

Participated in meetings of the Texas 
Trade Association Executives, which is giv- 
ing attention to taxation and other important 
subjects. 

In line with all business organizations, 
penses have been reduced through reducing 
salaries, securing cheaper office space and 
pursuing a policy of strict economy. 


ex- 


Soliciting close attention to the report of the 
secretary, the president said: 

I realize that we are all tempted to cut 
operating expenses, even to the $10 items, 
but I unhestitatingly state that I think not 
a lumber yard in Texas can afford, by drop- 
ping its membership in this association, to 
have a part in throttling its activities, for 
if all, or even half, of us should take that 
step then there would be no association. 

In addition to his formal report, President 
McFarland presented some observations upon 
trade conditions and merchandising, present and 
prospective, that were heard with intense in- 
terest. [These observations are printed on 
page 33 of this issue——EpiTor. ] 

The report of Treasurer N. C. Hoyt showed 
the association in a fairly satisfactory financial 
condition notwithstanding a loss of membership. 


Report of Secretary 


Believing that dealers and association offii- 
cials alike “have a clearer conception of what 
will be the needs and responsibilities of the 
lumber industry in the days before us,” Secre- 
tary R. G. Hyett expressed the thought that 
“facing these facts with the- relentless deter- 
mination to solve them at this meeting, or to 
be cnlightened as to their importance, should 
be a pleasant task and mean profit to your 
business.” He then reviewed some of the sub- 
jects that have been of greatest concern to the 
association during the last twelve months. Para- 
mount is the need to restore confidence among 
the people with a definite plan of home own- 
ing and home financing. He said: 

Many are ready to build when 
established as dependable. Then money for 
building will be made available. This be- 
comes a growing need every day and stands 
as an obstruction to rehabilitation and pros- 
perity. 

Curtailing 


values are 


production has made it neces- 
sary for the lumber manufacturer to be- 
come better acquainted with possible con- 
sumption of his products and convinced him 
that he must find new uses for lumber. The 
retailer will benefit from this study through 
larger sales, 

Lumbermen have a direct interest in en- 
couraging a back-to-the-land movement that 


will populate the untilled farm lands and 
help many now unemployed to a contented 
life. 


The successful retailer must possess public 
and give 


confidence particular attention to 
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the wishes of the buying public. He 


’ must 
be prepared to supply the quality buyers and 


the bargain hunters. Lately we have begun 
to notice bargains, rather than quality. 

If the present policy of ordering in smal] 
quantities materials that have ordinarily 
moved in car lots becomes the standard jt 
will result in a marked change in buying 
that will go farther than the matter of re. 
ducing investment, This change can not 
be confined to distribution only. Continuing 


this thought, the secretary said: 


“Fabricated lumber and 
in the building industry. 
exclusive home there are only a few items 
that lend themselves to fabrication. These 
are studding, joists, rafters and _ flooring, 
These can be supplied cut to exact length 
by the sawmills when there is a demand. for 


homes are topics 
In our idea of an 


them. While the steel home is a challenge 
and a steel sheet welded home, with as- 
bestos insulation is being offered to the 


public, $4,000 to $5,000 invested in a lumber- 
built home will give equal pleasure, with legs 
upkeep and more value for the dollar spent 
than can be secured out of any other mate- 


rial. We need to bring to the public’s at- 
tention the value of insulating their homes 
and show them that a building can be con: 
structed of wood and made as nearly fire- 
proof as can be done by using any other 
material. The best example of this is the 


wood airplane hangar with sprinkler service, 
which would not burn. Treated wood that 
will not burm is an actuality today.” 

Brief reference was made to the success at- 
tained by retailers in securing a better condi- 
tion in connection with the distribution of com- 
position roofing and the fact that manufactur- 
ers of certain other materials were giving seri- 
ous thought to the complete distribution through 
the retail lumber dealer. 


Legislative Matters 


Secretary Hyett mentioned some matters of 
legislation, both national and State, that are 
of great importance to the dealers and which 
are receiving the attention of the association. 
Among these are: 

Increase in first class postage and parcel 
post rates. 

testricting importation of Russian lumber. 

Regulation of intercoastal shipments from 
the Pacific coast through the Panama Canal 
into Texas and other seaboard points. 

Opportunity for local architects and con- 
tractors to receive consideration where Fed- 


eral buildings are to be erected in their 
districts. 

Proposed plan for the highway department 
to restrict the building of State financed 
roads to local contractors. 

Federal home loan banks. 

Amendment to antitrust law to give pro- 


ducers of raw products the privilege of ex- 
changing information. 

The secretary said: “In advising you of pend- 
ing legislation the association believes it is giv- 
ing you valuable service. If you take no notice 
of these things so vital to your business, it 1s 
money wasted.” ‘ 

Conferences were reported with railroads 
with reference to desired rate adjustments and 
some progress has been made, notably in se- 
curing the continuance of group rates on plas- 
terboard between points in Texas. Comment: 
ing on the problem of the stopping in transit of 
building materials Mr. Hyett said: 

We believe that until the retailers have 
finally determined their method of purchas- 
ing—in quantity lots or small lots—wé 
should not encourage the practice which 
might later be detrimental. A good example 
was the recent authority to load oak flooring 
in with pine lumber. This transit privilege 
has not increased the consumption of oak 
flooring, and has added very little to the 
market price. The most recent changes pro- 
posed are one to stop lumber in transit to 
load foreign wood and one to store an 
assort lumber in transit in Texas, reship- 
ment to be either untreated or treated lum- 
ber, or both. 


The secretary reported a decrease in mem- 
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pership of 12 percent. He paid a high tribute 
to President McFarland, other officers and di- 
rectors ; expressed appreciation of the co-op- 
eration extended by President C. C. Sheppard, 
of the Southern Pine Association, and that en- 
tire organization ; acknowledged the valuable 
service rendered by the National Lumber Man- 
yiacturers’ Association; and spoke in highest 
terms of the assistance rendered to the asso- 
ciation and to the industry by the trade papers 
and the daily press. In closing he said: 

Our plan for the coming year is to render 
a greater service and give you more tips 
which will make for additional dollars in 
your business. We hope that you will help 
to make MAY THE HOMBPE BUILDING AND 
REPAIR MONTH. 

The report of the Lumbermen’s Underwriters, 
by J. W. Rockwell, showed that organization in 
flourishing condition and enjoying a stronger 
financial position than ever before in its history. 
Much of the success of this organization, Mr. 
Rockwell attributed to the faithful and efficient 
work of E. D. Holt. ; 

A beautiful and impressive memorial service 
honoring the late J. M. Rockwell was led by 
A. B. Mayhew, chairman of the memorial com- 
mittee, other members of the committee being 
A. J. Peavy and W. B. Brazelton. The com- 
mittee also honored all of the other members of 
the association who during the last year have 
gone to their reward. ; 

Abandonment of the highway, reoccupancy of 
the home was the theme of an eloquent address 
by Judge McGee, of Fort Worth, who quoted 
his negro cook as saying she didn’t know what 
the preacher’s text was the Sunday before but 
his sermon was “Put the Ford in the garage, 
put your faith in God and go back to work.” 
He made a powerful plea for home owning, for 
a return to first principles and a resumption of 
faith in each other. The home owner, he said, 
is responsible for the stabilization of Govern- 
ment. 


The Auto vs. the Home 


“If you wish to know the real competitors 

of the lumber dealer, run through the pages of 
any late magazine,” said Robert Lander, Lan- 
der Lumber Co., El Paso, Tex., who delivered 
an inspiring address with the beauties and ad- 
vantages of home owning as its theme. “The 
scramble for the consumer’s dollar was never 
more keen than it is today,” he said, adding 
that “advertising, merchandising and salesman- 
ship have been raised to the nth power in the 
furious effort to extract his money from him.” 
The dealer’s competitor is not the yard down 
the street or at the cross roads) “In the van- 
guard you will find the radio, the electric re- 
frigerator, the electric range and a host of 
other electric appliances, kodaks, movie ma- 
chines, motor boats and scores of other things, 
each making its strongest appeal, but the arch 
competitor is the motor car.” Charging to 
the motor car a large portion of “the extrava- 
gance, the over buying and the heavy burden 
of installment indebtedness of the last decade 
for which we are now paying,” he said, “a 
ludicrous but pathetic combination often seen 
is a mortgaged car driven by an insolvent 
debtor over the bonded highway of a tax bur- 
dened community.” 
_ “Recounting the loss of 33,000 lives annually 
in motor car accidents and the tremendous 
drain upon the resources of the nation through 
the billions spent on automobiles he said, “no 
wonder the home has suffered,” and quoted 
‘the problem of the day seems to be to keep 
the wolf away from the garage.” 

The speaker praised the salesmanship of the 
automobile industry and said “the manufactur- 
érs of automobiles have outstripped the home 
building industry at every point. They have 
one a wonderful job of selling; the dealer has 

en backed up by powerful advertising and 
the car has been financed so that the average 
man can easily buy and pay for it.” He re- 


erred to a recent issue of a national weekly in 
Which there were 301%4 pages of advertising of 
motor cars, tires and accessories, and 14%4 pages 


d 


€evoted to products used in the construction of 
Omes and exclaimed, “is it any wonder that 
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the home has been neglected in favor of the 
car?” 

A beautiful and inspiring picture was then 
painted of the home, which he declared was 
the very foundation of America’s greatness, and 
said “the nation that does not promote, protect 
and preserve its home is doomed.” It seemed 
for a time that the radio might be a strong 
factor in promoting home life, as people would 
stay at home and enjoy the wonderful programs 
coming over the air, but the automobile manu- 
facturers were alert and now radios are being 
installed in our motor cars, “We can now go 
rolling over the highway and still listen to 
Amos and Andy.” Declaring that “when a 
lumberman sells a home to a family for which 
they are able to pay he is conferring upon them 
and upon the community an everlasting benefit,” 
he said: 

A home consciousness is one of our great- 
est needs today. In a recent issue of the 
AMERICAN LUMBERMAN it was suggested that 
there be taught in our public schools a 
course in home building and home owner- 
ship. Nothing could be more fundamental or 
of greater value to our school children in 
later years than a knowledge of home con- 
struction. The coming generation would be 
fortified against 
cheap construction of 
built-to-sell houses 
that is so damaging 
to our industry 
today. 


The 


— 





speaker gave 


some startling figures 
showing the need for 
remodeling and repair- 


I. B. McFARLAND, 


Houston, Tex.; 
Retiring President 


ing of old homes and 
said the principal rea- 
son the householder is 
delaying these needed 
improvements is his 





not knowing whom to R. G. HYETT, 
consult or how to Houston, Tex.; 
finance them. He also Secretary 
referred to the tre- 

mendous tax burden laid upon the people, 


said “the modest home of the poor man and real 
estate in general are made to bear an unjust 
proportion of this load,’ and sounded this clar- 
ion call: 

Let us voice a ringing protest against such 
extravagance and waste. Let us seek to 
lighten the burden laid upon real estate and 
particularly the home. 


Reference was made to the prospective mar- 
keting of the factory built steel house; to the 
fact that the lumber industry is at work on 
fabricated houses of wood; to the great need 
for comfortable homes at a low price; to the 
possibility of building modest priced houses of 
plywood; to the need for making the homes at- 
tractive inside and out, artistically and archi- 
tecturally correct, harmonious in color, con- 
venient in arrangement and planned for com- 
fort and health. Predicting that American in- 
genuity will meet this need, the speaker said 
in closing this inspiring address: 

If our industry can quickly work out a 
solution to this problem we will justify our 
right to a continuation of our existence, ren- 
der a deep and abiding service to our genera- 
tion and reap a rich reward. Let us preach 
the doctrine “Spend for the home in 1932” 
and in every other year. 
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H. H. Williamson, Texas Agricultural and 
Mechanical College, told of some of the splendid 
work accomplished by the extension department 
and expressed appreication of the splendid sup- 
port and co-operation received from the lumber- 
men. 

Orville Greene, Syracuse, N. Y., made a 
strong plea for support of the associations and 
deplored the fact that too often when the deal- 
ers begin to economize they cut out association 
dues and trade papers, the two things most 
essential. He described the National Retail 
Merchandising Council and its functions and 
urged dealers to patronize association mills 
which recognize and co-operate with the dealers. 
Instead of spending so much time chizeling 50 
cents off the manufacturers’ price, the dealer 
should spend that time ringing door bells and 
drumming up business. He pronounced some 
severe strictures upon the banks that are aiding 
in continuing the depression by advising people 
not to buy or build. 

Following Mr. Greene’s talk, John Hill, 
Amarillo, defended the banks and said lumber 
dealers in Texas were getting the co-operation 
of the banks that are friendly to the lumbermen 
and of great assistance to them. 

The question box conducted by J. W. Rock- 
well brought out some tremendously interesting 
and helpful discussions. 

A more complete report of the first day’s 
sessions and the remainder of the convention 
will appear in the April 30 issue of the AMERI- 
CAN LUMRERMAN, 


OFFICERS ELECTED 


[Special Telegram to AMERICAN LUMBERMAN] 

Fort Worth, Tex., April 13.—New officers 
elected are: 

President—H. W. Galbraith, 

First vice president—Curtis 
San Antonio. ; 


Amarillo. 
T. Vaughan, 





Second vice president—R. P. Jeter, Cam- 
eron. 
Third vice president—T. B. Brazelton, 
Waco. 


Treasurer—N. C. 
Secretary—R. 
New 
& Co., 


Hoyt, Houston. 

G. Hyett, Houston. 
directors—J. M. Reichenstein, Cowser 
Dallas; George M. Griffith, Griffith 
Lumber Co., Dallas; Walter Sloan, Sloan 
Lumber Co., Fort Worth; Scott Teal, Teal- 
Penry Lumber Co., Fort Worth; Lee Petrich, 
Petrich-Sauer Lumber Co., San Antonio; Fred 
C. Smith, Cicero Smith Lumber Co., Brown- 
field; James Crump, Drummond Crump Lum- 
ber Co., Paducah; Julius Ballard, Jones Lum- 
ber Co., Houston; James Pickering, Anchor 
Lumber Co., Victoria. 





$y unanimous vote Corpus Christi was se- 
lected as the place for the annual meeting in 
1933. 


TEXAS LINE YARD DEALERS IN ANNUAL 


Fort WortH, TEx., April 11.—At the annual 
convention here today of the Texas Line Yard 


Retail Dealers’ Association officers were 
elected for the ensuing year as follows: 
President—G. H. Zimmerman, Waco, Tex. 


First vice 
Dallas, Tex. 

Second vice president—H. B. Hawley, Dal- 
las, Tex. 

Treasurer—P. E. Turner, Houston, Tex. 

Secretary—J. Lee Johnson, Jr., Fort Worth, 
Tex. 

Directors—W. L. Foxworth, Dallas; J. W. 
Deal, Kansas City, Mo.; J. E. Hill, Amarillo; 
R. E. Wooldridge, Gainesville; H. B. Hawley, 
Dallas; P. E. Turner, Houston; Willard Bur- 
ton, Fort Worth; J. Lee Johnson, Jr., Fort 
Worth; T. C. Spencer, Houston; I. B. Mc- 
Farland, Houston; A. B. Mayhew, Uvalde; 
Cc. T. Vaughan, San Antonio; W. H. Curry, 
Waco; E. P. Hunter, Waco; C. D. Sham- 
burger, Wichita Falls; J. R. Drake, Austin; 
G. H. Zimmerman, Waco. 


president—W. L. Foxworth, 


Distribution practices, taxation, governmental 
economies, operating costs, and the business 
situation, present and prospective, were the 
principal subjects that occupied the attention of 
the convention, the sessions being presided over 
by Henry Sauer, of Houston, retiring president. 








Loans From Banks to 
Stimulate Building 


[By F. J. Caulkins} 

Boston, Mass., April 11.—Weather condi- 
tions, lower wage levels in the building trades 
and a lifting of the ban against loaning for 
home building by the co-operative and savings 
banks in this State, have combined to place the 
construction industry and the lumber distribu- 
tors in 2 much more optimistic frame of mind 
during the last thirty days, than has been in 
evidence at any time during the last three years. 
Just prior to April 1 the Boston Building 
Trades Council, representing more than twenty 
thousand building workers in the Boston dis- 
trict declared in favor of a voluntary wage cut 
of 15 percent, and urged all local unions to 
accept the plan. Already six of these unions, 
and one district council, have officially assented 
to this cut, while the Building Trades Employ- 
ers Association have countered with the sug- 
gestion that if the cut is to produce desired 
results it should go deeper--to at least 25 per- 
cent off the old wage scale. It is believed, 
however, that the reduction will not exceed 
15 percent at this time, and it is agreed that 
the revised scales shall remain in force but 
a single year and be subject to revision— 
either up or down—one year hence. But as 
this will be the first revision downward in 
wage scales governing building labor since 
the World War, it is regarded in business 
circles as a move toward normalcy in build- 
ing labor costs that will eventually carry 
wage scales back to a normal level. 


Banks to Offer Building Loans 


As was noted in this column two weeks 
ago, the writer had the authority of the 
secretary of the Massachusetts Co-operative 
Bank League for the statement that within 
thirty days the 227 banks of the State would 
be ready to loan to home builders much more 
freely than in the past, and that within sixty 
days all the money necessary would be avail- 
able for such loans, for the Central Co- 
operative Bank, recently authorized by the 
legislature, would be functioning with an 
adequate supply of funds for all reasonable 
emergencies. This is a central “pool” into 
which the surplus funds of the stronger 
banks of the State are placed, to be drawn 
upon by such member banks as are unable 
to answer all calls for sound loans. Already 
many applications that had been filed during 
the last year have been acted upon favorably, 
and in another month this splendid group 
of banks will be equipped to meet all calls 
for sound construction loans. I want to re- 
peat what was said here two weeks ago. 
The first co-operative bank was started in 
this State in 1877. There are now a total 
of 227 in the State, and during that period 
of 55 years there has been but one bank 
forced to liquidate, due to a defalcation by 
an official, and every depositor was paid 87 
percent of his claim. Such a record is per- 
haps without parallel in banking circles. The 
old type of mutual savings banks, found in 
nearly every city and town in New England, 
is a close second to the co-operative as a 
safe and sane loaning institution, and it is 
perhaps fair to say that the savings depart- 
ments of the trust companies—in view of 
recent developments—should be rated as a 
bad third. The move of the co-operatives in 
setting up a central bank or “pool” has been 
followed within a month by a similar move 
by the savings banks of the State, in creat- 
ing a “Central Fund Bank” which is now 
functioning in Boston, and upon which the 
smaller banks of the State will be able to 
draw in securing funds for loaning to the 
home builders where their own “free” funds 
are inadequate. This is the most important 
move to liberalize loans to home builders 
that has come to the surface in many years. 


Yards Are Grade-Marking Stocks 


The move to standardize grade-marked lum- 
ber in all corners of New England has made 
some progress within the month, and it seems 
to be the consensus of both wholesale and re- 
tail distributors that it is a step in the right 
direction. Since the visit here in March of 
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Col. Greeley, of Seattle, Wash., secretary-man- 
ager of the West Coast Lumbermen’s Associ- 
ation, several moves have been made toward 
setting up the machinery for supplying this 
class of lumber. The Boston chapter of the 
Northeastern Retail Lumbermen’s Associa- 
tion has established a survey force of its 
own, with E. Bernard Putney, of 7 Eleventh 
Street, Melrose, in charge as chief inspector. 
Qualified inspectors are supplied with iden- 
tification cards signed by Frank Whitty, of 
Blacker & Shepard Co., and by Mr. Putney as 
chief inspector. All unmarked structural 
lumber now on the yards is being officially 
graded and marked as rapidly as possible, 
and most yards are now well supplied with 
stock properly grade-marked to meet the 
requirements of the Boston building commis- 
sioner. The West Coast association has lo- 
cated J. B. Rine permanently at New York 
as chief inspector at all Atlantic coast points, 
and he will spend one week each month in 
the Boston district, when his headquarters 
will be at the Hotel Manger. The manufac- 
turers on the West Coast, and in the north- 
eastern spruce country, and the wholesale 
distributors at Boston, have a problem to 
solve in developing ways and means for sup- 
plying the small amount of grade-marked 





A Wise Course in Buying 


A very common mistake when prices 
have had a big advance is to “overstay 
the market,” to hang on until the chance 
to sell at a profit has disappeared. It is 
the same way when the market has had 
a big break. The disposition is to wait 
until the bottom has been reached be- 
fore stocking up, and many delay pur- 
chasing until the opportunity to get in 
on a profitable basis has been lost. 

No one knows whether or not the low 
mark has been reached, just as no one 
was wise enough to know when prices 
had reached their peak. When prices 
drop to the lowest point in years, how- 
ever, it would certainly look as if the 
bottom could not be very far off, and 
the wise course would seem to be to get 
in while the getting was good—Tu 
Corn Bett Farm Datttes. 





lumber now required at New England con- 
suming points, for to date it is called for 
only within the corporate limits of Boston, 
which city does not consume 2 percent of 
the lumber shipped from the West Coast to 
Atlantic seaboard, and probably less than 
10 percent of this class of stock that is 
landed on the Boston piers. The balance is 
back-hauled to the yards located within a 
radius of fifty miles of Boston. It is agreed 
that it would be a fine thing for the industry 
if all lumber were grade-marked. This pro- 
cess involves an added cost at the mill of 
approximately 50 cents a thousand feet, and 
logically this added cost must be absorbed 
by the ultimate consumer. 

U. M. Carleton, manager Dix Lumber Co., 
retail dealer at North Cambridge, Mass., and 
president of Massachusetts Retail Lumber 
Dealers’ Association, returned to his office 
on Monday, April 11, from a four weeks’ trip 
to the lumbering sections of the Pacific coast. 
While in Seattle he made an interesting so- 
cial call at the offices of the West Coast 
Lumbermen’s Association, where he was able 
to trace for the officials the origin and de- 
velopment of the movement at Boston call- 
ing for grade-marked lumber under the new 
regulations of the Boston building commis- 
sioner. 


History of Massachusetts Inspection 
For many decades prior to the war, the 
survey of lumber in Massachusetts was in 
the hands of the surveyor-general of lumber 
appointed by the governor. His certificate as 
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to grade and count was taken as final in 
any court. He had a staff of deputy inspec. 
tors varying from fifteen to thirty men. As 
a post-war measure of economy, the depart- 
ment was merged with the bureau of stand. 
ards, and ten or twelve years ago the entire 
force of inspectors resigned and formed the 
Boston Lumber Inspectors’ Association, which 
has since maintained headquarters at 24 Milk 
Street. This is today the neutral survey 
group at Boston, and is incorporated so that 
its survey certificate has a very convincing 
standing in the courts. 


New England Favors Standards 


The hope is that when the convention of 
New England Building Commissioners is held 
at Boston on April 25, definite steps toward 
the adoption of a uniform building code wil] 
be taken. That will provide at base for 
American Lumber Standards and _ grade- 
marked lumber in all corners of New Eng- 
land, It will give the manufacturers and 
wholesale and retail distributors something 
definite and desirable to work for. The ques- 
tion is frequently asked “Where did this agi- 
tation start” and the correct answer doubt- 
less is “When Prof. Charles W. Killam, head 
of the Harvard School of Architecture— 
about a year ago—told the lumbermen of 
Boston very frankly that they were bad mer- 
chandisers.” He declared that lumber in- 
formation as to grades, sizes, stresses ete. 
was not available to the specifier, while all 
other forms of building material present their 
story in fine detail for ready reference by 
the architect, and as a rule there is no op- 
portunity for juggling with grades or values, 
Naturally the architects favored use of the 
materials they could intelligently and safely 
specify. Later the building commissioner at 
Boston rejected several lots of structural 
timber that were found to be well below the 
specified grade and showed defects that made 
them both worthless and dangerous for load 
carrying purposes. Briefly this led natu- 
rally to grade-marking to assure the buyer 
that he was getting just what he was paying 
for, and to lift the lumber industry to a 
higher level of dependability in the eyes of 
the consuming public. 


Comparing West and East Coast Woods 


Another building commissioner has just 
stepped into the arena with a regulation that 
when 2x8-inch floor timbers are specified in 
fir, if spruce is substituted it must scale 
2x9-inch. This comes from the city hall 
at Newton, Mass. A prominent Boston ship- 
per of both fir and spruce has drawn the 
commissioners’ attention to the fact that 
West Coast fir is dressed four sides %-inch 
off each way, and as the lumber is dressed 
green it is quite sure to show further shrink- 
age before it reaches the eastern consuming 
job. On the other hand, spruce floor timbers 
are seldom dressed and when absolutely dry 
would scale from 1 3/6- to 1%-inch in thick- 
ness and would be full width. I understand 
that in a recent test in the laboratories of 
the Institute of Technology to determine the 
relative tensile strength of West Coast fir 
and hemlock, and eastern spruce, the latter 
was found to be equal to fir and really 
stronger than hemlock. The report that the 
ruling was a clear discrimination against 
spruce in favor of fir, is branded as unwar- 
ranted by the commissioner in a letter re- 
ceived from him today. 


Building Commissioners to Confer 

The convention of building commissioners 
of all the larger cities and towns in New 
England will run through three days—April 
25, 26 and 27. A proposed building code for 
all New England will be discussed, when the 
lumber interests will be represented by Frank 
Alcott, of New York, field engineer for the 
National Lumber Manufacturers’ Association, 
and Paul Collier, secretary of Northeastern 
Retail Lumbermen’s Association. By reason 
of this convention, the regular monthly ses- 
sion of the Boston Lumber School has been 
carried forward to Thursday evening, April 
28, when both Mr. Alcott and Mr. Collier will 
address the class. 

Frank Alcott, of New York, field engineer! 
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for the National Lumber Manufacturers’ As- 
sociation, who for several days in March was 
confined to his bed in a Boston hotel by an 
attack of influenza, has recovered and has 
returned to his New York office. He was 
to address the Boston Lumber School on 
March 24, and was moving from New York 
to Boston by train to keep this engagement, 
He was severely ill upon arrival, and was 
moved directly to his hotel. He will return 
to Boston, however, on Monday, April 25, 
when he will address the New England con- 
ference of building commissioners as they 
attempt to put the finishing touches to the 
new building code, which it is hoped will be 
perfected and adopted at all of the large 
cities of New England. 
Another Mail-Order House at Boston 

Only a few months ago, announcement was 
made that Sears-Roebuck had established a 
Boston connection for handling its house 
construction contracts in eastern Massachu- 
setts. It is now noted that another famous 
mail order house, Montgomery Ward & Co., 
has opened offices in the Park Square Build- 
ing, at Boston, for the sale of building ma- 
terials. It is stated that this company will 
handle residential buildings to cost anywhere 
between $2,000 and $100,000, supplying the 
building materials and required construction 
funds up to 60 percent of the combined value 
of land and buildings, and accepting mort- 
gages in payment. Mortgages will bear 6 
percent interest and provide for monthly 
amortization. It is further announced that 
most of the business will be in houses to cost 
from $10,000 to $12,000 to erect, and that no 
commercial buildings will be handled. 


Surplus of West Coast Lumber Reduced 


Cargo receipts of West Coast fir and hem- 
lock at Boston for March totaled 11,099,072 
feet, and compare with 7,986,680 feet in Feb- 
ruary, and 18,963,240 feet in March, 1931. 
These figures are assembled exclusively for 
this column. Receipts for the first quarter of 
1932 totaled 32,045,859 feet, against 42,604,250 
feet landed here in the first quarter of 1931, 
and 44,181,243 feet for the same period in 1930, 
When in early February—with demand very 
light—it was found that the aggregate of 
unsold parcels soon to arrive was excessive 
a “pool” of such parcels was formed by the 
local intercoastal receivers, and this stock 
was placed in storage at the Wiggin Terminal 
to be drawn upon as wanted by the members 
of the “pool”. The initial amount was 6,358,- 
000 feet, to which has since been allocated a 
shipment of 1,500,000 feet found to be afloat, 
bringing the total in the pool to 7,858,000 feet. 
Withdrawals have brought this down this date 
to 4,500,000 feet, and, as there have been no 
shipments of unsold lots to arrive before May 
15—the date upon which the “pool” termi- 
nates—it is felt that all surplus will have 
been sold and moved before that date. Based 
on the current $10 freight rate, this No. 1 
common fir is offered at $16 and $16.50 off 
page 11% of the West Coast manual f. o. b. 
cars or trucks at the dock, while mill ship- 
ment orders are held at $14 to $14.50 off. De- 
mand from the consumer, and therefore from 
the yards, is still far below normal for this 
early spring season. 

The only cargo arrival at Boston from the 
West Coast to date in April came in on April 
7 in the steamer San Lucas. She went direct 
to the Wiggin Terminal and will discharge 
2,870,696 feet of fir and hemlock, also 11,818 
bundles of red cedar shingles. The Sage 
Brush, of the Shepard Line, will arrive later 
in the month and, aside from this boat, no 
further arrivals are listed for April, due to 
the plan adopted by local receivers to ship 


no further unsold lots for arrival before 
May 15. 


Discusses Intercoastal Ship Regulation 

T. H. Shepard, of Shepard & Morse Lumber 
Co., of Boston, New York and Seattle, also of 
the Shepard Steamship Co., operating four 
lumber and passenger carrying boats in the 
intercoastal trade, was in Washington on Fri- 
day, April 8, attending a hearing in connec- 
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tion with the bill of Senator Hiram Johnson 
known as the “Intercoastal Shipping Act of 
1932.” This bill would vest with the Ship- 
ping Board or similar governmental agency 
regulatory powers over intercoastal freight 
carriers such as is exercised by the Inter- 
state Commerce Commission over the rail- 
roads. Mr. Shepard is opposed to the bill on 
the ground that the so called “Conference” 
of intercoastal steamship operators now has 
the problem well in hand, and that too much 
regulation by the Government might do more 
harm than good. He will go from Washing- 
ton to his West Coast office in Seattle. 
New Kilns Are Being Kept Busy 

Warner R. Butler, of W. R. Butler & Co., 
140 Federal Street, Boston, new England sales 
agents for Elliott Hardwood Co., of Potsdam, 
N. Y., leading manufacturer of Adirondack 
maple and birch, returned to his Boston office 
on Thursday, April 7, from a week’s visit at 
the Potsdam plant. Both the sawmill and 
planing mill at Potsdam are running to ca- 
pacity, and are specializing in the production 
of maple heel stock. The company’s new bat- 
tery of Moore dry kilns is now being worked 
to capacity and will soon call for additional 
units. A distinct gain in volume of sales— 
particularly of heel stock—is reported both at 
the Boston office and at the mill office in Pots- 
dam. Soon after leaving for this trip to the 
mill, sneak thieves entered Mr. Butler’s apart- 
ment in Pleasant Street, Arlington, evidently 
in search of money. Finding none, they scat- 
tered all contents of drawers and closets over 
the floors and departed, taking with them little 
if anything of value. 


Handles Hardwood Specialties, Western Pines 


The Jones Hardwood Co., for more than 
thirty -years identified with the Boston mar- 
ket, with offices in the Statler Building, moved 
April 1 to the second floor of the building at 
18 Dorrance Street, in the Charlestown dis- 
trict. On these premises the company has 
storage facilities for the Philippine mahogany 
shipped here by the Cadwallader-Gibson Co., 
of Los Angeles, Calif., for which the Jones 
Hardwood Co., is New England agent, also the 
product of Floorantile Co., makers of a pat- 
ented plywood flooring, tiling and wainscot- 
ting, in which company Gardner I. Jones is 
an executive officer. His son, Damon E. 
Jones, a graduate of Williams College, who 
for a number of years has been associated 
with his father, will now do business under 
his own name at 18 Dorrance Street. He is 
specializing in Forsythe & Parkes brand and 
the Walker brand of oak flooring, and the 
Flanner brand of birch and maple flooring, 
and also serves as eastern New England rep- 
resentative for the William Schuette Co., of 
New York, shipper of Ponderosa, California 
and Idaho pines. 

Firm Transfers Boston Headquarters 

Harry E. Pearsall, vice president of Guern- 
sey-Westbrook Co., of Hartford, Conn., who 
for many years has operated the Boston office 
of the company at 1 Beacon Street, has trans- 
ferred this Boston headquarters to 93 Union 
Street, Newton Center, Mass., where his new 
telephone numbers will be 4800 and 4801. His 
company is a real factor in the wholesale 
distribution of intercoastal cargo lumber, 
southern and western hardwoods, serving also 
as sales representatives in New England and 
Metropolitan New York for the redwood prod- 
uct of the Hammond Lumber Co. (Inc.). 

Herbert C. Veno Co., retail dealer at New- 
ton Highlands, Mass., has made an assign- 
ment to Charles S. Wentworth, of the Stough- 
ton (Mass.) Lumber Co. Mr. Wentworth is a 
veteran dealer in lumber, both at wholesale 
and retail, and during the World War served 
as a major at the training camps. Prior to 
starting his yard at Newton Highlands ten 
years ago, Mr. Veno had been associated with 
the Basley Lumber Co., at Newtonville. 


Suffer Losses from Fires 
Fire on Sunday, March 27, destroyed all 
buildings on the old lumber yard of the Ed- 
ward Perkins Lumber Co, at Newburyport, 
Mass. ‘This property was sold at auction 


Receipts of Coast 
Woods Decrease 


about five years ago by a local bank holding 
a mortgage, and was bought by Arthur J. 
Brooks, a local dealer, and Harry B. Stebbins, 
of the H. B. Stebbins Lumber Co., of Boston. 
Loss is estimated at $20,000. The buildings 
however were very old, were unoccupied and 
uninsured. 

Fire on March 31, in the lumber and shingle 
shed of Crowley Lumber Co., Medford Street, 
Malden, Mass., caused damage of about $8,000. 


Takes Part in Stage Play 


Robert C. Pepper, secretary and office man- 
ager of Rice & Lockwood Lumber Co., of 
Springfield, Mass., who has taken part in 
many amateur plays in that city, had the im- 
portant and difficult role of Captain Andy 
in the presentation of “Show Boat” by the 
Kiwanis Club, which ran five nights—March 
29 to April 2—at the Court Square Theater. 
The proceeds went to local charities. Mr. 
Pepper is a director in the National-Amer- 
ican Wholesale’ Lumber Association, and at- 
tended its convention in Atlantic City, N. J., 
this week. 


Low Priced Home Fea- 
tured at Boston Show 


[AmeRIcAN LuMBERMAN Staff Correspondent} 


Boston, Mass., April 12.—The Home Beau- 
tiful Show which was concluded here a few 
days ago after attracting a record attendance, 
made evident that the attention of the buying 
public is concentrated on the low-priced single 
house. The $3,800 home, launched here in con- 
nection with the show, “caught on” with ex- 
traordinary success. It has charm and utility 
in equal proportion. It must be remembered 
that it cost $3,800 above the ground, the cost 
of the land and foundations not being in- 
cluded. Figures recently compiled in Greater 
Boston show that 54.56 per cent of the fami-~ 
lies in this area have incomes of less than 
$3,000 a year, and, according to housing 
statistics, none of these families should at- 
tempt to acquire a home which would cost 
more than two and one-half times the yearly 
family income. A low priced home is within 
the reach of more than 54 percent of the 
families in the Boston territory, and similar 








SPRAY PAINTING 
INFORMATION FREE! 


Retail lumber dealers and others who 
are producing garden furniture, trellis, 
doll furniture and other wood special- 
ties and priming all material before 
assembly or sale are invited to write 
for unbiased, authoritative information 
regarding use of spray painting to sim- 
plify the priming or painting job. 


A leading manufacturer of spray paint- 
ing equipment makes this special offer 
without obligation merely to acquaint 
those doing painting with the spray 
process. Actual experience has shown 
that cost of priming and painting can 
be materially reduced by spraying 
equipment. 


If you have no special painting prob- 
lems, just say, “send your general cir- 
cular.” 


Address “G-65,” American Lumberman 
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conditions probably obtain generally in this 
country. 

The show also brought out strikingly the 
changing fashions in furniture. Maple was 
one of the most favored woods. A fact that 
attracted special attention is that many of 
the pieces were made in New England, which 
is, apparently, getting back intensively into 
the field of furniture manufacturing, and 
challenging the supremacy so long held by 
the middle West, 


The E. C. Young Co., of Randolph, Mass., 
is specializing in wooden garages, bunga- 
lows, summer camps and roadside stands. An 
exhibit maintained here is said to be the 
largest and most interesting of the kind to 
be found in New England, and special efforts 
are made to attract motorists. 


Hardwood demand has been quite conserv- 
ative. Competition is very keen, and prices 
irregular. Maple has been receiving a good 
share of attention, as maple furniture is be- 
ing featured, and one of the leading manu- 
facturers of automatic refrigerators is now 
using hard maple extensively. Wholesalers 
report a noticeable reduction in offerings of 
Canadian maple. The foreign market is still 
quiet but the British hardwood market is 
showing a firmer tone. Local flooring prices 
have suffered another slump. Buyers are 
timid. Quotations, 4/4 FAS and No. 1 com- 
mon; Ash, $63@66, and $40@45; basswood, 
$55@65 and $41@45; beech, $50@65 and $37 
@45; birch, $60@70 and $143@48; maple, $60 
@75 and $40@48; oak, plain hard red, $73@75 
and $54@56, plain hard white, $83@88 and 
$55@58; plain soft white, $102@107 and $60 
@62; quartered medium texture white, $110 
@115 and $70@73; quartered soft white, $135 
@140 and $78 @82; poplar, medium texture, 
$70@75 and $39@42 (saps, $47@50); soft, 
$95@100 and $47@51 (saps, $63@68). Floor- 
ing, plain white oak, clear, $52.50@58.50; 
select, $46.50@47.50; No. 1 common, $39.50 
@42.50; first grade maple, $53; first grade 
birch, $50. 

Southern Pine.—Trade is slow and prices 
are inclined to sag. Yard stocks are light. 
The going price for satisfactory 8-inch air 
dried roofers has dropped to $19.50. Very 
nice B&better 11/16-inch partition may be 
had for $29, and $31.75 is about top. Floor- 
ing is very dull and business has been fur- 
ther depressed by another drop in hardwood 
flooring quotations. B&better near rift is 
getting some attention. The current range 
of quotations for 1x4-inch shortleaf and long- 
leaf is about as follows: B&better rift, $50@ 
56.25; C rift, $42@45; B&better near rift, 
$41@44; B&better flat, $30@34.50. Plank, 
dimension and heavy timbers are mdving 
very slowly. 

Douglas Fir.—April has brought very little 
improvement in the Douglas fir trade. Re- 
tailers, as a rule, show a disposition to pur- 
sue a waiting policy. Mill shipment prices 
have become more irregular during the past 
month under stress of urgent selling pres- 
sure. Some orders have been placed at 
$16.50@17 off page 11% Atlantic Differen- 
tials and $15@15.50 off is the range quoted 
by conservative wholesalers, Dependence 
upon transit offerings to fill in present light 
vard stocks on a necessitous basis is holding 
prices reasonably steady as follows: 2x3, 2x4, 
$14.50 off page 10% Atlantic Differentials; 
2x6, 2x7, $15 off; 2x10, 2x12, $14 off; 3x3 and 
thicker, $15.50 off. No. 1 boards, $18.50; No. 
2, D4S, $17; matched and beaded, $18; No. 3 
square edge, $15; matched, $15.50. All these 
quotations are for lumber on Boston dock. 
tail trade in uppers is slow and the market 
is intensely competitive. Fir veneers and 
plywood are getting a good share of the pres- 
ent quiet business. Fir plywood is particu- 
larly popular with box shops for such items 
as bakery trays, as it has been found strong 
and durable, without odor, and the cost is 
low. 

Hemlock.—Efforts to. sell 
eastern hemlock boards have been almost 
abandoned by New England wholesalers. 
Clipped are offered at $21 and random at $20, 
but there are plenty of competitive offerings 
of other species at less money to satisfy the 
quiet demand. Some country mills are find- 
ing more or less local demand for native 
hemlock. City yards are buying a little 
western hemlock, but sellers are urgent, 
buyers indifferent and prices are irregular. 
Quotations: mill shipment, Boston dock de- 
livery, $15.50@17 off page 11% Atlantic Dif- 
ferentials; transits, 2x3, 2x4, $15.25 off page 
10% Atlantic Differentials; 2x6, 2x7, $15.75 
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off; 2x10, 2x12, $14.75 off; 3x3 and thicker 
$16.25 off. The cargo rate for April shipment 
is fairly steady at $10. 


Eastern Spruce.—Frames are moving very 
slowly, and prices are barely steady. Ran. 
dom lengths are distinctly dull, and are Weak 
Boards are very hard to move in competi. 
tion with cheap lumber from the South and 
West. Lath are so scarce that prices continue 
to be well maintained despite the light buy- 
ing. Quotations: Dimension, 8- to 20-foot 
2x3-, 2x4-, 2x6-, 3x4-, 4x4-inch, $25@26; ox’ 
inch, $28@29; 2x10-inch, $32@34;: 2x12-inch 
$35@36; 4x6-, 6x6-inch, $26@27; 4x8-inch 
$28@29; 6x8-, 8x8-inch, $30@32; random 
lengths, 2x3-, 2x4-inch, $19.50@20: 2x6, 2x7. 
inch, $20; 2x8-inch, $23@24; 2x10-inch, $30@ 
32; covering boards, D1S, 5-inch and up, g. 
foot and up, $21@22; matched, random 
lengths, 1x6-, 1x7-inch, $23@24; lath, 1%. 
inch, $3.75@4; 15-inch, $4.75; furring, 2-inch 
$19.50@20. 

Western Pines.—Sellers of Ponderosa Dine 
are urgent, buyers are indifferent, and Prices 
irregular. Some producers refuse to concede 
from lists, some wholesalers decline to sub. 
mit low bids or to split commissions, put 
there always are others. Local stocks are 
light, and dealers are replenishing on a hand- 
to-mouth basis. Wholesale prices for Idaho 
white pine have held about steady since the 
first of April. Local demand is slow and 
stocks are light. Retail distributors are 
competing eagerly for the scanty business 
offered and there is more or less price cut- 
ting. Wholesale quotations: D select, 1x4. 
inch, $46.50; 1x6-inch, $47.50; 1x8-inch $48.50: 
1x10-inch, $58.50; 1x12-inch, $91.50; No, 2 
common, 1x4-, 1x6-inch $42.50; 1x8-, 1x10- 
inch, $41.50; 1x12-inch, $51.50. 


Cypress.—Trade has picked up a little but 
is still light. Demand for yard items is dull, 
Yard stocks are small. Industrial trade is 
fair. One local firm specializing in tanks and 
greenhouse work reports some good orders in 
process, and promising business being nego- 
tiated. Prices are easy and the market is 
intensely competitive. 

Clapboards.—Yard stocks are very light. 
Business is unseasonally quiet, despite attrac- 
tive concessions, particularly on West Coast 
stock. Very few native white clapboards are 
now being manufactured, and production of 





eastern spruce clapboards is exceptionally 
light. 
Boxboards.—Boxboard distributors find vol- 


ume of business unsatisfactory, and prices 
even more so. Some box manufacturers are 
using a little more lumber than they were a 
few weeks ago, however. Stocks of box lum- 
ber, although considerably lighter than usual, 
are sufficient, and strong selling pressure 
prevents any stiffening of prices. White pine 
boxboards are offered at $18@20 for round 
edge inch, and $22@24 for square edge. 


The Duo-Vent Window Co. has been char- 
tered to manufacture, buy, sell and deal in 
windows, doors and building materials. 
Headquarters will be in Boston. Edmund 
Burke, of Boston, is president; Elbridge C. 
Gale, of Boston, treasurer, and Grafton L 
Wilson, of Brookline, clerk. 

John P. Hemphill, general manager Madera 
Sugar Pine Co., looked over the New England 
market last week, and called on local con- 
nections. He reported current business dis- 
tinctly on the quiet side, but is looking for 
an early expansion in orders and possibly 
stronger prices. He has found eastern stocks 
abnormally light. 


Indications of Easier Mort- 
gage Market 


Few building plans have been filed in the 
suburbs, and the city market is stagnant. 
In Westchester, Long Island and New Jer- 
sey, there is a good deal of trading in homes 
which carry long-time mortgages, indicating 
that home building might start up again ! 
new mortgage money became available; but 
the building and loan companies and_ the 
banks are not considering applications. Some 
hope was seen last week when the State 
Title & Mortgage Co., of this city, applied for 
and received a $4,500,000 loan from the Re- 
construction Finance Corporation with which 
to cover bond maturities. This action gave 
rise to the rumor that the Government's 
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agency will put a good deal of money into 
this market to ease the building money situ- 
ation. If this happens, it is said, home build- 
ing will start immediately, and the suburban 
yards will be able to order extensively. Their 
present stocks are ample for day to day 
repair demand, but would be quickly depleted 
py even a small amount of new building. 

“At a Nylta Club meeting last Friday, the 
jumbermen were exhorted by several speak- 
ers, including Frank C. Schmitz, Henry Vet- 
tel, Frank Alcott, of the National Lumber 
Manufacturers’ Association, and J. F. Carter, 
of the Southern Pine Association, to develop 
more co-operation among themselves, and to 
use their energies to sell lumber, rather than 
to unsell their competitors. Among the sub- 
jects discussed were the competition of steel, 
the fire-proofing of lumber, and the use of 
trade associations. Mr. Carter, with H. C. 
Berckes, of the association, have been tour- 
ing this territory, and left for Boston re- 

ly. 

en sales and inquiries have fallen off 
here. No species of lumber remains on a 
firm price basis, despite the fact that scarcity 
in some lines has become acute. Short sell- 
ing is common among commission men, and 
several lumbermen formerly considered as 
mill representatives have announced their in- 
tention of setting up as commission mer- 
chants with the idea of going after new 
accounts. 

Railroad buying is decreasing. Only three 
eastern roads took up their monthly requisi- 
tions this month, and no new roads have en- 
tered the market. There is still no buying 
for stock. 

West Coast waterborne receipts far exceed 
needs here, and prices are slipping. Douglas 





Prices Are TOO Low 


The raw materials price index is just 
23 percent below the pre-World War 
level; just 23 percent below the 75-year 
average since the Civil War, and just 23 
percent below the 100-year average. 
Thus we are able to prove by three com- 
parisons that the present price level 
must be 23 percent too low, even though 
we admit no progress in one hundred 
years. — CENTRAL Repusric Bank & 
Trust Co., Cuicaco. 





fir is again coming 
pine commons are 
However, those rare 


borne lumber for 


in unsold, and western 
available at the dock. 
buyers who want rail- 
specific jobs are having 
some difficulty in placing orders, as they 
refuse to pay a price that will allow re- 
manufacturing, and there is not enough lum- 
ber available in the hands of mill represen- 


tatives to fill orders. Scarcity has had no 
effect on prices, which continue to decline, 
but has simply made several buyers hold 
back, 


Douglas Fir has returned to a transit basis. 
It is rumored that the intercoastal ship rate 
of $10 is not holding firm, and that lumber 
is being put on the boats at cut rates. There 
is little inquiry, and competition for the rare 
orders is very keen. Lumber on the docks 
or in transit is selling as low as $17 off page 
10% Atlantic differentials; but one pre-sold 
shipment was booked last week at $13 off 
Page 10%, 


Western Pines are quiet. There is a tre- 
mendous amount of No. 3 common Ponderosa 
Pine on the docks at the buyer's price, 
shipped under the old mill-to-Pacific rate, 
which has been withdrawn, Orders now be- 
ing booked for selects, which are scarce here, 
show no improvement in price, and in some 
cases a slight decline, but specialists in Pon- 
derosa pine expect a marked improvement 
in the next thirty days. Most of the mill 
representatives are unable to book orders 
for D selects, and are refusing to lower their 
Prices on C selects to take orders. Idaho 
Pine is getting a little more inquiry, but not 
many orders. California sugar pine remains 
Profitable on a limited basis. 


Southern Pine is dull. Prices are falling. 
Specialists in railroad business believe that 
the rails are going to attempt to cut down 
On their orders, Retail yards report that 
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they have more than enough southern pine 
on hand to care for orders expected. 


Hardwoods remain unchanged. Maple and 
oak are selling better than other woods, but 
prices are not satisfactory. Cabinet woods, 
and stock for furniture factories, are not in 
any demand at all. 





Home Building Holds Up Well 
Despite Depression 


MINNEAPOLIS, MINN., April 13.—This “city 
of homes” has felt no depression in home build- 
ing. Despite reports of widespread business 
recession, wage earners here built as many 
homes in the last six months as in the corre- 
sponding six months of the previous year, and 
spent nearly as much money on them, statis- 
_ prepared by the city building inspector re- 
veal. 

At Sunset Gables, in the Lake Nokomis sec- 
tion, along Memorial drive in North Minne- 
apolis, along Lyndale avenue, south of Fif- 
tieth street, and beyond the Lake Harriet sec- 
tion, small one-family homes have been going 
up by scores throughout the winter. 

“Depression?’’ questions Jesse Wakeman, ad- 
ministrative assistant in the building inspec- 
tor’s office. “Not so you could notice it! Dur- 
ing the past six months we issued 371 build- 
ing permits for one-family dwellings. This 
was exactly the same number as was issued 
during the corresponding six-month period of 
1930 and 1931.” 

The 371 permits from October, 1931, to 
March, 1932, involved expenditures of $1,411,- 
975, compared with $1,629,125 for the same 
months in 1930 and 1931. The average cost of 
these dwellings during the six months in 1931- 
32 was $3,806, compared with a $4,391 average 
for the prior period. 

This difference in average cost was attrib- 
uted to the unusually large reductions in build- 
ing materials which have been in progress for 
the past year, Mr. Wakeman explained. Peo- 
ple can buy or build homes cheaper now. Per- 
haps the only noticeable effect of depression on 
home building is the fact that fewer expensive 
homes are being erected now. The most ex- 
pensive heme built during the past six months 
cost $12,500, while for the corresponding period 
the year before the most expensive home cost 
$47,500. 

The $3,806 average home this winter con- 
sisted of five rooms and a bathroom, usually 
tiled, with modern heating devices. It included 
a garage and a basement and was intended 
usually for a family of four persons. People 
got no more for their money the year be- 
fore when the average home cost $4,391, Mr. 
Wakeman said. 

Not only has home building held up and 
actually increased during some months in the 
past winter, but there has been less speculative 
building, according to Leonard Soderberg, ju- 
nior engineer in the building inspector’s office. 
Fewer contractors, he says, have been willing 
in the past six months to erect large numbers 
of houses for speculative selling. The result 
is that the volume of home building was main- 
tained solely by individual building, the most 
substantial kind. 

Another good sign of the times is the in- 
creased number of prospective home builders 
who have come into the building inspector’s 
office for information and consultations, Mr. 
Soderberg said. They want to know every- 
thing from the proper way to put up a garage 
to how to remodel their living rooms. 

Before the month ends scores of renters 
throughout the city will be planning new homes 
on which construction will start the first of 
May. 

“Yes,” says Mr. Wakeman, “it may be hard 
to sell bric-a-brac these days, but depression 
kas not yet hit home building—at least in no- 
where near the degree it has struck elsewhere.” 





IN THE 12 months ended Dec. 1, 1931, State 
Auditor Nelson of Illinois advises that more 
than $150,000,000 was invested in building and 
loan associations by the people of that State. 
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“NEWMAN?” on Timbers 
Means the Best 
Longleaf Pine 


For many years—more than a 
quarter of a century—the name 
NEWMAN has stood as a guide 
to quality structural material. 
Buyers have long recognized that 
to order NEWMAN timbers is to 
insure themselves 100% Long- 
leaf stock cut true to specifica- 
tions and up to standard in every 
respect. 


The name NEWMAN is plainly 
stenciled on every big stick that 
leaves our mills and it positively 
eliminates all risk you take in 
buying unbranded structural ma- 
terial. 


Don’t forget that all NEWMAN 
timbers are sprayed so that they 
yard well. 


Let us have your inquiries for 
anything you need in 


TIMBERS, DIMENSION, 
FLOORING, FINISH, 
LATH, SHINGLES, Etc. 
All stock is manufactured strictly in accord- 
ance with the American Lumber Standards. 
Trade Marked, Species Marked and Certified 


J.J. Newman Lumber Co. 
BROOKHAVEN, MISS. 


Members American Pitch Pine Export Co. 
New Orleans, La. 
Eastern Sales Office: SCRANTON, PA. 
Also Selling Famous “Bude Quality” Shortleaf Stock 





Also SOUTHERN HARDWOODS 
We are prepared to supply Poplar, Red and Sap 
Gum, Red and White plain and quartered Oak, 
Beech, Hickory, Soft Maple, plain and quartered 
Tupelo, Sycamore and Cypress. Can mix with 

Yellow Pine if desired. 
AA TTT NSE ae 















DEPENDABLE BUILDING INSULATION 


Adds New 
Customers: - - 


Builds Good 
Will ano Pays 
a Good Profit 


There are three elements in 
every product that make that 
product the RIGHT one for the 


retail lumberman. 


Will it add customers? Will 
it, by merit, build good will? 


Will it pay a good profit? 
INSO LATH fills the bill all 


the way round. You can get 
new customers because INSO 
LATH is FREE EXPANDING, 
guarding against cracking or 
buckling of plaster, and giving 
insulating value as well. Be- 
cause of its high quality, the 
ease by which INSO LATH can 
be applied, and the satisfaction 
of having insulation as well as 
perfect plaster base, INSO 
LATH will build good will. 


As to profits, the Stewart 
Inso Board Corporation’s dealer 
plan assures the retailer of an 
added profit. That plan will be 
explained to you in detail if 
you will write to the corpora- 
tion’s general offices in St. Jo- 


seph, Mo., RIGHT AWAY. 


Stewart Inso Board Corp. 
ST. JOSEPH, MO. 
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South Carolina Hardwood Men 
Organize 


CoLumaia, S. C., April 11.—H. Brooke Sale, 
of the Hoffman Lumber Co., Columbia, was 
elected president of the Carolina Hardwood 
Manufacturers’ Club at an organization meeting 
in the Hotel Columbia, held here, April 7. The 
meeting was held under the auspices of the or- 
ganization committee of the Hardwood Manu- 
facturers’ Institute, and was attended by manu- 
facturers from South Carolina, North Carolina 
and Virginia. 

At the last meeting of the institute in Colum- 
bia it was decided to organize a Carolina club. 
Mr. Sale, P. Hande, of the Galloway-Pease 
Lumber Co., Sumter; J. C. Vergenson, of the 
Santee River Hardwood Co., St. Stephens, and 
L. C. Patillo, of Patillo, S. C., were named as 
the organization committee. The advisability of 
forming a club was discussed at that time and 
it was the consensus that it would prove bene- 
ficial both from a social and business stand- 
point. 

Other officers of the club elected were as fol- 
lows: 

Vice president—L. C. Patillo, Avondale 
Lumber Co., Patillo, S. C. 

Treasurer—J. C. Vergenson, Santee River 
Lumber Co., St. Stephens. 

Secretary—T. W. Dibble, Hoffman Lumber 
Co., Columbia. 


The president, vice president and treasurer, 
together with the following will form the board 
of directors: W. M. Camp, Camp Manufactur- 
ing Co., Franklin, Va., and P. Hande, of the 
Galloway-Pease Lumber Co., Sumter. 

The organization meeting occupied the entire 
day. By-laws and the constitution were 
finally approved. Frank Gadd, field representa- 
tive of the institute, was a visitor at the meet- 
ing. 


Plan to Start Spring Building 
Campaign 

MEMPHIS, TENN., April 11.—At the regular 
meeting of the Lumbermen’s Club of Memphis, 
held April 7, plans were made for a building 
and remodeling page to be a part of one of the 
local newspapers for a period of six or eight 
weeks. The page, which will feature the low 
cost of materials for improving and remodeling 
homes at this time, will carry advertisements of 
local dealers, as well as manufacturers, and the 
approval of the club was given, in order to 
aid in a building program for the spring of the 
year. 








Uniform Mechanics’ Lien Act 


Revised 


WasuinctTon, D. C., April 16.—Greater se- 
curity against loss by building owners when 
they are paying their accounts for new building 
construction is seen as a development which 
will result from the adoption by the States of a 
uniform mechanics’ lien act, a revised draft of 
which has just been completed by a committee 
working in collaboration with the Department 
of Commerce. The act will also eliminate diffi- 
culties in receiving payments by contractors, 
materialmen and others engaged in construction 
operations, it is said. The adoption of the act, 
the committee believes, will tend to improve 
credit conditions in the building industry and 
will provide an equitable balance between the 
burdens to be assumed and the benefits to be 
derived by persons affected by legislation of 
this nature. 

The committee which prepared the act was 
appointed by President Hoover while secretary 
of commerce in 1925 at the request of the Na- 
tional Association of Builders’ Exchanges and 
is representative of all the interests involved. 
Co-operating with it was a special committee 
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appointed by the National Conference of Com, 
missioners on Uniform State Laws. The op. 
ference gave the act its approval at its annual 
meeting in September, 1931, and this body and 
the American Bar Association will take they 
final action on the draft at their annual Meetings 
in 1932, 





New Plywood Literature of 


Interest 


SEATTLE, WASH., April 9.—Douglas Fir Ply. 
wood Manufacturers, with offices in the Skin. 
ner Building here, has just issued a most attrac. 
tive combination broadside and_ brochure, ep. 
titled, “Facts About Douglas Fir Plywood,” 
The pertinent question on the outside cover 
emphasized by a large question mark is, “Want 
More Modernizing Profits in 1932?” The 
broadside, which may be separated from the 
booklet, deals with the present advertising cam. 
paign of Douglas fir plywood and carries an 
announcement regarding the new one-quarter 
inch Douglas fir plywood wallboard. 

The booklet lists the different manufacturers 
of this product. It gives facts regarding the 
production, manufacturing features and uses, 
Comparative prices are given, physical char- 
acteristics, results of strength tests, and other 
properties. Illustrations of the use of plywood, 
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Stock required to build this seed and bulb 
storage cabinet is one panel of '-inch 3-ply 
30x48-inch, one panel 14-inch 3-ply 30x72-inch, 
the necessary hardware, and one drawer pull 


in many instances of new developments in these 
uses, are given, and the proper application and 
use are illustrated. It is indeed a textbook in 
brief and convenient form, just the right size 
for the average file. 

In construction bulletin No. 3, “Basement 
Profits for Builders,” issued by Douglas Fir 
Plywood Manufacturers, a number of illustrated 
cabinets, lockers, garden tool racks etc. are de 
picted by detailed sketches showing the various 
uses to which Douglas fir plywood can be put. 
The illustration presented herewith shows 4 
seed and bulb storage cabinet which, easily and 
cheaply built, can be utilized as a convenient 
receptacle to keep packages of seeds and eliminate 
the mess and bother of bulbs on the floor. Addi- 
tional bulletins offering many more new plans 
for builders and other wood users are in pro- 


cess of preparation and probably will be ready k 
within a few weeks for distribution to inter- ff 


ested parties. 





Mine Lappers AND STAIRS were considered 
by the mining standardization and co-relating 
committee of the American Institute of Mining 
& Metallurgical Engineers, at the annual Insti- 
tute meeting in February, with a view (0 
revision of the safety code governing theif 
construction, use and care, and the America 
Mining Congress authorized to prepare 4 
revision. 
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The old time Eastern logger took full advan- °sled his logs over frozen runways in the snow 
tage of these flood waters and used them asa __ and skid them up in endless rollways along the 
means for transporting logs, his plan being to bigger watercourses until the angry floods 
which were certain to come 
could carry them on its crest 
to the sawmills lower down. 
Billions of feet of logs were 
annually thus transported. 
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an MADERA SUGAR PINE CO., MADERA, CALIF. 
Bn: {PIONEER CALIFORNIA PINE PRODUCERS} 





inter- 
Because of their general interest, opotie to all users of pine lumber, 
this series of letters prepared by the Madera Sugar Pine Co., Madera 
Calif., and sent to its entire list of distributors, is being published serially 


idered in the American Lumberman, and will be available to any one interested. 
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No 
Wonder 
Booth- 
Kelly 

Lumber Is CERTIFIED 
For Quality and Grading 


Look at the size of these old growth Dou- 
glas Fir trees. These tall, straight, big 
bodied trees produce the kind of lumber 
that is worthy of any manufacturer's trade 
mark and guarantee. 


You know this is the age of branded, iden- 
tified merchandise. People insist on know- 
ing what they are buying and they appre- 
ciate the manufacturer's guarantee. 


Booth-Kelly Douglas Fir lumber is not only 
identified, but is TRIPLY CERTIFIED for 
quality and grading—the trade marks of 
West Coast Lumbermen's Association, the 
"Tree-Mark" of the National Lumber 
Manufacturers Association, and the figure 
"20" which is our own mill number. 


Booth-Kelly can furnish anything you need 
in Douglas Fir lumber and structural ma- 
terial. 


Remember, it's much easier to sell CERTI- 


FIED lumber. 


We are headquarters for Association Trade-Marked and 
Grade-Marked Douglas Fir Lumber. 


tliAltell 


SJGENE ORE 


TWO MILLS—SPRINGFIELD and WENDLING, ORE. 
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Why Only Whine? 

O Pessimists, why only whine? 

Take out your ad, take down your sign, 
Lock up your door, and shut your gate. 
You'll have to do it soon—why wait? 
The times are bad, and business bum— 
Call up the sheriff, let him come. 
You're licked at last, you must admit; 
Why only whine, not also quit? 


O Pessimists, why whine alone? 

For, when you whine, the truth is known— 
That you're all through, all done, washed up. 
In evry dogfight, it’s the pup 

Who howls that people know is through, 
That people know is licked like you. 

Why only whine? Why stick your tail 
3etween your legs and only wail? 


O Pessimists, of course you could 

Still do a little, if you would— 

Think nights, work days, look up and down 
For any business in the town. 

Of course you could plan, scheme, contrive, 
And keep afloat, and stay alive, 

And spread good news, and boost your line— 
And, if you could, why only whine? 


We See b' the Papers 


This year even Spring is behind. 

Capt. Robert Dollar is 88. And still at par. 

The world isn’t making much from peace 
work. 

As far as Japan is concerned, all is won save 
honor. 

Revolt is brewing in Brazil; brewing is re- 
volt in America. 

“Soak-the-rich” taxation is like the snowball 
the schoolboy throws: 

It is aimed at the silk hat but what it actually 
hits is the old lady. 

Of course Congress couldn’t be expected to 
go on passing wise legislation very long. 

One of the arguments offered for the sales- 
tax is its chief objection: 

That it is “painless,” and will not be noticed 
by the people who pay it. 

Ergo, it means a spending of public money 
without us really knowing it. 

The only good tax is one you walk up and 
pay, and know you're paying it. 
“Defeats Normal,” says a 

Now-a-days they seem to be. 

Man testifies in a Senate hearing that we 
need these $75,000 farm executives. 

But couldn’t we find someone who could lose 
just as much money for less of it? 

Perhaps if we had taxation without repre- 
sentation we would have less taxation. 

The only place that seems to be overstocked 
with boards is any ordinary township. 

There seems to be a board for everything 
except that hole in the Cedar Creek bridge. 

What has become of the old-fashion billion- 
dollar Congress that we used to worry about? 

Babe Ruth not only gets the same salary as 
the President but has fewer bottles thrown at 
him. 

Most of us would have been glad to take 
Babe Ruth’s cut and let Col. Ruppert keep the 
$75,000. 

There is nothing wrong with a country that 
pays a ballplayer $75,000 for six months’ work. 
Or there is. 

Jugo-Slavia is opening letters to see that they 
don’t contain money. It needn’t bother with 
any to us. 

We loaned a fellow $8 twenty years ago, and 


sport headline. 





expect to collect it at about the time Chin 
collects from Japan. 


The Senate costs the public $2,490 each hour 
it is in session. Now when a Senator sends 
you a copy of one of his $2,490 speeches, read 
it, and see if you think it’s worth it. 


Between Trains 


Detroit, Micu.—The president of the Mich. 
igan Bean Jobbers’ Association told us one to. 
day at the convention luncheon something that 
ought to interest you lumberjacks. It is the ip. 
stallation of a machine in his factory, or bean- 
ery, or whatever they call that kind of a place 
where beans are manufactured or measured or 
whatever it is they do to them—anyway, a new 
machine to “pick” beans. Of course you will 
say, “That’s nothing new.” But this machine 
sorts them not by size but by looks. It would 
be no trick at all to make a machine with a lot 
of little and large holes for the large and little 
beans to fall through; but this machine picks 
out the brown beans and lets the white beans 
go on their way. In other words when a 
colored bean comes along, through the opera- 
tion of a ray of light, the bad bean is removed, 

Don’t ask us how it does it, although we were 
told, but it was too tricky for us. Our interest 
in beans is entirely as a consumer, and it dates 
back to the beanhole days of the Michigan 
lumber camps, when you had beans on Monday, 
Tuesday, Wednesday, Thursday, Friday and 
Saturday, and then on Sunday had beans. But 
this machine set us to thinking, although think- 
ing has rather gone out of style and worrying 
taken its place. What we have been thinking 
is, where will it all end? 

If a machine can look at a bean and tell 
whether it is No. 1 or No. 2, it can do the same 
with a board. If a machine can see the beam 
in a bean’s eye, it can do the same with a knot 
in a piece of lumber. Maybe not the same ma- 
chine, but somebody will be getting up some 
other machine that can do it. It begans to look 
as though, a few years from now, the only fel- 
low who will be able to get a job will be some 
machine, not some man. The machine won't 
even need a man’s attention, what with its 
self-oiling this and its automatic that. Then 
about all there will be left for mankind to do is 
to go somewhere and shoot itself, with the ma- 
chine provided for that purpose. 

Woman soon finds that man is not needed to 
run a house, except for the small matter of 
paying the bills. Perhaps mankind will ulti- 
mately disappear and the world will be run by 
womankind, as it is already. All the work will 
be done by machines, and all the fun will be 
had by women, and all the men can go to the 
devil, which a great many of them are doing, 
anyhow. 


The Strength of Age 


There is a change that comes to wood, 
As it grows old, misunderstood. 

Some look upon it afterward 

And then they say, “This wood is hard.” 
But, as the summers move along, 

It grows not harder but more strong. 


The sapling bends with ev’ry breeze, 
But less the swaying of the trees, 

And less than trees the lumber bends, 
As years go by and time attends. 

For, dried and seasoned, then the wood 
Is always even yet more good. 


There is a change that comes to men 
As they grow old, a change again 
Misunderstood. For afterward 

A few will say the old grow hard. 

But, when the years of life are long, 
They grow not harder, but more strong. 
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Creosote Oil Prevents Decay 
and Termite Damage 





FOUNDATION 
TIMBERS 


LUMBER 
POLES 


TERMITES 


Write for booklet telling how Termites destroy foun- 
dation timbers. For permanent prevention, use A & L 
Timber, Pressure Treated with Pure Creosote Oil. 


AYER & LorRD TIE Co 


CHICAGO, ILLINOIS 


Plants—Carbondale, Ill., Grenada, Miss., Louisville, Ky., 
North Little Rock, Ark., Montgomery, Ala. 


Marine Ways—Paducah, Ky. 
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Movement to Make "May the 
Home Building and 
Repair Month" 


Houston, TeEx., April 11—A movement to 
“make the month of May the home building 
and repair month” is being launched by the 
Lumbermen’s Association of Texas and will 
be brought prominently before the annual con- 
vention in Fort Worth this week. Noticing 
the recent publicity in the newspapers concern- 
ing the suggestion of the President that the 
public buy automobiles, President I. B. Mc- 
Farland, of the Lumbermen’s Association of 
Texas, sent to President Herbert Hoover a 
telegram as follows: 

We believe that the public will give con- 
sideration to newspaper quotation of your 
suggestion that they purchase automobiles. 
The lumber industry is now making an earn- 
est effort to make May the home building 
and repair month. In this we are trying to 
reduce the unemployment of the many thou- 
sands of contractors, carpenters and the 
twenty-seven allied tradesmen. Similar news- 
paper publicity from you would add momen- 
tum to this movement, which is just being 
started, having its origin in this State. Will 
greatly appreciate your support in this un- 
dertaking. Thanks. 

Retail lumber dealers are being urged to 
foster campaigns of this kind in their com- 
munities, co-operating with contractors, car- 
penters and other tradesmen, welfare organiza- 
tions, commercial clubs, and all other sources 
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interested in helping to relieve the unemploy- 
ment situation. While the slogan is to “make 
the month of May the home building and re- 
pair month,” it is hoped to give such impetus 
to this movement that every month will be 
characterized in many communities by enlarged 
activities in the building and repair line that 
will do much to afford employment and aid 
business in every line. 





British Research Board Is 
Extending Activities 


The Forest Products Research Board of 
Great Britain has just issued its report for 1930. 
The sections of wood structure and chemistry 
from Oxford, and of mycology from London, 
had been centralized at Princes Risborough, 
Bucks, where the buildings were extended to 
care for research in Empire timbers, public in- 
terest in which has recently been particularly 
evident. Assistance in research is being given 
by the Imperial College of Science and Tech- 
nology, London; department of chemistry, Ox- 
ford University, and Imperial Forestry Insti- 
tute, Oxford. A separate section of physics was 
established during the year, and the section of 
entomology further developed. One of the prin- 
cipal projects of the year concerned proper sea- 
soning of building timbers. The report, of 52 
pages and in addition 43 illustrations, may be 
obtained through the British Library of In- 
formation, 5 East 45th Street, New York City. 


manufacture of Babcock ladders at the plant of the W. W. Babcock Co., Bath, N. Y. 


Hand Split and Shaved Rung 
Feature of Ladder 


Manufacture 


Batu, N. Y., April 11.—Carefully selected 
clear spruce from the Pacific coast and second 
growth oak obtained from nearby sources are 
utilized in the manufacture of Babcock spruce 
ladders, products of the W. W. Babcock Co., 
of this city, which, established in 1905 by the 
late W. W. Babcock, is one of the largest lad- 
der manufacturers in the world. 

A distinguished feature of Babcock ladders 
is their hand split, hand shaved rungs. Tracts 
of second growth oak are bought and the logs 
therefrom are cut 20 to 24 inches long and 
then brought green to the factory and immedi- 
ately split and shaved by hand into round, 
smooth rungs. The rungs are then placed in 
long tiers in open air sheds, with stickers be- 
tween the tiers for air drying, thus allowing 
the full strength of the timber to be retained. 
Hand shaved rungs are positively straight grain 
because the draw shave follows the grain of the 
wood, which is not true of rungs turned by ma- 
chine. No cross grain or doty rungs are used 
in the production of Babcock ladders. 

In addition to a large stock of carefully air 
dried spruce on hand the Babcock company 
constantly has in stock from 150,000 to 200,000 
hand shaved rungs in process of air drying. 
The care taken to insure proper manufacture as- 
sures purchasers and users of Babcock ladders 
a product that is safe and durable, as well as 
light and strong. 
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Northern Woods 








AAG?  NAGIPLITEOR 
OARY INORTHERN 
cn VeRietes: 
art PIYWOOD 







We're supplying the needs of exact- 
ing buyers for furniture factories, sash 
and door plants, retail yards, etc. 

We'll satisfy you, too, because we specialize 
in Northern Veneers and Plywood. 


Members We also invite orders for Northern Pine, Spruce, 
Flooring Hemlock, Cedar Posts and Poles, Lath, Shingles, and 


“Peerless Brand” Rock Maple, Beech and Birch flooring. 
Order in straight or mixed cars. 


THE NORTHWESTERN COOPERAGE 
& LUMBER COMPANY 
GLADSTONE, MICHIGAN 
Chicago Office: N. J Clears Lumber Co., 1331 Monadnock Block 
Minneapolis Office: G. W Critten, 516 Lumber Exchange 
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Cototwhunder . 
LAKE LUMBER CO/ | 
eS OURILU 
M6 


in 


LOG 
CABIN 
AN 


D 
BUNGALOW 
SIDING 
Norway Spruce, 
Hemlock, White Pine 
Ask for descriptive circular. 


Thunder Lake Lumber Co. , : 


Manufacturers 
RHINELANDER, 
WISCONSIN 








NORTHERN 
HARDWOODS 


Rib Lake Quality 


3 cars 4/4” No. 1 Com. & Sel. Soft 
Elm 

2 cars 4/4” No. 2 Com. Soft Elm 

5 cars 6/4” No. 1 Com. & Bet. Soft 
Elm 

5 cars 8/4” No. 1 Com. & Bet. Soft 


Elm 
3 cars 8/4” No. 1 Com. & Bet. Soft 
Maple 
4 cars 4/4” No. 2 Com. Soft Maple 
Get Our Quotations Now 


Rib Lake Lumber Co. 


OF DELAWARE 


General Sales Dept.: APPLETON, WIS. 
Mills at Rib Lake, Wis. 
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Vest Pocket Ready Reckoner 
A ful vest pocket manual including a lum- 
bes ~alculator for standard sizes, log rules, 
estimated weights of lumber and miscellaneous 
usetul lumber tabulations. Prepaid, 50 cents. 


American Lumberman 
431 So. Dearborn St., CHICAGO, ILL. 
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What the Associations Are 
Planning and Doing 


May 11-13—Associated Cooperage 

America, Hotel Peabody, 

Annual. 

May 12-13—Florida Lumber & Millwork Associa- 
tion, San Juan Hotel, Orlando, Fla. Annual. 


May 17-18—National Association of Railroad Tie 


Producers, Hotel Peabody, Memphis, Tenn. 
Annual. 


May 17-20—Chamber of Commerce of the U. S. A., 
San Francisco, Calif. Annual. 
May 19-20—Northwestern Retail Coal Dealers’ A» 


Industries of 
Memphis, Tenn. 


sociation, Radisson Hotel, Minneapolis, Minn. 
Annual. 
Summer Meetings of Walnut Asso- 


ciation 

For the sake of economy, the American Wal- 
nut Manufacturers’ Association announces that 
the spring meeting and annual golf tournament, 
which usually takes place in May at French 
Lick or West Baden, will not be held this year, 
but that in its place meetings will be held as 
follows: May 5 at St. Louis; June 23 at 
Louisville; Aug. 4 in Chicago; Sept. 22 at Cin- 
cinnati or Indianapolis. Through these several 
meetings the association’s work will be con- 
tinued and at the same time it is planned to 
have some measure of entertainment by devoting 
— to business and the afternoons to 
golf. 





Planning for Florida Convention 


OrLanpbo, FLa., April 11.—A tentative pro- 
gram for the twelfth annual convention of the 
Florida Lumber & Millwork Association, which 
will be held here at the San Juan Hotel on 
May 12 and 13, has been announced by Secre- 
tary Frank Williams. The morning of the first 
day will be devoted to the business session, at 
which A, W. Holt, of Chicago, will be the chief 
speaker, followed in the afternoon by golf. The 
annual banquet will be held Thursday evening. 
The business program will continue on Friday 
morning, with a dealers’ forum, in which lead- 
ing prominent Florida lumbermen will lead in 
discussions from the floor on subjects of perti- 
nent interest. The convention will conclude 
with a big party, to be held at the Orlando 
Country Club on the evening of May 13. 





Association Arranges for Financing 


Plan 


Cuarwotte, N. C., April 11—The board of 
directors of the Carolina Retail Lumber & Build- 
ing Material Dealers’ Association has accepted 
recommendations for a deferred payment plan 
by which a southern financing company will 
accept paper from Carolina dealers up to 
$3,000,000, according to an announcement made 
at the offices of the association here. 

The plan, it was explained, should have a 
good effect in improving business for members 
of the organization since it will be the first time 
that Carolina lumber and building material 
dealers have been able to secure money on 
properly executed customers’ notes as has been 
the case with dealers in other fields. 





Southeastern lowans Plan District 
Meetings 


Otrumwa, Iowa, April 11—At a meeting 
of the board of directors of the Southeastern 
Iowa Retail Lumbermen’s Association, held 
here last month, it was decided to have a 
series of district meetings during the summer. 
A tentative program for these meetings was 
approved, which will cover, first, a discussion 
of the legal aspects most frequently encount- 
ered in the lumber business; second, a lecture 
on home modernizing and repair; and, third, 
a period of general discussion on credits, terms 
of sale, collections etc. Each one of these 


topics will be followed by open discussion from 
the floor. The first meeting will be held a 
Oskaloosa on July 19; the second at Burling. 
ton on July 20, and the third at Muscatine op 
July 21. Secretary Paul J. Mathew, of Oskg. 
loosa, is making all program arrangements, 





Long Island Salesmen in Annual 


Freeport, N. Y., April 11.—A feature of the 
annual meeting of the Long Island Salesmen’s 
Association, held here March 29, was the elec. 
tion of officers, which resulted as follows: 
President, Charles Lutz; first vice-president, 
R. E. Brown; second vice-president, James 
Ferguson; third vice-president, Charles Mc. 
Donald; treasurer, Harry Wood; secretary, 
A. J. Pracny; trustees: Josh. Lefler, Fred Hop. 
kins and William Damman. Secretary A, J, 
Pracny advises that the next meeting will be 
held on April 26. 


Illinois Association Selects New 


Offices at Springfield 


Official announcement has been sent out by 
Managing Director J. F. Bryan, of the Illinois 
Lumber & Material Dealers’ Association, that 
the offices of the organization will be moved 
April 25 from 431 S. Dearborn Street, Chi- 
cago, to Suite 426, Central Illinois Public Sery- 
ice Building in Springfield. “We will be lo- 
cated with everything in order and ready for 
business by May 2,” Mr. Bryan says. Prior 
to April 25 the members are requested to send 
their letters to the Chicago address but after 
that date to the new Springfield headquarters. 





New Secretary for Los Angeles 
Wholesalers 


Los ANnGeLes, Catir., April 9.—M. S. Lopes, 
jr., for the last seven years California represen- 
tative for the Bloedel Donovan Lumber Mills 
box shook department, has been appointed sec- 
retary-manager of the Los Angeles Wholesale 
Lumber Association to succeed C. S. Estes, who 
passed away suddenly on March 31. The new 
secretary has been identified with the box in- 
dustry for 22 years and is a well known figure 
in the business in southern California as well 
as on the coast. Mr. Lopes will continue his 
connections with the firm he represents and will 
at the same time handle the association work. 
His office will be at 613 Petroleum Securities 
building. 


Talk on Cement and Rate Situations 


MrwavkeE, Wis., April 11—G. H. Dumas, 
Chicago, freight service agent for the Chicago 
& North Western Railway Co., addressed mem- 
bers of the Wisoonsin Retail Lumbermens 
Association meeting at Manitowoc, Wis., Fri- 
day, April 8. The meeting was authorized by 
President Solie for the purpose of discussing 
the elimination of the existing discrimination m 
the price of cement to dealers throughout the 
State as compared with the price to dealers m 





the Milwaukee switching zone; the advisability § 


of all dealers receiving shipments of cement by 
rail only, and the duty and obligation each 
dealer owes to the railroads, and the necessity 
of increasing railroad tonnage in the present 
economic crisis. ; 
Mr. Dumas gave a picture of the situation 
confronting the railroads and the competition 
developing from trucking concerns. As 4 
method of meeting this truck competition, the 
railroads are now working on a proposition to 
reduce the short haul rates of railroads. Since 
trucks are dumping merchandise into smaller 
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communities from the larger cities at rates 
which offer undue competition to local lumber 
dealers, the attitude of the dealers is opposed 
to truck hauling and in sympathy with the 
ilroads. 
_ similar meeting was held in. Milwaukee 
Monday night, April 11. The subject of rail- 
roads vs. commercial truckers, and the cement 
situation were discussed similarly as at Mani- 
towoc. E. : Lalk, assistant general freight 
agent at Milwaukee, for the Milwaukee Road, 
was the speaker. 





Hemlock-Hardwood Association 
Given Honorable Mention 


New York, April 11.—Following out its an- 
nual custom, the American Trade Association 
Executives on April 5 chose the American 
Paint & Varnish Manufacturers’ Association as 
the winner of its 1931 award, which is given 
each year to the association reporting accom- 
plishments considered most valuable to the pub- 
lic, to its own industry and to industry at large. 
A number of other associations, among them 
the Northern Hemlock & Hardwood Manufac- 
turers’ Association with headquarters at Osh- 
kosh, Wis., and of which O. T. Swan, is sec- 
retary-manager, were given honorable mention. 
Stabilization of production and employment was 


In the Realm 


Hoo-Hoo Stage Annual Lumber 
Show 


BurFraLo, N. Y., April 12—The Broadway 
Auditorium was crowded tonight for the fourth 
annual entertainment of the Buffalo Hoo-Hoo 
Club. The number present was estimated at 
about 10,000, fully equalling the large party 
given by the club last year, and probably ex- 
ceeding it. 

The program opened with music in the form 
of orthophonic recordings, followed by three 
movies, the first a comedy entitled “Duck 
Soup,” featuring Laurel & Hardy, and the 
other two interesting forest scenes, “Forest or 
Wasteland” and “The Forest and Health,” both 
supplied by the United States Forestry Service. 
Some educational matter about wood and the 
purpose of the Hoo-Hoo organization were also 
thrown on the screen. 

Andrew J. Brady, jr., as ringmaster and 
spokesman for Hoo-Hoo, welcomed the large 
audience and explained that Hoo-Hoo stood for 
the promotion and exploitation of lumber, for 
which there is no substitute where wood should 
be used. Lumber is not scarce and it is very 
cheap. Now is the time to go ahead with that 
repair job around the house, or to build the new 
home. Any lumber problems should be taken 
to the retail dealer. People should buy now, 
lor now is the acceptable time. 


Mr. Brady then introduced George C. Leh- 
mann, of the mayor’s committee on unemploy- 
ment. The latter told of the home repair work 
the committee had turned up in all parts of the 
city and in almost every street, amounting to 
date to $352,000. 

Horace F. Taylor said he had been asked to 
speak about lumber, and he illustrated some of 
its‘uses trom birth through babyhood on up 
through the years to death. No doubt most of 
the 3,000 families represented at this meeting, 
said Mr. Taylor, live in wooden houses. Prob- 
ably not one house out of ten but is in need of 
repair. When one hires a carpenter he helps 
the lumberman and his employees, and if one 
repairs or builds a porch he gives work to those 
who supply nails and paint. Such work gets 
money started into circulation and the effect is 
greater than one imagines. Shingles, siding, 

Ooring, floor joists, rafters, lath, all can be 
bought in Buffalo and of the best quality from 
members of the Hoo-Hoo organization, who are 
entitled to all the help we can give them. 

At the conclusion of Mr. Taylor’s talk, the 
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the basis of the brief filed by the Hemlock- 
Hardwood Association. 





Philadelphia Association Activities 


PHILADELPHIA, Pa., April 11—The Retail 
Lumbermen’s Association of Philadelphia held 
its annual election recently when Edward J. 
Doering was re-elected president and Charles 
P. Maule was named secretary-treasurer for 
the thirty-second consecutive year. James A. 
Richardson was elected vice president and the 
following directors now comprise the executive 
board: William E. Frost, William C. Mac- 
Bride, Edward M. Martin, Robert L. Hilles, 
Wilson H. Lear, Kenneth L. Jones, Joseph 
Etris, Thomas R. Marshall and J. T. Riley. 

At the April meeting of the Lumbermen’s 
Exchange of Philadelphia a resolution was 
adopted to the effect that the lumber industry 
is opposed to increasing the national debt for 
running expenses or making large increases in 
taxation for this purpose. Copies of the reso- 
lution were sent to Representative Joseph W. 
Byrnes, chairman of the House appropriations 
committee and to Senator Wesley L. Jones, 
chairman of the Senate appropriations commit- 
tee. 

President Kreamer, of the exchange, an- 
nounced the appointment of standing commit- 
tees for 1932-1933. 


of Hoo-Hoo 


program was continued with a series of amateur 
boxing bouts, which were viewed with great 
interest and furnished many thrills. 





Urges Organization of a Wood 
Institute 


MINNEAPOLIS, MINN., April 11.—Declaring 
that “research and development must be among 
the chief activities of the wood industries, and 
that co-operative action is the only practical 
method, Carl Bardwell, of the Bardwell-Robin- 
son Co., sash, door and millwork manufacturer, 
told the Twin Cities Hoo-Hoo Club last week 
that the organization of a Wood Institute is 
becoming a necessity. The speaker pointed out 
that there is keen competition in every business 
and profession, and that “there are outstanding 
examples of co-ordinated efforts on the part of 


certain allied interests to promote group wel- 
fare.” 


A wood institute can, and before long will, 
carry on wood promotion as effectively as 
other organizations of manufacturers, he de- 
clared. We all want to find and have an 
exclusive product, but right here is where 
unselfishness must be practiced, Mr. Bardwell 
said. There are few in the wood industries 
financially powerful enough to carry an ex- 
clusive product through to a point where 
the volume is sufficient to return enormous 
profits. 

I believe that the inventor of successful 
wood products and processes will make for 
himself a great deal more profit if he con- 
siders his invention from an industry angle 
and not from an individualistic angle. If he 
will let the industry at large have his inven- 
tion at so reasonable a cost of royalty or 
license fee that no one can afford to turn 
it down or oppose it, he will find his profits 
much greater than if he takes the selfish 
stand. I leave that thought, as I believe that 
many in the wood industry are today trying 
desperately to develop something to bring 
them an exclusive market. Many of them 
will be successful and I hope that in their 
success they will consider the industry as 
important as their own affairs. 

The research work which should be car- 
ried on by the Wood Institute, as we may 
call it for lack of a better name at present, 
should be in the form of tests of products 
and processes devised by the laboratories of 
the progressive woodworkers themselves, in 
order that comparative features may be sub- 
mitted to architects, engineers, contractors, 
and the general public without bias. The 
results of such tests will, of course, demon- 
strate superiority for wood, 
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Eastern and 
Middle Western 
Wholesalers 


will greatly improve their service by being in 
closer touch with the sawmills in the Entire 
Fir Belt West of the Cascades. 


Our own personal representative-buyer is travel- 
ing CONSTANTLY from British Columbia and 
Vancouver Island to Southern Oregon. He will 
do your buying just as you would do if you 
were here among the mills. 


Better Service 
to Dealers 


is offered through our organization. We will buy 
anything you want—Fir (Soft Old-Growth 
variety) Hemlock, Spruce, Red Cedar — lumber, 
shingles (natural or stained), plywood panels, 
doors, frames, millwork, etc. 


Investigate this source of supply today. 


M.A.Wyman Lumber Co. 


907-8 White Bidg. Seattle, Wash. 


MEMBER NATIONAL - AMERICAN 
WHOLESALE LUMBER ASSOCIATION 











We Have It! 


Mountain grown soft textured 


Pondosa Pine 
IN MIXED CARS 


Our new modernly equipped plant is 
satisfying buyers of 

Cut-to-length Dimension stock 
Mouldings, cut-to-length or lineal 
Specialty shook and box shook 
11/16ths Shiplap 
Selects and Common Lumber 
Our specialty—glued-up ironing 

board blanks. 





Let us quote you 


Pondosa Pine Lumber Co. 
ELGIN, OREGON 








rs, The Best There Is 


Fir Finish, Casing and Base 
In straight Inside Trim cut to lengths 
cars or Thich Finish K. D. or Green 
mixed with Inside Door Jambs cut to length 
yard stock. Moulding and Gutter. 


JOHN D. COLLINS 


white Lumber Co. = 











BOOKS—BOOKS—B00KS—Hiere’s the place 
to get them. Write now for catalog. 
American Lumberman, 431 S. Dearborn St., Chicago 
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Feather River Lumber Co. 


Delleker, Plumas Co., Calif. 


Manufacturers of 





Feather River Canyon 

Soft California 
Pine 

White Fir 


Incense Cedar 





Annual Capacity 60,000,000 Feet. 


























Our Main Lumber Business 
Our Real Lumber Business is 


LONG TIMBERS! 


and it always has been! We know our 
business, yet we charge no more! 


OSTRANDE RAILWAY & 


TIMBER CO. 
OSTRANDER, WASH. 
“The original long timber mill.” 


14 BOTELS Caw 





















Rates. Special 
Weekly. Finest 
Food. Comfy 
Rooms. Relaxa- 
tion. Homelike Comtorts. Fine loca- 
tion, one Block to Ocean. Breathe 
Deep the Bracing Ocean Air. Cour- Et 
tesy, Politeness and Serviceare Yours 5 
for Les: Than You Think. Write now. HEHE 


BEAUTIFUL STATES AVENsJE AT PACIFIC 
me a SR RRR 


ATLANTIC CITY 








W. GRAHAM FERRY 
OWNER and PROPRIETOR 











“The Heart Content’’ 


Have you delayed giving your wife this 
new book by “the lumberman poet’? 

us send it to you-—-take it home te her— 
how it will cheer her up! $1.50 postpaid 


Address the Publisher 


American Lumberman 
431 So. Dearborn St., CHICAGO, ILL. 
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Materials and Machinery 


New Developments of Interest to Lumbermen 


Blue Tips on Saw Bits 


Blueing the tips of bits for inserted point 
saws is a comparatively new process used ex- 
clusively by the Simonds Saw & Steel Co., of 
Fitchburg, Mass. It not only results in a trade- 
mark which identifies this product quickly, but 
also adds materially to the cutting and lasting 
qualities of the bit and assures longer service 
and a keen edge. The operation of blueing the 
tips has a toughening and stiffening effect, leav- 
ing no hard spots for the file to encounter, 
either in sharpening or side filing. The new 
blue tip bit appeals to the filer because it is 
possible for him to adjust his file for level 
length of stroke and pressure, permitting him to 
file the entire saw without interruption. The 
cleaner, more even fitting, together with the 
toughening effect on the cutting edge, results 
in a saw that makes more and better lumber. 


Data About All Types of Stokers 
Are Given Briefly 


Engineers of lumber manufacturing plants 
who are interested in the economies possible 
through mechanical stoking, will welcome an 
opportunity to consider the adaptability of dif- 
ferent types to their own plants. Such oppor- 
tunity is afforded by the statement of their most 
recent developments, made by fourteen leading 
stoker manufacturers who produce over 95 
percent of the stoker equipment installed in the 
United States. They have described, in a con- 
densed catalog of 40 pages, forty-eight different 
types cf stokers of their manufacture. A sup- 
plementary section giving engineering data re- 
lating to modern stoker practice is included, and 
the text of the catalog is limited to engineering 
descriptions, the stokers being grouped into four 
classifications: Multiple and single retort 
underfeed, chain grate and underfeed. Copies 
of this catalog may be obtained upon request 
to W. V. McAllister, secretary, Stoker Manu- 
facturers’ Association, Foot of Walker Street, 
Detroit, Mich. 








New 20-Inch Band Saw 


A new 20-inch band saw adapted for use in 
retailers’ woodworking departments, cabinet 
shops, pattern shops and manual training schools 
is announced by 
the Crescent - — 
Machine Co., of | ee 
Leetonia, Ohio. 
The machine is 
ball bearing 
throughout. 
Wheels are 
made of alumi- 
num, accurately 
machined and 
carefully __ bal- 
anced and are 
covered with 
the best quality 
rubber. It may 
be had in either 
motor drive or 
belt drive, and 
complete speci- 
fications are 
given on a leaf- 
let which the 
manufacturer 
announces. will 
be sent to in- 
terested readers 
of the AMERI- 
CAN LUMBER- 
MAN, 

W. G. Best, president of the company, says 

















that this new machine is substantially built, js 
steady running and accurate, and that those 
who have seen it have pronounced it the last 
word on band saws of this size. 





Announces New "Cnet Cut" 
Circular Saw 


INDIANAPOLIS, INb., April 11.—A new dual 
ground, precision circular saw that will rip, 
cross cut or miter with equal efficiency and 
smoothness has been designed by the engineers 
of E. C. Atkins & Co., the Silver Steel saw 
people, of this city, and the new product has 
been christened 






rel . ’ MMF A 
“Smooth Cut” because Se 
of the exceptionally WI pga, 
smooth cut it will x=Q—= 






make at 75 to 80 feet 7 
feed per minute, op- $ 
erating equally well at < 
3,600 r. p. m. on high > 
speed, direct drive ma- 
chines. 

The manufacturers 4 Wal 
state that this new a SU, SO al 
saw runs without set v: 
and produces cuts smooth enough for glue joint- 
ing without further finishing, making it espe- 
cially desirable for use in planing mills, furni- 
ture factories and other woodworking plants. 
This smooth cut circular saw is made in diam- 
eters from 5 to 20 inches, of the Atkins famous 
Silver Steel, and is accurately tempered and 
tensioned and given an Atkins dual grinding 
process. 





New Process Prevents Decay 


Announcement is made by B. G. Dahlberg, 
president of the Celotex Co., Chicago, that by 
means of a new, remarkable process applied 
during manufacture, all Celotex cane fiber prod- 
ucts are now rendered practically impervious to 
the natural agencies of decay and also to ter- 
mite attacks. It is known as the “Ferox” pro- 
cess and is the result of ten years of continuous 
experimental research and over two years ot 
actual production of treated products for tropical 
countries. Each fiber in its wet state and betore 
formation into a board is coated with a chemi- 
cal complex which is toxic to fungi, termites 
and other cellulose destroying organisms and in 
no way alters the physical properties or utility 
of the finished product. Patent protection cover- 
ing the “Ferox” process is in progress in the 
United States and foreign countries. 











Adapting the Trade Show to 
Changed Conditions 


Suggestions for assuring exhibitors at trade 
shows of adequate returns for their investment 
are made in a bulletin just issued by the 
Policyholders’ Service Bureau of the Metro- 
politan Life Insurance Co., New York, copies 
of which are obtainable by executives. Buyers 
of space wish for changes in the methods of 
conducting such shows, and it is suggested that 
they should be given larger control of methods, 
through establishment of exhibitors’ committees 
and boards. Successful methods are consid- 
ered, among which the lengthening of the in- 
terval between shows, combining previously 
independent shows, and limiting the eligibility 
of exhibitors are considered. Among lumber 
associations consulted in making the survey 
were the National Lumber Manufacturers’ As- 
sociation, Northern Hemlock & Hardwood 
Manufacturers’ Association, Southern Cypress 
Manufacturers’ Association, Illinois Lumber & 
Material Dealers’ Association, and Wisconsin 
Retail Lumbermen’s Association. 
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Insulation and Sound-Deadening 
Interest Heating Engineers 


New developments in insulation-material man- 
ufacture were reviewed by H. J. Schweim, chief 
engineer of the Gypsum Association, at the 
monthly meeting of the American Society of 
Heating & Ventilating Engineers, at the Hotel 
Sherman, Chicago, on April 11. He stated that 
gypsum insulation manutacturers during 1931 
derived more than 50 percent of their business 
from remodeling and reconditioning sales, and 
that they expected the proportion of such busi- 
ness to be even larger in 1932. They are there- 
fore laying their plans to provide materials that 
will be strong competitors for this market. He 
emphasized especially the trend toward thicker 
insulation boards, which give a higher degree 
of insulation as well as greater structural 
strength. Many manufacturers had been able 
to overcome the excessive absorption of prod- 
ucts intended as a base for plaster, he said, and 
referred to various means now being used to 
strengthen joints between sheets of insulating 
material. Il‘ireproofing is being given more at- 
tention, he found, and mentioned one board that 
is trying out a thin coating of asbestos on each 
side. 

M. A. Smith, engineering sales manager of 


‘the United States Gypsum Co., Chicago, gave a 


highly interesting talk on the science of acous- 
tics. In this field, the company merchandizes 
its engineering services direct, because of the 
specialized technical knowledge required to 
make satisfactory installations of sound-deaden- 
ing or vibration-preventing boards and supple- 
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mentary devices. In treating a room to prevent 
the passage of noise either from it or into it, 
the method is practically to build another room 
within it, the inner walls and floors being sus- 
pended on patented brackets that the company 
has developed and which prevent the passage of 
any noise vibrations. 





Hymeneal 


FORSTER - BRODESSER. Announcement 
has been made of the marriage of Carl A. 
Forster, vice president of the Hilty-Forster 
Lumber Co., Milwaukee, Wis., and Mrs. Mar- 
guerite Luick Brodesser, daughter of Mr. and 
Mrs. William F. Luick, Milwaukee, at the 
Luick winter home at Tucson, Ariz., on April 
6. The groom’s father, Charles G. Forster, 
is president of the Hilty-Forster Lumber Co. 


COMBS-REID. Newton Combs, jr., of the 
Combs Lumber Co., Lexington, Ky., and Miss 
Margaret Prather Reid, daughter of Harry 
Reid, power magnate and former resident of 
Lexington, will be married at Bronxville, 
N. Y., on April 16. Mr. Combs attended the 
University of Kentucky and the University of 
Virginia prior to joining his father in the 
lumber business. Miss Reid was born and 
reared in the Lexington neighborhood. 


FULLER-PROPHET. George S. Fuller, 
secretary of the G. Fuller & Son Lumber Co., 
Brighton, Mass., and Miss Corrie V. Prophet, 
of Rochester, N. Y., were married recently 
in the chapel of Christ Church at Rochester. 
Granville B. Fuller, brother of the groom, 
was best man and Miss Marian H. Prophet 
was maid of honor. Following a reception 
at the Rochester Country Club, Mr. and Mrs. 
Fuller left for a cruise of the West Indies. 
They will be at home to their friends after 
April 1 in Brookline, Mass. 





Atlantic and Gulf Cargo 


(Statistics—Continued from Page 47) 

The following statement of domestic water 
shipments during 1931 has been compiled by 
the West Coast Lumbermen’s Association: 
American Atlantic: 


NIE SL ab erika le Bie Gnd w erie 121,176 
OS ae ae 14,702,412 
| i, a eee 45,179,893 
Ns sik bike wwe nw eree® 177,500,162 
mew BeGlorad, BIAGS.......sccvcsas 2,378,652 
ye: 2 rere ee 42,610,061 
New 10ndon, COMM... ..ccecsescess 16,335,857 
Beremenort, COMM. .6scccecescoes 16,004,623 
ME aha twa Go ae ei at a bene 13,461,246 
PURBEROONGIG, DU. Xs cccrcavecses 54,691,866 


} 
I NE, Es a, ee sho aide, & Ser a 63,726,731 
ee oa a ts heer 481,629,421 
Sp Si Seer srrerart era 172,132,090 
i Sage ER NR gee renee 21,017,606 
OSE. rea 148,359,596 
A TO oie bck wan ewes 21,415,455 
NNN cs og aah wee aleniend 120,744,209 


Mewport NOwWS, VO... ..cccsccvcee 3,411,654 
I MU a Sn ws Sits rise ie BI Ra 33,851,009 
ee Se ae 818,342 
EES re rr ee 8,237,980 
ra: aha a Bae a 48,970 
PRORSONVING. WIR. .iccccccvcwess 1,279,368 


ee eae eee E auate 41,685,068 


pie ee 1,501,343,447 
16,135,693 
29,678,973 


Total American 
Oe es | een eee 
Canadian Atlantic 





ee rer 1,547,158,113 
Districts of Origin: 


a Oe Ge an ee 746,274,373 
en Pe eee 39,452,413 
Willapa EE Ore rer 37,495,161 
Columbia River ............ are 452,735,183 


Coos Bay 7,027,286 


Total United States .......6.5-. 1,382,984,416 
British Columbia .............. 164,173,697 


NE EID, fc is oa x aire ala eaten 1,547,158,113 


West Coast Review 


[Special Telegram to AMERICAN LUMBERMAN] 


SEATTLE, WAsH., April 13.—The 217 West 
Coast Lumbermen’s Association mills giving 
production, shipments and orders during the 
two weeks ended April 9 reported: 
Production 120,006,000 
Shipments 143,593,000 19.65% over production 
Orders 122,381,000 1.98% over production 

A group of 322 mills whose production re- 
ports for 1932 to date are complete, reported 
as follows: 

Average weekly operating capacity 288,020,000 
Average weekly cut for 14 weeks— 


BE ate vcelacaiare eae wien on alc aw ae adh 109,522,000 

BIE fda own anaey eo kee wae bas 67,593,000 
Average cut for two weeks ended 

EE Sakis nbc a eae ean ences 70,838,000 


A group of 217 mills, whose production for 
the two weeks ended April 9 was 120,006,000 
feet, reported distribution as follows: 

Unfilled 





Shipments Orders Orders 
ERS 49,166,000 47,451,000 68,755,000 
Domestic 
cargo . 52,032,000 43,606,000 88,886,000 
Export 29,784,000 18,711,000 46,070,000 
SMOME. wiccs 12,612,00 rile ee 
143,593,000 122,381,000 203,710,000 


A grounp of 202 identical mills, whose re- 
ports of production, shipments and orders are 
complete for 1931 and 1932 to date, reported 
as follows: 

Aver. of two 
weeks ended Average for 14 weeks 
April 9, 1932 1932 1931 

58,761,000 56,295,000 

70,775,000 65,203,000 

60,538,000 62,434,000 


98,064,000 
103,181,000 
108,543,000 


Production 
Shipments 
Orders 





Relation of Unfilled Orders to Stocks 


Wasnineton, D. C., April 11.—Following is a statement for five associations of the gross 
stock footage March 26, and the percentage relationship of unfilled orders to stocks: 


—Association— 


Southern Nd nk orn ena eee ae 
West Coast Lumbermen’s Association......... 


Western Association 


California mills) 


Pine (Inland 





Northern Pine Manufacturers’ Association.... 
Hardwood Manufacturers’ Institute........... 


oe 154 783,395,000 


Empire and 


Orders of 
No. of Gross Unfilled Stocks— 
Mills Stocks Orders Percent 
es 101 625,005,000 65,751,000 11 
ne 171 1,191,520,000 179,909,000 15 
7 128 1,666,096,000 172,017,000 11 


221,819,000 16,085,000 


7 
85,451,000 11 
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KLAMATH 


Ponderosa White Pine 


Why do many experienced 
lumbermen pay higher prices 
for Klamath district Pon- 
derosa Pine Stumpage than 
is paid in any other district 
for this species? 


uality and Texture 


Selects—Common 
S4S OR ROUGH 


Shop and Box 


Our timber produces an excellent type of 
ommon— 


Crater Lake 
Lumber Co. 


SPRAGUE RIVER, ORE. 
Huntington Taylor 


GENERAL MANAGER 




















The Polleys 
Lumber Co. 


Manufacturers of 
| Ponderosa 


Pine 


Dry Selects 


General Offices and Mills: 


poe ek dy Missoula, Mont. 

















SURETY BOND BRAND 
“PROTECT-WRAPT” 

Red Cedar Bevel and Bungalow Siding 
and Surety Bond Brand Shingles are 
SUPERLATIVE QUALITY 
NATIONALLY ADVERTISED 
EASIEST TO RESELL 
Anything in Cedar, and—through our 
Coast connections—any mixture of Fir, 


Hemlock and Cedar 


BRATLIE BROS. MILL CO. 
RIDGEFIELD, WASH. 








HMANUY BUOND FOR LUMBEKIMEN 
A COPY FREE ON REQUEST. ADDRESS 
AMERICAN LUMBERMAN, 431 So. Dearborn St., CHICAGO 





66 AMERICAN LUMBERMAN 





EMPORIUM FORESTRY CO. 
General Office: Conifer, N. Y. 
Mills: Conifer, N. Y., Cranberry Lake, N. Y. 
New York Ojfice New Engiand Office 
5635 Grand Central Term. 161 Devonshire St., Boston, Mass. 
Phone, Murray Hill 6514 Phone, Hancock 6789 


Manufacturers of Band Sawn 
HARDWOODS, SPRUCE 
HEMLOCK, WHITE PINE 
HARDWOOD FLOORING 











MULTIGRAPHING 
and MiMEOGRAPHING 


PUBLIC 
STENOGRAPHER 


CAROLYN E. JONES, Inc. 


DESKS, PRIVATE OFFICES, TELEPHONE AND 
MAILING ADDRESSES FOR RENT AT ALL 
OUR OFFICES. NO LEASES REQUIRED 
420 LEXINGTON AVENUE 
NEW YORK CITY 
3634 GRAND CENTRAL TERMINAL 580 FIFTH AVENUE 





a rk er ° os eee 
rimerless Ne Primer, of any kind ie 


u + ¢ bare wood and works just 
yy” as well on bare wood as if 







primed 
Is Just Whatthe Name Implics ALSO USE AND SELL=— 
“Parker's” Calking Putty. “‘Parker’s’’ Steel Sash Putty. 


“*Parker’s’’ End Wood Sealer Keeps Out Moisture. 
Write for Prices and Information. 


IRA PARKER & SONS CO., Oshkosh, Wis. 
A A AL 


C3 PORTLAND, ORE. C3 





STRAIGHT OR MIXED 
CAR SERVICE 


Order anything you need in: 


7 * 
ALL CEDAR SIDING 
FIR & HEMLOCK SHINGLES 
ITEMS CAR MATERIAL 
. ” 


Send us your orders and inquiries. 


THE GRISWOLD LUMBER CO. 


Portland, Ore. 
MILLS AT: Carlton and Philomath, Oregon 











YELLOW FIR 


Flooring. Siding Ceiling 
Finish Mouldings 
Thick Clears 


Factory and Industrial Stock 
Fir Plywood 


CEDAR 


SPRUCE 
WESTERN PINE 
and HEMLOCK 


Sullivan 


Lumber®. 
PORTLAND, 
OREGON 





RANDY BOOKS ror LUMBERMEN 


A COPY FREE ON REQUEST. ADDRESS 
AMERICAN J.UMBERMAN, 431 Se. Dearborn St., CHICAGO 
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Market News from An er 


San Francisco, Calif. 


Receipts for the two weeks ending April 2 
were: Fir by boat from Oregon and Wash- 
ington, 12,495,000 feet, pine from _ interior 
California by rail, 2,550,000 feet, redwood by 
boat, 3,160,000 feet. Total for the last two 
weeks was 18,205,000 feet. 


Intercoastal Rate for April and May re- 
mains at $10, with no rate set for June. Rate 
to South America is at $10.50, to remain until 
November, when an $11 rate will become 
effective. 

Western Pine inquiries and actual orders 
are off, and it is a grave question as to 
whether a majority of the mills will operate 
during the coming year unless business picks 
up to a marked degree. Price on sugar pine 
has been reduced $2 to $10 on third clear 
and better. Exports on pine to South Amer- 
ica is confined mainly to Peru. Shipments 
are in small parcels only, and are of clear 
grades. South Africa is still taking clear 
grades of pine. Within the past week Hol- 
land has made inquiries, and exporters are 
now filling orders for that country. 


Redwood.—There has been a further cur- 
tailment of operations among redwood mills, 
and no plans have been made for their re- 
opening. It is impossible to fill orders for 
some types of lower grades, as the manu- 
facturers can not afford to cut for these. 
Australia continues to buy redwood, and 
within the week large parcels have been 
purchased by Panama and the United King- 
dom. 


Hemlock.—The local market is taking fair 
quantities of hemlock for the first time in 
several months, and local dealers report that 
this wood is moving best at the present time. 


Local dealers were pleased that the con- 
tract for grandstands around San Francisco’s 
Civic Center, for the Shrine Convention to 
be held here during July 26 and 28, will 
require 1,550,000 feet of pine. This stadium 
will require more lumber than there is in 
the yards of San Francisco, and will neces- 
sitate the largest purchase of lumber on the 
Pacific coast this year. 


Kansas City, Mo. 


Retail.—Considerable expansion was noted 
in order files during the last fortnight, as 
many buyers who had not been heard from 
in a long time, came into the market for 
some much needed supplies, and are showing 
no hesitation in paying the price asked, al- 
though those in less urgent need of replen- 
ishment are persistent in trying to get mills 
to shade their prices and usually not getting 
anywhere with these tactics. Efficient mer- 
chandising methods now being employed by 
most retail dealers are thought to be re- 
sponsible for the increase in orders. Cam- 
paigns for beautifying the home and clean- 
ing up the business property are being car- 
ried on quite extensively in this part of the 
country, and are reaping a moderately good 
harvest for the retail dealer. 





Industrial.—Some round lots were booked 
by industrial buyers after a lengthy period 
of hand to mouth buying by this class of 
trade. Motor car manufacturers came into 
the market for hardwoods in a liberal man- 
ner, and other industrial buyers increased 
their purchases in proportion. Box and coop- 
erage companies took hold with some 
strength. 

Western Pines.—Mill representatives report 
a fair demand for construction timbers. 
Other items are in varying demand, most of 
them moving slowly. Few contracts are on 
the books, and shipping directions are be- 
coming increasingly hard to obtain. No. 2 
Ponderosa boards are quite firm, but most 
other items are showing a week undertone. 


Southern Pine.—A few southern pine mills 
increased production last week as orders 
were coming too fast for the former cur- 
tailed operating schedules. Lists are gen- 
erally firm, although scattered items show 
signs of weakness. Yard items are in good 


call, and heavy constructions items have met 
with some interest. Cheap box grades have 
been in better demand from the industria] 
trade. Credit conditions throughout the 
agricultural area are limiting purchases 
from yards. 


Hardwoods.—A liberal increase was shown 
in hardwood sales. More interest was dis- 
Played by industrial consumers. Building 
trades demand is still slow, but a few hard. 
wood flooring mills are now in the market, 


Douglas Fir.—Douglas fir buyers are be- 
coming more and more scarce, sales managers 
state. Prices are very inviting, but buyers 
can not be convinced they should add to 
their stocks now. 





Cypress.—Some split cars of cypress have 
been moved here recently, but demand gen- 
erally is quite inactive. 





Shingles and Lath.—Demand for shingles is 
relatively better than that for lath, but only 
small amounts of either can be moved. 


Minneapolis, Minn. 


With unpaved roads drying up rapidly, 
trucks are enabled to serve the rural sec- 
tions, and dealers report a slight increase in 
business. The peak of the country trade, 
however, is expected later. In the larger 
cities the market has taken a considerable 
spurt, influenced by good spring building 
weather. Work pledged during the Amer- 
ican Legion jobs drive is getting under way, 
The advance in millwork prices, which took 
a 10 percent jump recently, has had no ten- 
dency to halt buying, sash and door men 
report. A greatly increased number of in- 
quiries is now being followed by a fair 
amount of actual sales. 


Northern pine prices are firm at the low 
levels established months ago. Manufac- 
turers believe recent advances in Idaho pine 
prices may have a good influence in this 
section, either bringing more northern pine 
business or justifying price advances on some 
items. For the most part the industrial de- 
mand is still rather slow. 


Northern white cedar trade has taken a 
turn for the better with the speedy drying 
out of roads in some sections. An increased 
number of inquiries has been followed by 
a fair proportion of actual orders. In many 
cases dealers are replenishing their stocks 
in expectation of a still greater volume of 
business in the near future. Farmers who 
have been postponing fencing work for two 
or three seasons will find it necessary to 
make repairs and start new jobs this year. 
They are encouraged in this by the extremely 
low prices. Poles are in somewhat better 
demand than for the last month, but the 
market still is rather slow. 


Norfolk, Va. 


North Carolina pine, rough and dressed, has 
been in more or less spasmodic demand the 
last two weeks, but trade as a whole has 
been a distinct disappointment. Credit con- 
ditions are undoubtedly holding back devel- 
opment of the market. Wholesalers are sell- 
ing cautiously. Prices are now much weaker 
than they were thirty days ago, and most 
buyers do not think that bottom has been 
reached yet. 

There have been more inquiries for 4/4 
edge B&better circular sawn, but orders have 
been scarce, even though price is very low. 
Stock widths, 4/4 B&better rough, are: mov- 
ing better at low prices. There does not 
seem to be much demand for 5/4 and thicker 
B&better or for 4/4 B&better bark strips. 
More 4/4 No. 1 common stock widths from 
small mills could be sold, but these mills 
do not seem to have much to offer. 

Edge 4/4 box has been very quiet. Suffi- 
cient lumber, except possibly low grade pop- 
lar, has been bought to carry box mills along 
for several weeks. Box men take no interest 
in No. 2 common tupelo. Furniture factories 
have also slowed down. Retail yards are buy- 
ing some dressed 4/4 No. 1 stock box and want 
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quick shipment at all times. They are not 
using much rough stock box. Prices on 
stock box are weak. 

Demand for flooring, thin ceiling moldings 
ete. has been rather light. A number of 
inquiries for kiln dried framing, flooring, 
ceiling etc. have been received, but few mills 
are in position to quote. Prices on dressed 
lumber are weak. There has been no further 
change in the price of either air dried or 
kiln dried roofers. 


Buffalo, N. Y. 


Retail business during March was on a 
somewhat larger scale than in February, ac- 
cording to a number of local dealers. This 
improvement was in spite of the most stormy 
weather of the whole winter. Further in- 
crease in demand is looked for this month, as 
April almost always brings more business 
than March. The trade is not active enough, 
however, to encourage the dealers to add 
much to their stocks, and the buying is re- 
ported below normal. 


Hardwood trade shows little or no im- 
provement. The looked for upturn on ac- 
count of automobile plant buying has not 
yet occurred. Competition in prices con- 
tinues strong. Dealers say that sales are 
below normal, and that buyers are keeping 
back their purchases to as large extent as 
possible. 

Western pines have developed an easy tone 
of late, and buyers are cautious about add- 
ing extensively to their present’ stocks, 
though these are small. In California sugar 
pine a readjustment in prices of No. 3 clear 
and better has taken place lately, reductions 
of from $2.25 to $10 having been made. Re- 
tailers report that the amount of building is 
much below that of a year ago. 


Northern Pine.—The northern pine market 
is quiet, and prices are inclined to be easy. 
Competition from other woods is strong. Both 
industrial and retail buying is below that 
of a year ago. 


Louisville, Ky. 


Southern Hardwoods.—Slightly better bus- 
iness has been reported by some local hard- 
wood handlers, although mostly on small 
orders. Total volume continues relatively 
light, but inquiries are a shade better. 

It is reported that there is less gluing up 
of inch stock, and more purchasing of thick 
stock now, due to the fact that margins 
between inch and thicker stock are today so 
small that the consumer can use solid thick 
stock at less than the cost of glued-up stock, 
in view of the fact that in some woods 8/4 
can be had as cheap as 4/4, or at an extra 
cost of only about $2 to $3 a thousand. 

The statement was recently heard that very 
little common lumber was bringing much 
better than $20 a thousand at mill. That is 
not exactly correct, but there is a claim made 





that the average is not much better than $20. 

Because of the British tariff on lumber, and 
the fact that a lot of British handlers stocked 
up well before the tariff went on, demand 
has been quiet, and it is reported that com- 
mon red oak that was selling at $52, deliv- 





HIGH POINTS IN THE MARKET 
NEWS 


Narrowing of spread between inch and 
thicker hardwoods encourages use of 
more thick stock instead of glued-up.— 
Louisville, Ky. 


Rise in Mississippi is again flooding 
southern hardwood lowlands.—Memphis, 
Tenn. 


Rates on hardwood logs in Memphis 
territory reduced about 25 percent.— 
Memphis, Tenn. 


Trans-Atlantic rate on heavy hard- 
ag advanced for May.—Memphis, 
enn. 


New rail tariff equalizes ports of Mo- 
bile, Ala., and Pensacola, Fla., with Gulf- 
port, Miss—New Orleans, La. 


March exports through Jacksonville 


gad than in two years.—Jacksonville, 
la. 


Less shopping being done, as orders 
follow more quickly after quotations.— 
Jacksonville, Fla. 


Log prices on Columbia River are re- 


duced.—Portland, Ore. 


Intercoastal rate not holding firm at 


$10.—New York City. 


Western pine No. 3 still coming into 
New York on old orders by water.—New ' 
York City. 


Readjustment reported on prices of 
California sugar pine higher grades.— 
Buffalo, N. Y., and San Francisco, Calif. 


List prices of West Coast spruce show 
many changes.—Portland, Ore. 

Southern California retail buying 
group places orders for a hundred cars 
of lumber.—Los Angeles, Calif. 


Shrine grandstand will require 1,500,- 
000 feet of pine—the largest Pacific coast 
purchase this year.—San Francisco, Calif. 





ered in Britain, is now being offered as low 
as $45, delivered, which means that it has 
to be bought at around $28 at Gulf mills. 
Oak has been relatively quiet. There has 
been a fair demand for cypress, chiefly in 
mixed cars of several grades and _ thick- 
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nesses. Just a little ash, cottonwood, and 
magnolia has been sold. Walnut is quiet, 
except in low grades, Poplar is draggy. Elm 
and maple are dull. 

Inch hardwoods f. o. b. Louisville are 
quoted as follows: White oak, FAS, $80@85 
for Kentucky, $65 for southern; common, $40; 
quartered white oak, FAS, Kentucky, $115; 
southern, $110; common, $55@57. Red oak, 
FAS, $60; common, $37@40. Poplar, FAS, 
northern, $75; southern, $60; saps and se- 
lects, northern, $60; southern, $40; No. 1 com- 
mon, northern, $35@40; southern $28@30; 2-A, 
$23@25; 2-B, $17. Walnut, FAS, $160; select, 
$105; No. 1 common, $65; No. 2, $32. Gum, 
FAS, sap, $32; common, $24; quartered sap, 
$36 and $26; plain red, $60 and $338. Ash, $55 
and 30. Cottonwood, FAS, 6- to 12-inch, 
$28@30; 13-inch and wider, $39@40; com- 
mon, $25. Magnolia, $40 and $30. Beech, log 
run, $30. 


Memphis, Tenn. 


Southern Hardwoods; Foreign Sales.—A 
marked improvement in inquiries from over- 
seas has been noted. There has been some 
nice business placed by importers in England, 
but at rather low prices, while the demand 
from other foreign buyers has been a little 
more active. Shipments for overseas have 
shown some improvement, and there is every 
indication that the improved demand from 
foreign buyers will continue for the next 
thirty to sixty days. Prices are as low as 
can be expected, and it is evident that for- 
eign buyers are taking advantage of them. 

Advice has been received by W. B. Hender- 
son, district manager of the bureau of for- 
eign and domestic commerce, that the French 
market for hardwoods has been closed to 
American exporters until after July 1, as the 
quota has been reached. Depending upon 
arrivals of hardwoods and flooring, in transit 
when the French order barring hardwoods 
was issued, it is possible the market may be 
closed for another month after July 1. 


Domestic Market.—Improvement in domes- 
tic demand, while small, is rather encourag- 
ing. There is a better demand from the au- 
tomobile industry, as many plants are going 
into production. The sale of cheap cars has 
shown some increase. Body plants are send- 
ing inquiries, though their orders are small. 
There is also a slight improvement in de- 
mand from retail dealers throughout the 
United States, no doubt because of remodel- 
ing and rebuilding. Demand from the manu- 
facturers of sash and doors and interior trim 
is still slow. There is a somewhat better 
demand from furniture manufacturers. There 
is a fair demand for low grades from the 
manufacturers of boxes and crates. As floor- 
ing factories are not operating, there is lit- 
tle sale of flooring oak except in cases where 
prices were very low. 

Production of hardwoods remains at about 
22 percent of normal, below both sales and 
shipments. Rivers are again rising, and the 
Mississippi River is nearing flood stage. It 
is flooding all the lowlands, and- has stopped 
logging in many sections. Hardwood mills 
are operating only part time, and many have 
not reopened since early this year. 


Trans -Atlantic Rates.—Announcement is 
made here today by the Phillips Forwarding 


Co. that the present rate of 25 cents a hun- 


dred pounds on heavy hardwoods, from Gulf 
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ports to Antwerp, Belgium, will be advanced 
on May 1, for May only, to 30 cents. The 
rate to Ghent on heavy hardwoods has also 
been advanced, from 27 to 32 cents. Light 
hardwoods take a rate 10 cents higher. 
Other Continental points in the Hamburg 
range will remain unchanged at 30 cents on 
heavy hardwoods. 


Log Rates.—Reduced short-haul rates on 
logs, bolts, billets, rough staves and rough 
heading will be published in the Memphis 
territory within the next sixty days, accord- 
ing to the announcement made by C. A. New, 
secretary-manager of the Southern Hardwood 
Traffic Association, as a result of a confer- 
ence held with carriers recently in Little 
Rock, Ark. F. T. Dooley, president of the 
traffic association, presided at the Little Rock 
meeting. The Illinois Central and the Yazoo 
& Mississippi Valley railroads have also 
agreed to reduced rates. The railroads in 
the conference at Little Rock were Cotton 
Belt, Frisco, Missouri Pacific, and the Mis- 
souri & North Arkansas. These are the west 
side lines. The announcement in reference 
to the Illinois Central means that all main 
logging roads have joined in this reduction, 
which will amount to about 25 percent on a 
car for distances of 100 miles and less. Mr. 
New explained that the railroads were mak- 
ing these reductions to meet truck competi- 
tion. It is thought that within the next few 
weeks the new rates will be made effective. 

A change in some of the emergency rates 
is also announced by Mr. New. Vehicle wood, 
not further finished than in the rough, sawed, 
rived or split from the bolt, changed from 
2 cents per 100 pounds to 12 cents per ton. 
Vehicle material, sawed planed, turned, bent, 
mitered, tenoned, bored, but not primed, 
painted or ironed, from 2 cents to 1 cent per 
100 pounds. Walnut, butternut, cherry, dog- 
wood, holly, ironwood, and Spanish cedar 
logs, lumber, veneer, and built-up wood 
faced with veneer made from woods named; 
logs, from no charge to 1 cent per 100 
pounds; lumber, from 12 cents per net ton 
to 2 cents per 100 pounds, and veneer and 
built-up woods, from 12 cents per net ton 
to 2 cents per 100 pounds. 


Macon, Ga. 


Georgia Roofer manufacturers, especially 
smaller mills, are busy, but many of those 
that have been closed down for a long period 
have made no effort to resume operations. 
Manufacturers say that they are having little 
difficulty in disposing of dimension, and there 
is some demand for boards, but most of the 
latter are being used in Southeast construc- 
tion work. 


Longleaf manufacturers are having excel- 
lent weather. Most of them are still busy 
with orders for railroads, and are moving 
some lumber to the Northeast. A limited 
amount of stock is being moved to seaports 
for export. Prices are quite unsatisfactory 
and some manufacturers are reported to have 
turned down low offers. 


and wholesalers 
in demand, though not a 
Production is still low, with ship- 
in excess of it at most mills. 
the gums and in fact nearly all 
hardwoods are included in the orders. In- 
quiries are rather plentiful, and there has 
been especial interest shown in oak for floor- 
ing. Prices show no improvement. 


St. Louis, Mo. 


Southern pine representatives state that, 
with more seasonable weather, demand from 
the district north of the Ohio River is better, 
particularly for upper grades, as buyers are 
apparently taking advantage of extremely 
low prices on finish items. No. 2 boards and 
shiplap, 8- and 10-inch, continue to be of- 
fered at low levels, with transit shipments 
of shiplap selling as low as $15.50, and 
boards at $16.50, larger mills quoting $19@20 
for random loading, with $1 additional for 
specified loading. No. 1 dimension, 2x4-inch, 
10- to 20-foot, small-mill stock, is $18@19; 
large-mill stock, $20.50@21.50; 8-, 9- and 
10-foot, $16@17. Flooring, 1x4-inch, B&bet- 
ter flat grain, small-mill stock, is $24 for 
random loadéng; large-mill stock, $25.50@ 
26.50; straight cars of 10- and 12-foot are 
$21.50@23; 16-foot and longer, $28.50@29.50. 


Hardwood manufacturers 
report an increase 
large one. 
ments probably 
Oak, ash, 


B&better car siding, 1x4-inch, 9-foot, is $27; 
10-foot, $26. No. 1 common car lining, 1x6- 
inch, 16-foot, is $23@24; 18-foot, $26.50@ 
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27.50 for air dried stock; kiln dried stock, 
$2 additional. All above prices are f. 9, p, 
St. Louis. 

Western Woods. Mill representatives re. 
port better bookings, including largely mixeg 
cars of finish items, as well as large timbers 
and No. 1 common long dimension. 


Hardwood volume is still extremely light, 
with prices unchanged. Oak flooring prices 
seem to be weaker, with mills inclined to ac. 
cept offers for surplus items, and complain. 
ing with regard to light volume. 


Portland, Ore. 


Douglas Fir.—For the present the best ex. 
port market for fir lumber is England, where 
the demand for clears is quite active. Some 
business is also being placed by France. In- 
ability on the part of carriers to assume re- 
sponsibility for making deliveries at Shang. 
hai, and unwillingness on the part of ship- 
pers to assume the risk, is preventing busi- 
ness of any magnitude with China, and Janan 
is buying little lumber because of the finan- 
cial situation there. Most of the South 
American countries are reported similarly 
situated. 

The spruce 
month than 
spurt was 
relatively 
of factory 

Atlantic 
quiet. 


market has been 
during February, when quite a 
experienced, and quotations are 
lower except on larger dimensions 
stock. 
coast 


quieter this 


business in fir is 


Los Angeles, Calif. 


The March building permit total was 
$3,464,480. This exceeded February's total by 
a million and a half, and was only three- 
quarter million under the corresponding 
month for 1931, which was a top month of 
the year. While the figure included two 
large structures, the others indicate an en- 
couraging outlook. 

There has been little change in stock on 
hand in both retail yards and at the harbor, 
although the market has absorbed consider- 


reported 


ably more this month than last. There has 
likewise been no price change. 
A healthy sign was the recent announce- 


ment that the Associated Independent Retail 
Lumber Dealers of Southern California, the 
buying group organized several months ago, 
placed orders through Curtis Williams, act- 
ing as purchasing agent, for 100 carloads 
of lumber. The explanation given for the 
large order was that the present low price 


level will not last long, and that an in- 
crease in demand is expected before many 
months. 


Building and loan associations and other 
lenders of money on improved real estate are 
reporting a pick-up in business. 


Seattle, Wash. 


Douglas fir.—With production continuing 
very low, mill stocks also are being further 
reduced. Demand for fir shows no improve- 
ment, but prices appear to be holding. 


Rail.—No improvement is reported by most 
of the shippers interviewed. However, one 
man was found who got a very satisfactory 
amount of business out of Nebraska. 





Intercoastal. , of boat space, and a 
light volume of lumber moving, are not en- 
couraging to Atlantic coast ship owners. The 
$10 rate is holding, and lumbermen here ex- 
press the hope that it will not be cut. A 
small ship that makes port here at intervals 
may cut the rate. British Columbia is de- 
clared to be using foreign tonnage entirely. 
Intercoastal men are fighting hard for the 
import duty on lumber and shingles, now 
before Congress. 

The Dimon line has four ships tied up here 
in receivership. One shipper declared they 
can easily be spared at this time, as the 
steamship lines have so much space available 
that they are loading very small parcels and 
making many ports in search of cargo. Pro- 
duction by mills shipping intercoastal is de- 
clining, while prices are steady to weak, with 
recessions probable should the light move- 
ment of lumber continue. 


Export.—Continental lines are endeavoring 
to advance the lumber rate from $9.50 to 
$10.50, so that they will be on a parity with 
British lines, which are getting 55 shillings. 
A small volume of lumber is moving to the 
United Kingdom and Continent. Japan is 
very inactive. Rates to Japan have dropped 
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squares; logs bring $5.50. Australia is still 
out of the picture, due to the preferential 
tariff. American shippers also must use 
American dollars, and are handicapped by a 
74% percent discount on Australian currency. 
The west coast of South America is buying 
some lumber, but the east coast is com- 
paratively inactive. 

Though lumber may now be shipped into 
Shanghai, China is still dormant in so far 
as lumber shipments are concerned, due to 
the fact that Chinese yards have some 150,- 
000,000 feet of lumber on hand, to say noth- 
ing of 15,000,000 to 20,000,000 feet on the 
docks. Native banks are still closed, and the 
Shanghai Chamber of Commerce has in- 
structed them to remain closed until the 
Japanese evacuate. The present situation is 
expected here to obtain for the next ninety 
days. 

Shingles.—A fair volume of shingles is mov- 
ing, about the same as two weeks ago. Some 
mills have a shortage of XXXXX and Nos. 
9 and 3 in the 16-inch size. Some weakness 
in demand is apparent, but shingles appear 
to be the softwood item moving best today. 


Logs.—An inventory of log stocks in Puget 
Sound as of April 1 reveals a gain of 3,000,- 
000 feet over February. In round numbers, 
there are 61,000,000 feet of fir, 25,000,000 feet 
of hemlock, 18,000,000 feet of cedar and 
9000,000 feet of spruce. As for some months, 
this is a very low inventory, but it is not out 
of keeping with present demands for logs. 
There are no list prices for logs, but fir 
logs for the most part bring $8, $12 and $16. 
Peeler logs are sold around $20. Hemlock 
was declared by one informant to sell at 
$8.50 and $10.50. Cedar is still $10 and $20, 
with demand slightly weaker and sales few. 


Aberdeen-Hoquiam, Wash. 


West Coast Wood.—The shingle mill of the 
Saginaw Timber Co. recently reopened, em- 
ploying fifty men; it hopes to continue op- 
erating indefinitely. The E. C. Miller Cedar 
Lumber Co., employing eighty men, has been 
operating on a 4-day week schedule since 
early in March. This mill, according to R. 
M. Ingram, sales manager, is experimenting 
on new uses of cedar, and is manufacturing 
cedar oil. The Polson Lumber & Shingle Co., 
of Hoquiam, is planning to resume with a 
2-shift operation about May 1, and will em- 
ploy about one hundred and fifty men; a 
decision has not yet been reached regarding 
the reopening of its logging camps. Work 
started at the camps of the Hobi Timber 
Co., in the Quininault Indian reservation, 
April 1, one hundred and twenty-five men 
being employed operating one side; hemlock, 
spruce, fir and some cedar will be taken out. 


Spokane, Wash. 


Inland Empire Pines.—Conservative optim- 
ism seems to be the general sentiment of 
lumbermen. Ways and means for improve- 
ment of business were discussed at a group 
meeting of mill sales managers at the Daven- 
port Hotel last week. Order files are show- 
ing some improvement. 

The drives are in progress on Priest River 
and the Pend Oreille, and mills are beginning 
to start the season’s run. The St. Maries 
mill, owned and operated by R. Rogers, be- 
gan operations April 5 with a shift of about 
fifty men. The planer started also, with or- 
ders for about ten days’ run ahead. The 
Dalkena Lumber Co., employing one shift, 
Started the first of the month. The Me- 
Goldrick Lumber Co. has stated the season’s 
work with one shift, after the usual winter 
shutdown, 


New Orleans, La. 


Export Rates.—Considerable interest is felt 
in hardwood export circles in the announce- 
ment of a 17% cent rate to Mobile, Ala., and 
Pensacola, Fla., from Memphis and inter- 
mediate points, the new tariff absorbing the 
Wharfage charge at those two ports. The 
tariff was made effective April 15. It was 
announced by the Frisco, the Southern, the 
Mobile & Ohio and the Illinois Central. 

The new rate is understood as intended to 
equalize the two ports with Gulfport, Miss., 
to which port a rate of 17 cents has been in 
effect, the rail tariff not absorbing the % cent 
wharfage charge. The 17 cent rate also ap- 
Plied to New Orleans, where unloading into 
transit shed is 2 cents where performed by 
the Carrier, and 1% cents when by shippers’ 


(Continued on Page 76) 




















wary RABCOC|( seen 
Wins JL)/SPRUCE LADDERS!!\\ SAFE 


R EVERY PURPOSE ~ , 
gth in Material 2 










































































































Close Top 














Fruit Fruit Single Western 









































Long Established Features of the 
NEW LUMBERMEN’S BLUE BOOK 


(1) Two-color Map of each state. (5) Key to railroads at beginning of each state. 
(2) Descriptive classifications. (6) Digest of commercial laws. 

(3) Street addresses in large cities. (7) Complete key to capital and pay ratings. 
(4) Ratings at branch locations. (8) Exclusive credit-interchange service. 


It’s the industry’s own service. You'll like it. 


Write for special offer. 


The Lumbermen’s Blue Book, Inc. 
$23 South Franklin Street + Chicago, Illinois 




















MICH IGAN 
On the AuSableRiver & 


‘CHIEF BRAND SSA RiSdeine 
To all Retail Dealers east of the Mississippi: 


Realizing that with many of you the demand for Maple Flooring 
is in less than carlots, we have given special attention to this 
class of trade of late years. Our delivery service on lots of 5000’ 
or more is especially good. Please give us a trial on your next 
maple flooring requirement. 
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and Alr Driead ENGELMANN SPRUCE 


We own and represent exceptional quality stocks in 
Engelmann Spruce, Sitka Spruce and Western Pine 


We represent Nicola Pine Mills, Ltd., Merritt, B. C. 


PAUL MILLER CO. 
LUMBER 
General Offices: 308 W. Washington St., CHICAGO 
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Public Accountants 
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in Advance 


You can state pretty accurately every 
item in your over-head expense but one 
—your credit loss. That you can only 
guess at. And how often you miss the 
mark, you, only, know! Because of pres- 
ent conditions, your credit loss is more 
of a problem than ever. 

If the year’s total covered credit losses 
exceed a certain previously agreed upon 
percentage of your gross sales, we repay 
the excess. 

Thus your credit loss for twelve 
months is determined in advance and 
nothing can increase it. 

The cost of Credit Insurance is small 
compared to the security afforded. 


Over $9,500,000 paid to our policyholders 
The American Credit-Indemnity Co. 


OF NEW YORK 
$08 Loonns Re 220 So. State St. 537 Mer. Exch. Bldg, 


Fix Your Credit Loss 
































A St. Leais, Mo. Chicago, Il. San Francisco, Cal. 
SCRIBNER’S 
Lumber and Log Book 
Most complete book 


of its kind ever pub- 
lished. Gives measure- 
ments of all kinds of 
Lumber, Logs, Planks, 
Timber; ‘Hints toLum- 
ber Dealers; Wood 


Measure; Speed of 
Circular Saws; Grae of 
Saws; Cord W. 


Tables; Felling Tee 
Growthof Trees; Lan 
Measure; Wages, 
Rent, Board, Interest, 
Stave and Heading 
Bolts, etc. 
Standard Book throughout the United States 
and Canada. 


pap FoR. 5O Cents 
S. E. FISHER, P.0. Box 197 


ROCHESTER, N. Y. 





Fred Diekmann has been appointed manager 
of the Spahn & Rose Lumber Co.’s yard at 
Waverly, Iowa, and has moved there from 
Tripoli, Iowa. He succeeds D. W. Whitsell, 
who resigned recently. 


C. M. Gooch, of Memphis, Tenn., president of 
the G. M. Gooch Lumber Co., who recently 
underwent an operation for appendicitis, has re- 
covered sufficiently that he is able to spend a 
few hours at his office daily. . 


The newly-formed Englehart-Bodge Lumber 
Co., of Buffalo, N. Y., which began business 
April 1, is now located at 320 Brisbane Build- 
ing, the former office of Mr. Englehart. Mr. 
Bodge has moved there from the McKinley 
Building. 

W. J. Willoughby, of Bogalusa, La., assistant 
treasurer of the Great Southern Lumber Co., 
was able to return home, on Wednesday of last 
week, after ten days in a hospital suffering from 
eye trouble. He expected soon to be able to 
resume his work. 

W. A. McLean, of Louisville, Ky., president 
of the Wood Mosaic Co., has returned home 
from a trip of about three weeks to the West 
Coast. Angus McLean, his son, has recently 
returned from a trip to Europe, joining his wife 
at Ottawa, Ont., and arriving in Louisville 
Monday. 

Maurice L. Wuescher, of Bogalusa, La., who 
has been with the Great Southern Lumber Co. 
twenty-five years, has been promoted from audi- 
tor to comptroller of that firm and of the Boga- 
lusa Paper Co. (Inc.), in an enthusiastic com- 
mendatory resolution adopted by the board of 
directors. 


W. L. Reid, for a number of years sales man- 
ager of the Alston Lumber Co. and later of the 
Parker Lumber Co., in Tuscaloosa, Ala., has 
returned to that city to handle the Parker 
company’s special sales, after some time as 
sales manager of the Cochran Lumber Co., 
Meridian, Miss. 


The Buffalo Lumber Exchange has moved its 
headquarters from 57 Dun Building to 719 
Bailey Avenue. Laurence L. Hurd has been 
elected its secretary and treasurer, succeeding 
John S. Tyler, who has held the office since 
1908. Mr. Tyler was elected honorary secre- 
tary-treasurer. 


About three hundred employees of the Weyer- 
haeuser Timber Co. gathered at the Masonic 
Temple in Tacoma, Wash., April 1 for their 
first spring “high jinx,” and the roof garden 
was a merry scene, what with dancing, card 
playing, and a buffet supper. H. R. Bidlake 
was the general chairman. 


Edward R. Steinman, of Milwaukee, Wis.. 
secretary of the Steinman Lumber Co., is proud 
of the record of his son John, who has won his 
letter as a member of the swimming team at 
Shattuck School, Faribault, Minn.; the team 
suffered but one defeat this season. John was 
a consistent point winner; his specialty is the 
100-yard free style. 


Richard P. Baer, of Baltimore, Md., head of 
Richard P. Baer & Co., hardwood producing 
and distributing firm, is visiting the mills of 
affiliated corporations at Mobile, Ala., and 
Bogalusa, La. The mills have not been in op- 
eration for months, and Mr. Baer expects to 
check up on the condition, quality and variety 
of the stocks still on hand. 


William J. Hubbard, well known Milwaukee 
wholesaler, who has been president of Shore- 
wood, beautiful suburb north of the Wisconsin 
metropolis, for twelve years, has retired from 
that office, and the village board presented him 
with a desk set with a suitable inscription in 
appreciation of “the long and faithful service 





as president of the village of Shorewood, 1939. 
1932.” 

The M. R. Phillips Lumber Co., of Seattle 
Wash., has moved from 6657 to 5506 White 
Henry Stuart Building, and in the same strye. 
ture the American Pacific Export Co. has 
moved from 3334 to 5527. The John D. Collins 
Lumber Co., in the White Building, has moved 
from 703 to 702, and the trade extension and 
field service department of the West Coast 
Lumbermen’s Association, in the Stuart Build. 
ing, has moved from 4463 to 364. 


H. A. Crane, of Baltimore, Md., is visiting 
important lumber centers in the middle West, 
conferring with dealers and others in the 
the trade. He is Baltimore representative of 
the W. D. Kelly Co., of Newark, N. J., which 
as of March 16 took over the intercoastal 
Douglas fir business of the Krauss Bros. Lum. 
ber Co., of Seattle, Wash.; and by other ar- 
rangements recently effected Mr. Crane also 
handles redwoods for the Union Lumber Co. and 
the products of the Edward Hines Lumber Co, 


The W. A. Herbert Lumber Co., of Chicago, 
has been appointed representative in northern 
Illinois and all of Wisconsin for the Wilson 
Lumber Co. of Florida, of Perry, Fla., manv- 
facturer of hardwoods and dimension. The 
motor driven dimension plant has a capacity of 
75,000 feet of Sewanee River hardwoods a day, 
and the kiln capacity is 3,000,000 feet a month. 
The sheds will hold more than a million feet of 
kiln dried lumber, and are well supplied with 
it now. 


Miss Dorothy Weller, youngest daughter of 
R. B. Weller, prominent lumberman of Omaha, 
Neb., was recently appointed manager of the 
advertising department of E. E. Atkinson & 
Co., Minneapolis, Minn., one of the largest 
merchandisers of women’s and children’s ready- 
to-wear clothing in the Northwest. Miss Wel- 
ler assumed the duties of her new position this 
week. She is no novice in advertising work, 
having for some time occupied a similar posi- 
tion with one of the large department stores 
of Omaha. 

Fred Hooten, of C. Noel Legh & Co. (Ltd), 
Liverpool and London, England, visited hard- 
wood experts in Memphis, Tenn., last week. He 
is on his way back to England from a trip to 
the West Indies, and is visiting the United 
States en route, including both the South and 
the West Coast. It is a visiting, not a buying, 
trip, he said, and added that he has been away 
from home so long that he really does not know 
what hardwoods are needed. General conditions 
there are improving, though, he said, and ex- 
pects a fairly good demand for southern hard- 
woods. He will sail for Europe on April 23, 
and Lee Robinson, of the Mobile River Sawmill 
Co., Mount Vernon, Ala., will accompany him. 





Sales Executive Resigns 


C. E. Stedman, of Chicago, on March 31 
resigned as the Celotex Co.’s vice president in 
charge of distribution. He was associated with 
the company from its organization in 1921, and 
was in charge of general distribution of Celo- 
tex products for more than seven years. His 
hundreds of friends in the building industry 
will be pleased to know that he will continue 
to be active in the industry, and they will await 
with interest announcement of his future plans. 

“T have great confidence in the building in- 
dustry’s future,” he declared. “The nation’s 
retail lumber merchants have plenty of ability 
to adjust themselves to changing conditions, 
and these new developments are the things in 
which I am chiefly interested.” 

Under Mr. Stedman’s sales 
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Celotex production increased from 105,000,000 
square feet in 1925 to a peak of 332,000,000 
square feet in 1929. When he became vice 
president and general sales manager he found 
the sales department comprised forty-five men, 
with centralized control. He reorganized and 
expanded it to 210 men, with decentralized 
control in the form of branch offices in prin- 
cipal cities of the United States. 

The scores of practical helps for lumber deal- 
ers, which enabled them to increase the sale of 
not only Celotex products but also all their other 
materials, have made Mr. Stedman known as 
an outstanding merchandiser, both in the lum- 
ber industry and outside of it. Active in the 
jumber industry as a whole, he has played a 
prominent part in both manufacturing and re- 
tail associations, and has been in demand as 
qa speaker at national and regional conventions. 
He addressed several conventions in the West 
last month. Mr. Stedman was one of the first 
advocates of the stimulation of home repair 
and remodeling to increase business in the build- 
ing industry. He was a member of President 
Hoover’s Building Survey Conference, and 
vice chairman of the National Building In- 
dustries Bureau. 





Appointed Director of Sales 


Announcement is made here this week by 
the Celotex Co., of Chicago, that effective 
March 31 Harold A. Knapp, general sales 
manager, has taken over complete direction of 
the company’s distribution activities, following 
the resignation of C. E. Stedman, vice presi- 
dent in charge of distribution. 

Mr. Knapp is widely known throughout the 
lumber trade, in which he started in Hatties- 
burg, Miss., working with various manufactur- 
ing wholesale and re- 
tail lumber companies. 
In 1919 he become gen- 
eral sales manager of 
the C. A. Goodyear 
Lumber Co., with head- 
quarters in Chicago. In 
1921 he took charge of 








H. A. KNAPP, 
Chicago; 
Takes Over Complete 
Direction of Celotex 
Distribution Activities 





sales of the Union Lum- 
ber Co. in the United 
States and overseas. 

In January, 1927, Mr. 
Knapp joined the Celo- 
tex Co. as assistant 
general sales manager. 
His wide experience in 
organizing sales forces 











gan was first utilized in 
building up the personnel of the Celotex sales 


offices. Mr. Knapp’s keen knowledge of per- 
sonnel problems has been reflected ever since 
in the high calibre of the men comprising the 
Celotex sales organization. 

In 1930 Mr. Knapp was made general sales 

manager of the company. His sincerity and 
fair dealing with salesmen and Celotex deal- 
ers alike have gained for him a splendid repu- 
tation in the lumber industry and because he 
understands the dealers’ problems, he is highly 
capable of carrying on the Celotex Co.’s policy 
of providing its dealers with every possible mer- 
chandising aid in the sale of Celotex. 
_Under Mr. Knapp the Celotex Co.’s aggres- 
sive merchandising policies will be carried on- 
ward and the company will continue to render 
its dealers every possible service. 
_ For many years Mr. Knapp has been active 
in both manufacturing and retail lumber asso- 
Ciations. He has served as chairman of the 
redwood trade extension committee and as a 
member of the trade extension council of the 
National Lumber Manufacturers’ Association. 
At present he is a member and treasurer of the 
merchandising council of the National Retail 
Lumber Dealers Association. 
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Retires from Business 


“Lumbermen are the best fellows in the 
whole word, and I’m proud to have been in the 
profession. And I’m thankful to God to be able 
to get out of it with a whole skin!” So ob- 
served Harry H. Butts, manager of the Chi- 
cago office of the Sawyer-Goodman Co. for 
eleven years, as he discussed his retirement, 
effective May 1, after thirty-five years in the 
northern hardwood lumber industry. He plans to 
move to Bradenton, Fla., near where he has a 
citrus grove. 

“I don’t expect to make any money raising 
grape-fruit,” he told an AMERICAN LUMBERMAN 
representative, “but I do know that I can make 
a living and have lots of sunshine, and be 
closer to nature than I am in this big office 
building. That’s what I’ve always liked about 
the lumber business. I’ve been in it all my life, 
and I started in the woods. I used to come 
to Chicago once a year, and spend a week and 
some money, and then go back home to the 
tall timber and be glad to get back. I'll be 
glad to get back to nature now, for the fellow 
that has enough land to make him a living is 
independent of everybody. We hate to pull 
up stakes and leave all our friends, but it 
had to come some time, and now is a good 
time to do it, when lumber selling is what 
it is.” 

He hesitated a moment and then went on: 
“When the lumber manufacturer has nothing 
to say about the price his lumber should bring 
—he says, ‘I want $48,’ and the buyer says, 
‘T’ll give you $46,’ and the mill man says. ‘All 
right.—it’s time for a lumberman to buy a 
membership in the board of trade and hire a 
few good brokers. Then one of these brokers 
will say, ‘I’ve got some inch No. 1 birch,’ and 
the buyer from the Simmons Co., perhaps, is 
there, and he'll say, ‘All right, I'll take three 
cars. That’s all it is anyhow, only it takes 
more time and more calling on the phone. 
Yeah—you know where I got that idea? I 
dreamed it the other night.” 

Mr. Butts expects to meet with his many 
friends at the Boston Oyster House Monday, 
at the meeting of the Chicago Wholesale Lum- 
ber Association, of which he is vice president, 
for a farewell chat and good time before he 
heads for Dixie. He said that the Sawyer- 
Goodman office in Chicago will be continued, 
but final arrangements have not been made. 

——SS———— 


Shifts in Sales Personnel 


Roscoe C. Clark, for 24 years Chicago sales 
representative of the Tremont Lumber Co., of 
Rochelle, La., and its associated mill, the Trin- 
ity County Lumber Co., of Groveton, Tex., has 
severed his connection with that organization 
and on April 1 became associated with the Van- 
landingham-Cook Lumber Co., commission 
firm with headquarters at 19 South La Salle 
Street. 

The Tremont company is continuing its of- 
fice in 1624 Bell Building, at 307 North Michi- 
gan Avenue, with Herbert Moss in charge. He 
has been sales manager of the Trinity County 
Lumber Co. since 1924, but the Texas mill has 
cut out, and now he is returning to Chicago, 
where he was a lumber salesman for three 
years before he accepted his recent position at 
Groveton. More than twenty years’ experi- 
ence in the lumber industry, as sales manager, 
mercantile manager, office manager, salesman 
“on the road,” and in the mills well qualify 
him for his work in Chicago. He is thoroughly 
familiar with the Tremont company’s large 
stock of longleaf pine lumber and dimension, 
shortleaf pine finish, trim and moldings, oak 
and gum trim and moldings, oak flooring and 
timbers, and is well acquainted with the use of 
these products. 

L. G. Negrotto, Tremont sales manager, 
came to Chicago early last week, and after a 
few days in Detroit, Mich., returned to stay 
until Wednesday night, on business connected 
with the change of sales representatives. 

Mr. Clark’s move caused quite a flurry of 
speculation in local wholesale and commission 
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New Edition! 
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The Lumbermen's Credit Rating 
Book (Red Book) — well known 
for its reliable credit informa- 
tion — has just been reprinted 
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of new and larger type faces so 
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greatest of ease. Furthermore, 
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have added greatly to its con- 
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circles, for after so many years Mr. Clark was 
looked upon as a sort of “fixture” with the south- 
ern manufacturer, and frequently there has been 
the puzzled question by some _ lumbermen, 
“What's Vanlandingham-Cook up to? First 
they went back into partnership, then they 
moved into larger quarters, then they added 
A. J. Barker to their organization, and now 
R. C. Clark. How do they get that way in 
times like these?” Walter B. Vanlandingham 
replied, when the AMERICAN LUMBERMAN in 
turn asked this, that “We’re just getting ready 
for the increased business volume to be ex- 
pected soon. Now we’re extending our trad- 
ing area to the Mississippi River, and south 
to Springfield, and including all varieties of 
lumber. Country yards are beginning to do 
more buying already, and one line-yard buyer 
said his yards were doing more requisitioning 
this week than for years.” 





More Convenient Credit Book 


The Lumbermen’s Credit Association’s ex- 
ecutive offices here are recciving congratulations 
from manufacturers, wholesalers and others in 
the trade, on the improved Lumbermen’s Credit 
Rating Book (Red Book), which has just been 
delivered to all subscribers. W. C. Clancy, sec- 
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retary of the association, in speaking of the ep. 
thusiasm brought about through the changes 
made in the new book, cites some of the com. 
ments received, as follows: 


“Best yet in the way of reference books.” 
“Most complete edition of its kind publisheq 
today,” “Finest compiled credit book—a great 
improvement over other credit books,” “Su. 
perior to any other suitable for the lumber 
and allied industries,” “Sure to increase your 
membership as soon as great improvement 
is known,” “A masterpiece—more than eyer 
worthy of being our bible for extending 
credit.” 

This edition (our 101st), Mr. Clancy Says, 
has been pronounced the most easily read of 
all credit rating books. Based upon the re. 
sult of a canvass of our subscribers, as to 
what they would like in our new book, we 
decided to retain blank space to the right of 
each column of listings, even though we 
changed to a two-column page. The canvass 
proved that a large proportion of our sub- 
scribers are finding this space useful for 
recording changes in ratings, and other data, 
In addition we have incorporated in the book 
everything we believe to be a good feature, 
not forgetting that the most important 
things are the credit ratings and complete- 
ness of listings, a viewpoint we have held 
for 56 years. We have, we believe, met the 
spirit of the times by improving our product 
in every way, even in minor features, 


Retires After Fifty Years 


After fifty active and successful years in the 
Chicago lumber trade, George D. Griffith ex- 
pects to retire May 1. The Griffith-Hubbard 
Lumber Co., wholesale firm, of which he is the 
head, will be liquidated by that date and Mr. 
Griffith will take up his residence in a beautiful 
home in Bradenton, Fla. 

For the past two weeks, since he announced 
his intention to retire, Mr. Griffith has been 
receiving the plaudits 
and good wishes of his 
many warm friends and 
admirers in the local 
trade. His ever-ready 
smile and cordial greet- 
ing, coupled with an 
unbroken record of fair 





GEO, D. GRIFFITH, 
Chicago; 
Retires from Half Cen- 
tury in Lumber Trade 





and square dealing, 
have so endeared this 
man to those who know 
him that his departure 
from the Chicago scene 
is felt as a_ personal 
loss by oldtimer and 
newcomer alike. 

The esteem in which this kindly gentleman 
is held was shown in a pleasant manner April 
4, when a half-dozen or so of his old friends, 
at the weekly meeting of the Chicago Whole- 
sale Lumber Association, told him and_ the 
others present what they thought of him, and 
they were all good thoughts. One of these 
old friends was Everett A. Thornton, of the 
E. A. Thornton Lumber Co., president of the 
association; and among the others were George 
D. Popé, of the D. S. Pate Lumber Co.; 
Charles C. Hubbard, Mr. Griffith’s partner until 
a few months ago; and W. A. Herbert, of the 
W. A. Herbert Lumber Co. Harry V. Scott, 
of the Red River Lumber Co., a comparatively 
recent arrival in Chicago, was there, too, with 
a word of cheer. Even Al H. Ruth, of the 
G. W. Jones Lumber Co., and Joe A. Gorman, 
of the Winegar-Gorman Lumber Co., who also 
paid their respects, felt that they were not such 
old-timers when alongside Mr. Griffith and his 
school-day friends from the old South Side 
High School which once stood at 24th and 
Michigan. 





Mr. Griffith remarked that there were twen- 
ty-seven young fellows who graduated from 
that and other Chicago schools within two or 
three years’ time, in the early eighties, and who 
entered the lumber industry together; of them 
only a half-dozen or so remain. He himself 
went into a railroad office first, but soon gravi- 
tated toward the lumber department of the road, 
and from there to the employ of the old white 
pine firm of Thomas H. Sheppard & Co., in 
1881. He was with that company, starting at 
the bottom and working his way to head office 
man, until 1876, when he became a partner in 
Krum, Griffith & Co. Twelve years later, in 
1908, he organized the firm of George D. Grif- 
fith & Co. In 1910 an interesting account of 
the 46-year-old wholesaler, even then an old- 
timer in the business, appeared on the first page 
of the AMERICAN LUMBERMAN, where his char- 
acter and achievements were described in more 
detail than is possible here. Again, in 1924, 
three entrancing pages were devoted to this 
good man’s recollections of the lumber industry 
and its methods, and of Chicago’s spectacular 
and continuous rise in importance, and of the 
changes that have taken place since the time 
when he used to ride his pony from his home 
at 39th and Cottage Grove to his office in the 
city. He put the pony in a stall under the side- 
walk at the place where the Chicago Board ot 
Trade now stands (the sidewalks were raised 
far off the ground in those days, because of 
the mud.) 

In 1927 Mr. Griffith and Mr. Hubbard formed 
the present company, which has had its head- 
quarters in 1364 Builders’ Building at 228 
North La Salle Street. It has always been a 
pleasure to stop and chat with him, and he let 
one know that he was always welcome. He 
said the same thing, at the meeting that day, 
as he showed the picture of his home, and told 
the lumbermen that “the latch-string is always 
out.” Small wonder that Mr. Pope, in speak- 
ing of his old friend, quoted the Bible’s decla- 
ration, “And there were giants in the earth 
in those days,” and added, “There have been 
great men that made this lumber industry. 
From time to time they drop out of the picture, 
and younger men take their places. God grant 
that they may do their work as well as the 
lumbermen of the past.” 

A man of his word, kindly, courteous, a fine 
friend, Mr. Griffith takes with him the best 
wishes of his host of friends, among whom the 
AMERICAN LUMBERMAN is proud to be counted, 
for a long enjoyment of the happy years ahead 
of him in his sunny home. 
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THIS WEEK’S LUMBER PRICES 


SOUTHERN PINE 


East and west side mills have reported the following average f. 0. b. mill sales prices on southern pine to the Southern Pine Lumber Ex- 






































change, New Orleans, La., for sales made in the period April 1-9: 
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56 x4”— -~ . pee or ard Lengths 8x8” & und. 14.61 13.80 2x12! ; 2412” 
B&better.. 17.56 17.19/10" 2.1.2! yor. o7'50lix4”...... 10.77 10.02|3x10-10x10" 17.77 ....|12 & 14’.. 12.96 10.93)"°00 
We: 2.55.. 16.75 16.34 12” ...... 35.00 1x6” &C.M. 11.80 11.11|3x12-12x12” 22.88 17.83]16’ ....... 15.06 ....112 & 14’.. 13.50 
ENGELMANN SPRUCE DOU [Special Telegram to AMERICAN LUMBERMAN] 
Bip F x. SAEED, Speeane sam, 35, on [Special Telegram to AMERICAN LUMBERMAN] Portland, Ore., April 13.—Following f. o. b 
air dried Engelmann white spruce boards, : rete Ss aeece! aaaiaais. Senieitia: deta aed 
, shiple 2idi ili ° Portland, Ore., April 14.—F. o. b. mill prices mill prices on actual sales were reported to 
D&M, shiplap, drop siding and ceiling: on actual sales of fir, April 8, 9 and 11, direct the Western Pine Association by members 
Inch— id 6” 8” 10” 12” only, straight and mixed cars, reported by during the period April 5-11, inclusive. Aver- 
D&btr., 6-16’ $45.00 it ye - os $56.00 $77.00 West Coast mills to the Davis Statistical ages include both direct and wholesale sales, 
No. 1, 6-16’.. 42.00 44.00 ' 54.50 64.50 Bureau, were as follows: and are based on specified items only. Quota- 
No. 2, 8-16’.. 37.00 37. ‘00 36, 00 36.75 47.00 . tions follow: 
No. 3, 8-20'.; 25.00 27.50 28.50 30.00 32.00 Vertical Grain Fileoring Ponderosa Pine_ 
No. 4, 4-20’.. 21.00 23.00 24.00 24.00 25.00 B&B&btr, | C " «6 /4x8" 6/48” 
No. 4 common, 1x4-inch and wider, 4- to 20- BMGT sercerecsceroeses $32.21 $ 2 pee oe 933.67 Pre Pry 
foot, which may contain 20 percent of 4- to B&btr. Cc TE t-: alll aa oe "en me aa oe 
8-foot. is $22.00. 0 ty rain ea as $27.00 D Select RL...... 26.32 30.25 34.75 
’ 9 we > ~9OG Yy Ma ‘ 
5&6/4 4"&wadr. 4, 6&8” 10” 12” 5/4x4” ee ee ee 27.79 — _— See a35-70 si938 
Dé&btr., 6-16’ ...... $66.00 $68.00 $71.00 $81.00 Flat Grain Flooring "Bata dh did a ddd Seale 23°34 18.86 
BO sixeeken 59.50 61.50 64.50 74.50 | ix4qm oe ee 16.00 $12.75 Commons, S2 or 4S— No. 2 No. 3 
4” 6” 8” 10” 12” DO Gn bee hak eae eek 17.50 15.50 oS ge: Sa e $17.70 $11.20 
No. 2, 8-16'..$43.00 $43.00 $42.00 $42.75 $53.00 po gill Se eee en a 23.83 12.28 
No. 3, 8-16’.. 31.00 33.50 34.50 36.00 38.00 Mixed Grain Flooring 9.75 | No. 4 Common, 4/4, S2 or 48, RW, RL... .$6.59 
No. 4, 4-20’.. 25.00 27.00 28.00 28.00 29.00 >t Mn $ 9.75 Idaho White Pine 
Specified lengths—In D&better and No. 1, Ceiling 5&6 /4x8” 
add for 16-foot $5; for other lengths, includ- 2 ee anne Re 15.25 12.50 SELEcT, S2 or 4S— 1x8” & war. 
ing 18- and 20-foot, $2. DE oo isan ple tale eae Seo 16.75 13.50 ee Se a ee eee $40.40 $ eat 
In No. 3. add for 18- and 20-foot, $2; for 10- D Sidin " 1x6” D Select RL poset e es tenes 32.44 46.63 
and 12-foot, 12-inch, add $4; other specified mime wk Commons S2 or 4S— No.1 = No.2 No. 3 
lengths, add $1. tt: i Sarees gy si Glia alse wat Geo Qa 1-3 +2 ix 8” RI eget $31.12 $24.80 $15.00 
In No. 3, for 4-, 5- and 6-inch, 16-foot, add gs fel petal Dake besctete sage sent mak’ We da ce a. WE EL... 4 
$1; for 10-and 12-inch, 10- and 12-foot, add $1. Finish, Kiln Dried and Sustases als rs » rt ee a 
For 6-foot Nos. 1, 2 and 3, deduct $3 from 1x6" 1xé inte ae 5 /4x8” 6/4x8” 
prices of 8- to 16-foot. DWGROtter .cccccvesso $30.50 $31.75 943.75 SELECT, S2 or 4S— & war. & war. & wadr 
Bevel siding, %%-inch, odd lengths, 3- to 20- Common Boards and Shiplap B&better, RL..... $80.00 $75.00 $75.00 
foot, but not over 20 percent shorter than 1x6” ing” 1x10” 1x12” of NO eee 66.75 ore 52.50 
10-foot. Wa 8) cn kss $12.00 $12.00 $12.00 $17.25 D Select, RL...... etl cone 35.00 
D&btr., 4-inch...$25.00 EB, 4-inch...$17.00 | No. 2 ....... 7.25 8.00 8.50 8.75 | SHor, S2S— No. 1 No. 2 No. 3 
6-inch... 28.00 6-inch... 20.00 | No. 3 ....... 4.50 6.25 6.25 winks 5/4 eee eeeee ness $34.50 ee e 
eee . Oa «t.0 
ae sence and pine, 4-foot; No. 1, $6.50; Dimension 8/4 eRe EAS 43.55 7 
No. 2, $5.45. 1” (1a @’ 18’) ser same | OLE eee e ere eens 
» on aa Larch- Douglas Fir 
No. 1, 2” thick— we ne - No. 1 Dimension, 2x4”, 16’ $12.11 
OF ecicci $11.75 $11.50 $12.75 $13.75 $13.75 | .... | No. 1 Dimens io i OE tedae tet 
> 95 °11.25 12.25 12.75 13.06 $14.50 | No. 1 Dimension, 2x6-8”, weet ee ees 43 
WI — ivven 11.25 20 - 2 0.0 = . . a 48 1x8” RI 8.6 
g” 11.75 11.25 12.50 12.25 12.25 17.C0 No. 3 Common, S2 or 48S, 1x! tL... 3 66 
Following are f. o. b. Wausau, Wis., prices: ) 13.38 3% 13-58 13.33 e 5 5.00 Flooring, Vert. Grain, C&better, 4”, RL 19.25 
No. 1 Hemlock Boards, s1s— 12” ...-. 12.0 Se ee aoe ee 
10,12&14’ 16’ 2x4”, 8’, $11.75; 10’, $11.50; 2x6 10.75 
1 eceeeeeees $13.50 $2080" $2150 | Random— 3x4" 2x6" 2x8" B12" WEST COAST LOGS 
Dill CERES RE eS 23.00 24.00 25.50 Og eee $7.50 $6.75 $7.50 ae [Special Telegram to AMERICAN LUMBERMAN] 
A a pestheew ewe eR eS ot 24.00 25.00 26.50 | No. 3 ....---- 4.75 4.25 ee . Portland, Ore., April 12.—Log market quo- 
ay ee ee 26.50 se +4 pe No. 1 Common Rough &/or auton a at SO tations: alk 
p. Mae sens 8 e664 e269 27.5 28.5 30.00 z 219 50 Fir, yellow: Ungraded, $10.50@13. 
For shiplap or flooring, add 50 cents to | 3x3 to 4x12” to 20’.......eeeeeeeeeeees $12.5 Fir. red: Ungraded, $9@10. 
prices on No. 1 boards. 5x5 to 12x12” to 40’.......ccrcecrerncce 10.50 iendauk: aamded, oe 
No. 1 Hemlock Dimension, 81S1E— Fir Lath ted Cedar: Depending on quality, $9@i2 
2x 4” $23.50 $24.50 30550 $25.50 Me. £, EMRE, BUF ic ccc ce eceseineseteens $2.50 Spruce: No. 1, $17; No. 2, $14; No. 3, $9. 
Ox 6" 2IIIIIIIIT"22'50 "23:50 “24:00 25.50 Seattle, Wash., April 11.—List prices of 
=e. seid cance 23.50 24.50 24.50 25.50 logs: : on 3, $8. 
err sy 50 29.50 28.50 28.50 > ? Fir: No. 1, $16; No. 2, $12; No. 
WE smivacunaes 50 30.00 29.00 29.50 Want Something! Cedar: Shingle logs, $10@11; lumber logs, 
on No. 2 ph ng deduct $3.00 from price Look in the Classified Section 
Oo. 





*viemlock: No. 2, $9; No. 3, $8. 
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| TIDEWATER RED CYPRESS RED CEDAR SHINGLES NO 
Jacksonville, Fla., April 11. ring is a list of new wholesale prices on tidewater Seattle, Wash., April 9.—Followin 
: red cypress, revised as of March 15, f. o. b. mill: prices direct to the trade on carload = sare P voll 
j Grades 1%” 1%” 2” 21%” 3” 4” carload lots, f. o. b. mill, all prices being Sore 
: i i ccebegkoben snes ceeeseekewne $58.00 $63.00 $73.00 $ 85.75 $111.00 $111.00 $117.0 based on four bundles to the square, and ASH— 
: TOM cc ccccccccccccccscesccosccccses cess cece 90.00 102.00 126.50 126.50 132. 00 shingles mixed with fir lumber being 10 cents 
: EAS RINE EMRE RIE PM SpE RS 44.00 49.00 49.00 59.00 81.00 81.00 91.00 higher than these prices: 4 4.. 
tt MM (oc .cuncceunezanieneneunnl 27.00 40.00 46.00 52.00 64.50 64.50 72.50 i 5/4.- 
Rep perbenspeehesges repre: 16.00 17.00 17.00 16.00 |G>press Shingles New Grades, Per Square 6/4... 
: Pe ~% ee. WHENGs cs cocvesereneesece 18.00 18.00 18.00 19.00 4” 5” Washington- British 8/4.. 
; Ghee BOGE cccnsccsecesseisinveeses 70.00 75.00 90.00 102.00 Ipest ........ $4.75 $5.75 megets 24”— Oregon Columbia BIRCH 
A (R. W. 4” to 18%)... cccccccccccce 60.00 65.00 67.00 75.00 |Primes ..... 210 3.50 NO. 1 oo... eee eeeeees $2.40@2.53 $2.50 4/4.. 
ak ddan eS d bandanas ewan eee whee 51.00 56.00 58.00 61.00 [Economy ... 3.20 3.60 IE ine iis em tate 1.80 5/4.. 
 cpocdnasceveeks ouctantseesduerenewen 46.00 51.00 53.00 56.00 |\Cypress Lath Perfections, 18”, 5/214,” — 6/4.. 
©) wc eakawhanbtheksaeeeethaeewene men 45.00 50.00 52.00 55.00 No.1 No. 2 No. 1 1.80@1.90 L906 $/4.. 
Pe A Ah, AO Wabsacecwesesceneent 39.00 44.00 44.00 39.00 |%x1%x4” ...$3.00 $2.25 Ber ee Beet evsersenns 1.802190 = 1.80 1.90 10/4.. 
SC EE binapencddesseeesnssaeues 27.00 = 27.00 27.00 27.00 I%x1%x32”.. 1.00... | age a — We 
—s 1 / 
Ma; % SE... 1.55@1.85 1.60@1.65 5/8 
No. 2, all clear. 1.35 @1.50 1.30@1.40 3/ 4. 
WEST COAST SPRUCE NORTHERN PINE Rte oe 
No. 3, 10” sient or. 7 Pri 
[Special Telegram to AMERICAN LUMBERMAN] Following are prices on northern white ey Mp ee Med we 90@1.25 90 86 = 
P — ~ : p » aa" OP. cece es V1i.se a 7o 
Portland, Ore., April 11.—The following | P!mé effective Feb. 15, f. 0. b. Chicago: Dimensions, 5/2, 5x16”— : 
are prices for mixed carlots prevailing today: Common Rough Boards and Fencing— No. 2 , 0001.68 Peay 
Finish— ar pee 10-14 ft.  16ft. 18-20 ft. , $38-4( 
1x12” ....... wor St Sepietaers: YR Se wer $42.35 $49.75 $44.75 and t 
1x4—10” .... 33.01 6 ran ae 20.00 SS eee 42.75 47.75 42.75 Sort 
Bie srtetenes ooes ~R Seeieete 43.73 «48.73 «48.75 WESTERN RED CEDAR 4/4. 
Bevel siding— 10/4 29.00 Ee eeereess 51.75 54.75 51.75 ; } 5/4. 
4x4” $17.00 TG -éinsquads 31.00 1x12”........ 86.25 83.25 86.25 a Wash., April 9.—Prices for red 6/4. 
BAD «se eeeee ate Si re - ae a peers reap ede siding i ix ars ao . . 8/4. 
Naty, Fisiat 1600 ath... $00 | No. % tx 4¥eccc ase 6750 = a7.se | cedar siding in mized cars, new bundling, § | #/4 
14x6”, Vert.gr. 22.00 Green box. 9.50@11.50 = # Feorcers ayes oc-ee A ge nal 
eeeerene ‘ 00.0% vt.d . : a4. 
1x10”........ 38.50 36.50 38.50 movetes —e ve eo 4/4. 
EE vcccnces. Se 8.00 53.00 ; A” “B” /4. 
. cag Zl as . seg PO eee $20.00 $18.00 $15.00 6/4. 
NORTH CAROLINA PIN No. 3, 1x 4% ........ 22.25 23.25 ge ge Serre ree 24.00 20.00 17.00 8/4 
1x Goes ee eees 24.75 26.75 24.75 | G-inch ..........00. 24.00 19.00 17.00 a 
Fi ing are typical average f. o. b. Nor- og a 26.25 26.25 26.25 > Rock 
folk - rices re eived during the two weeks pee roe 28.25 28.25 28.25 Clear Bungalow Siding 
ended April 9, as reported by the North RR aes wid 34.25 32.25 34.25 %inch %inch | at 
Carolina Pine Association: For all white pine (Pinus Strobus), add Si. 8-inch cee eseceseodseereseoes $39.00 $27.00 6/4. 
. III, 5 acu Sy tive gs Ge esi ace ee oven sacbeid 48.00 38.00 Q/4. 
Rough: For ripping, add $1 per cut. For resawing 12-inch 2 60.00 
Edge 4/i— i rough, add $1; S2S and resawed, add $1.50 to | ““ "ttt : sa 10/4. 
BE&DEET coc e cece cece eee eee rece eeenees $30.10 | price of S2S. For S1S or S2S, add 50 cents. Finish, B&better 12/4. 
Dk D dweeeecsneedenuseceactesesconsend 21.80 , - : 2 ir S2S or S48 BAss 
AAR Us tee ete, ce aR Ce a oa 14.60 | For plain shiplap, S2S, CM, S4S, S1S1E or | Reugh 
2 : "Rage ial ioted io ppeprard: 2 1¢ well curbing, add 50 cents. For grooved roof- | : ” ae 4/4. 
Box N Ditisbbsdeknnebabeeneneeawaeens 12.10 7 » @ 3 ec 1x8&10 $ 45.00 5/4 
| ing, drop siding, O. G. shiplap, ceiling or | ill aca dah lara ate nett Anat ta 55.00 6. : 
No. 1 No. 2 sheathing lath, add $1. Not to exceed 10 per- nn. EIR re ee 70,00 ae 
B&better No.1 box box cent of degrade developed in running may be rs te re ec 100.00 10/4. 
Re OB ncacawa's $30.55 eee cece cece included at grade price. For partition, all or | TSP" als ace tidbeadatte’ das ise asia diced led ta Gets 105.00 12/4 
YY eer een ee -++. | grades, all $1.50. | MEER Renee re sake eee Rese . / 
ix ¢. 30.40 $24.15 $16.85 $13.25 For stock 3-inch or less in width, S4S, add Ceiling or Flooring e 
— oe +o 9410 17.00 13.75 | $3.50, product of strip ripped and bundled. | 1X3&4” 21... . cece cece eect eee eee eeeees $ 30.00 oebe 
x] t ae an 00 17.00 14.65 All grades of 5-inch, $1 more than 10-inch; . No 
a a 47:38 a5 65 31°15 15°20 5-inch S4S, add $1.50. For bundling, add $1.00. a Discount —— m vine 
a7, Sa ea ~~ — — = : Made from 1x4” and under.............. 64% , 
Edge B&better— For rabbetting, add $3. Mace from Other SISOS... .cccscciccocceses 54% inch 
De icthbendawecaeeseeekénkee nev aewaned $34.80 No. 1 Piece Stuff, SIS1IE or S4S— Additional discount for 10,000 feet or RED 
OS he pe el LET LIOR TES Plas 44.30 | 6’ 8’ 10-12-14’ 16’ 18-20’ I DE hb sore cBeocersawenewsens 5% | 4/4 
DE” wreeestdenseqh0sessewkss eneenan 50.80 | 2x 4”....$23.25 $28.25 $29.75 $29.75 $31.75 | P » ” , 5/4 
SU teicnegncdayantaVendaaddeensesvetet $8.10 | 9x 6”. .::°93°95 27.25 27.75 27.75 30.75 | a oe 5 ft. 6/¢ 
Bark Strips— | 2x 8”.... 23.25 28.25 28.75 28.75 31.75 | su» 10 302 os 8/4 
B&better 4/4” $21.40 | BEIe ceoe Bee 27.25 30.25 30.25 31.25 134” slg Nat a Gc Toot iad hia ata olla ni bata aac 33 Har! 
PEEDOCLLCE S/S coeseseeseceseseseseseces oi. 9 9” 92 95 5 95 2 S 9 9 FR §« oe eee eee seer eeeeeseeeeseeeeeseeeeres . 
Mes Nona cicauccans banamunceaeaccur 10.60 ~— re 48.25 “gon 31. ee! ee ee nen aaeadatasurnavectinrees "36 4/4 
914" ne | oO. piece stuff, $3 less than No. 1. od , 
Ploorine— Wide oot SR | rough, hong 50 cents. For D&M, add $1.50 fy 
' a bs me S1S only, $1 more than rough. 
Bé& be BY sveecevecves' $27.60 $27.10 | END DRIED WHITE MAPLE 10/4 
a 1 common }#”........ $3.30 a3-10 | Siding 4- and 6-inch, 4-foot and longer— ty 
a ON Se” cenncnwd 16.2 16.55 | y ray P 
B&better bark strip partition.......... $23.05 ro sata Prices on end dried white maple, f. o. b. HAE 
Box bark strips dressed............ 11.75 | 4» Babtr. Cc D. E_ C&btr. | mills, lower Michigan: 
oor ee — 4” ......$27.50 $24.50 $18.50 $15.50 $21.50 FAS No.1 &sel. 
ee | OY voces ee ee ND Oe OSE vn cnncsndesvesoeeses $100.00 $ 70.00 
Roofers dressed Siding may contain 40 percent of 10-foot | 5/4 ........2.2I2IITII 105.00 75.00 HA 
. 2 eee eee eee eee $16.45 | and shorter. Beaded ceiling, %-inch $1 more REE a eres 105.00 75.00 6/4 
ix 8° ... a a Re Slee er 16.70 | than siding. Selected length, $2 extra. Sid- ee ee ees 110.00 80.00 
1x10” .... iaikbdien ekechaaae a ama mate hae 17.85 | ing run to OG, $2 extra; product of strip as | 10/4 ........ceceeeeceecees 130.00 100.00 BEE 
DELS wee eee cece rece renner reeeeeneens 20.60 | it grades. BES shencdachontecnnnpses 140.00 110.00 we 
5/: 
SALES PRICES OF SOUTHERN HARDWOODS 9 
A 
Following were average sales prices received for southern hardwoods during the week ended April 5, Chicago basis: bs 
4/4 5/4 6/4 8/4 4/4 5/4 6/4 8/4 12-| 
RED GuM— RED OAK— —— 
Pt Ae I Sins cccenad> SRkKebwaeKee wa vlrmaneeeele SO I ee ~ ie ec eae osha cg cae 
a eae ee: ae 686)6UlUlhC”C« Cte eeeece: haba deaecowre Pin. FAS... 65.50 68.00@ 83.00 ........ ae 74.25@ 86.25 
Sap Gum— a, seen. Gaeeee £200 Bee =“ & §=— oasckwcdcana’ asbhucbeacewa 
re ee ia we edn enememe ser Mieaeeee es NO. 2.0500 ceccvesccces 38.00 Di OLS Fae OO Ra eS s 
CES Vcc weaciiakei \smdesaacy cae 26.75 31.50 MIXED OAK— cro 
So eee eer eee Kulllae cea naa 24.00 eee ee 8 cc adteeeEe, Menbiengewen) dueeews+eene 
ss PERE EE: iccnaieasd banckencenae wavawdienaeee ae WOUENy. CEOO 8 kketeernentls Gerctheteeee sencies 
No 1&sel. 28.00@ 32.25 29.25 ar ES eee PoPpLaR— 
= a  ° °&4£«zxxe@cndenwaws Se oe Te eer s Pin. FAS. 61.25 69.25 74.95 83.25 No. 
BLack GuM— Saps .. De» . |) SURES SEEN, whee Oa ey c. PRR as No. 
Pin. No. 1& Saps&sel. cieiianra grea el aka. — Aeavm-etwiaedud me al élm 10.50 qj .j = eveseccseses No. 
i sacsde Geen ee “OREN = = = 8 = 8=§ —“hdwbweseduee: “Geavnemene ons No. 1 com. 30.75 9°99 °° 220202222222 a -— akonameekans No 
TUPELO— AsH— | No 
eS senctethicce phidisisnandionadenbewedsex 35.00@ 41.25 No. 1&sel... ......+.-. - 43.50 44.50 46.75 I 
I eeheeuaus 31.2 No. 2.....4. 2 ee eee ee ee eee tha 
CC Mr MOD... nccsacece. cavcheodenen . sendacwwenos REECH— cer 
a are )6— CT Cantaconwedes wace PAS seeeee 42.50 hate e eee e eee cece cece eee e cee eeeeeeeee Cer 
(kat? weskee hanes A Rebels ae 
WHITE Oak— na ly Dips 32 + Terre eee ee eee a a 2 ee ee 
y 9 24 75@ wis NNO. Beoecses SS.00U +j~ =—=— cesesesecses eeeesecesees seeesseress® ? 
ig - 84.75@ 35.75 eye Tere T Me TET YT eC a ee eee ee CorTrron woop— wi 
No. C0 Coecccccsece | ITS CS OCTET TT eee Te ee eee Se ee EE Re re Re 
MaGNOLIA— No 9 Slat eenntions 2g We gene heabosg sabe tg 5995 Ee: Be en ee So: 
FAS ...... MOEN . s0iviedsiines atppneiiniie. dimen wedeket EE as dea Pep ree Ae : 
ns: a --  -  Veedceteseee Sanweuewesee 47.25 ee 19.75 meme ON ee stein, «tee ] 
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April 16, 1932 


NORTHERN HARDWOODS 


Following are prices of northern hardwoods, 
f. o. b., Wausau, Wis.; 


ae FAS Sel. No.1 No.2 No.3 
oT) $47-49 $37-39 $28-29 $20-21 $15-16 
Se, 55-57 45-47 33-36 22-23 15-16 
CIE. oes 60-62 50-52 38-40 25-26 15-16 
aaa 70-72 60-62 43-45 28-30 16-16 
H-— 
a EER 50-52 35-37 25-26 19-21 14-15 
Yee 53-55 38-40 28-30 21-22 15-16 
ae 58-60 43-45 34-36 23-24 14-15 
7? ae 65-67 50-52 40-42 30-32 14-15 
YT oe 73-75 68-60 53-55 45-47 .... 
7 78-80 63-65 58-60 50-52 : 
eer 128-133 113-118 98-103 .... 
CFG. as 43-44 33-34 23-24 17-18 
Tee 43-44 33-34 23-24 17-18 
Thin 4/4. 43-44 33-34 23-24 


Price of No. 2 and better, 1x4 inch and 
wider, 4- and 6-foot lengths, $24-25. 
For select red, add $10. 


Rough birch, 6- to 16-foot, 1x4 inch, two 
face clear, $50-52; one and two face clear, 
$38-40; 1x5-inch, two face clear, $60-62, one 
and two face clear, $48-50. 

Sort MAPLE— 

Oo ee 45-47 35-37 25-26 17-18 14-15 
as 50-52 40-42 30-32 21-22 15-16 
| ae 60-62 50-52 35-37 23-24 14-15 
a 60-62 50-52 35-37 28-30 14-15 
SorT ELM— 

FA No. 1&sel No.2 No.3 

BOR 00.5 40-42 28-30 20-21 17-18 
. 47-49 35-37 22-23 19-20 
| 47-49 35-37 22-23 20-21 
|. 50-52 35-37 25-26 20-21 
Rock ELM— 

FAS Sel. No.1 No.2 No.3 

re 80-82 eagles 55-57 25-26 16-17 
SO = 85-87 60-62 30-32 18-19 
| 90-92 65-67 30-32 19-20 
J Sere 95-97 75-77 38-40 25-26 
| ees 105-107 85-87 52-54 ai 
i 115-117 95-97 57-59 30-32 
Bass woop— 
=e 48-50 38-40 26-28 20-21 14-15 
}, 51-53 41-43 30-32 22-23 15-16 
) 55-57 45-47 33-35 22-23 15-16 
|, 60-62 50-52 38-40 22-23 15-16 
=e 68-70 58-60 48-50 35-37 ene 
7 78-80 68-70 58-60 40-42 


Keystock, 4/4 No. 1&better, $55-57; or on 
grades, FAS, $65-67; No. 1, $45-47; 5/4 No. 
l&better, $60-62; or on grades, FAS, $70-72; 
No. 1, $50-52. 

_ One and two face clear 6- to 16-foot, 1x4- 
inch or 1x4-5-inch, $45-47; 1x5-inch, $50-52. 
RED OAK— 


60-62 45-47 33-35 23-25 12-13 
|. te 65-67 50-52 38-40 28-30 13-14 
| 70-72 55-57 45-47 30-32 13-14 
ee 80-82 65-67 50-52 35-37 13-14 
Harp MAPLE— 
i 48-50 38-40 28-30 20-22 11-12 
|, or 58-6 43-45 30-32 22-24 13-14 
| 63-65 48-50 32-34 24-26 13-14 
|), 63-65 48-50 32-34 26-28 13-14 
ae 78-80 63-65 48-50 35-37 “es 
ae 93-95 78-80 58-60 40-42 ; 
BO Riciaws 143-145 128-130 108-110 er 
Harp MAPLE RouGH FLoorRIne STtockx— 
No.1 No.2 No. 3A 
com. com. com. 
Mn aie od wanda sme oenaene $28-30 $20-22 $14-15 
Ee hxiunawe Wal Raa e AS 30-32 22-24 16-17 
oe dhvananenbeonawuu sts oe 24-26 16-17 
BEecH— 
No. 2 and better 
MA <p. ic eidt's-witar ncaa baal eae cao hee 3-35 
WE. wih'es'ocrg siaatealadin aia ose ate waite 38-40 
FAS Sel. No.1 No.2 No.3 
| ere $60-62 $45-47 $35-37 $24-25 $14-15 


Additions for special widths of No. 1 and 
better in all hardwoods, standard lengths, are: 
8-inch and wider, $12; 10-inch and wider, $30; 
12-inch and wider, $35. 


CROSS TIES 


St. Louis, Mo., April 11.—The following 
cross tie prices prevail f. o. b. St. Louis: 


Untreated S’th’n 
White Southern Heart 





N " Oak SapPine Pine 
No. 5, 7x9”, 8’, 9” face. .$1.10 $0. $1.75 
No. 4, 7x8”, 8’, 8” face.. 1.00 -80 1.45 
No. 3, 6x8”, 8’, 8” face.. .90 .70 1.23 
No. 2, 6x7”, 8’, 7” face.. .80 60 1.07 
No. 1, 6x6”, 8’, 6” face.. .70 50 89 


Red oak and heart cypress ties, 10 cents less 
than white oak: tupelo and gum cross ties, 15 
cents less than white oak; sap cypress, 20 
cents less than white oak. 


“ee Bridge 
, ies Plank 
LD ern Sr pee $34.00 $32.00 
es, eR aant pt spice 31.00 peer 
Southern sap pine, untreated— 

Me Bicbar gun pokeneben wae ae 25.00 

ED vacasavawe shvevewerous 27.00 
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PHILADELPHIA PRICES 


Philadelphia, Pa., April 11.—Following are 
prices prevailing today in this market: 
LONGLEAF YELLOW PINE FLooRING, 1x3-inch— 
B&better, $32.00; No. 1 common, $29.00; No. 2 

droppings, $24.00. 

LONGLEAF YELLOW PINE TIMBERS, 

Rough, merchantable grade, water delivery— 

6&8-inch 10-inch 12-inch 14-inch 16-inch 
$32.00 $38.00 $47.00 $55.00 $61.00 

GEORGIA AIR DRIED ROOFERS— 

= and grooved, %-inch, 6-inch width, 
17.00. 

KILN DRIED YELLOW PINE ROOFERS— 

Tonanee and grooved, standard, 6-inch width, 
22.50. 

NorTH CAROLINA PINE RouGH Box, No. 1— 
10-inch $23.00. 12-inch, $24.00. 

NoRTH CAROLINA PINE FINISH, 


. Re ccnvecccecese nouns $32.50 
NORTH CAROLINA PINE STEPPING, 
BEdotter, G/EELSZIMGR..cccvvecossccese $49.50 
NorTH CAROLINA PINE DIMENSION, No. 2 & bet- 
ter— 
S4S, %4-inch scant, 2x3-inch, 9-foot, $17.50; 


2x3-inch, 16-foot, $19.00. 
10- to 16-foot, $20.50. 


APPALACHIAN WOODS 


Cincinnati, Ohio, April 11.—Average 
wholesale prices, carloads, Cincinnati base, 
on Appalachian “soft texture” hardwoods: 


Rough, 2x10-inch, 





4/4 5&6/4 8/4 

PLAIN WHITE OAK— 

eRe rere $95@100 $105@115 $110@120 

No. 1 com.&sel. 45@ 50 60@ 65 70@ 75 

No. 2 com..... 30@ 33 38@ 40 

No. 3 com.....:20@ 22 24@ 26 26@ 28 

Sd. wormy..... 33@ 35 55@ 57 60@ 62 
PLAIN RED OAK— 

er 75@ 82 80@ 85 90@100 

No. 1 com.&sel. 43@ 48 52@ 55 58@ 62 

No. 2 com..... 28@ 30 36@ 38 38@ 40 

No. 3 com..... 20@ 22 27@ 30 28@ 30 
CHESTNUT— 

2S eee 70@ 75 80@ 85 90@ 95 

No. 1 com.. 42@ 46 61@ 65 61@ 65 

No. 3 com..... 20@ 21 20@ 21 20@ 21 

Sd. wormy & 

No. 2 com... 25@ 28 29@ 32 33@ 35 
No. 1 & btr. sd. 

WOT .ccoe 28@ 32 30@ 33 35@ 37 

PoPLAR— 
Panel & No. 1, 

18” & wdr...130@135 140@145 150@155 
| Pore 88@100 105@115 120@130 
Saps & sel..... 60@ 75 80@ 90 95@105 
_ SS eer 43@ 48 50@ 55 55@ 60 
eS eae 28@ 30 32@ 35 38@ 40 
No. 2-B - 20@ 22 26@ 28 27@ 29 

MAPLE— 
!) eer 70@ 75 75@ 78 78@ 80 
No. 1 com.&sel. 45@ 50 52@ 55 57@ 60 
No. 2 com..... 33@ 36 38@ 41 39@ 42 





OAK FLOORING 


Following are carlot quotations, 
basis, on oak flooring: 


18x2%” a Hey %x2” %x1%” 


Memphis 


Clr. qtd. wht..... $85.00 $75.00 $54.00 
Clr. qtd. red.... 74.00 63.00 55.00 50.00 
Sel. qtd. wht..... 62.00 50.00 40.00 36.00 
Sel. qtd. red..... 48.00 44.00 40.00 39.00 
Clr. pln. wht.... 53.00 48.00 47.00 36.00 
Clr. pln. red.... 49.00 46.00 44.00 88.00 
Sel. pln. wht..... 43.00 35.00 37.00 27.00 
Sel. pln. red..... 42.00 37.00 37.00 29.00 
No. 1 com. wht.. 33.00 23.00 20.00 16.00 
No. 1 com. red.. 33.00 25.00 18.00 17.00 
MO. 3 COORc0.00 3.00 13.00 10.00 8.00 

x2” %x1%” x2” 
ss ee Serre $78.00 $78.00 $95.00 
Co Ge, Dic evecccciess 70.00 70.00 90.00 
a a Serer 58.00 55.00 60.00 
ee a en 58.00 55.00 60.00 
Ca Bk Wa ce vccr cess 50.00 50.00 54.00 
a a ee 47.00 47.00 50.00 
a See 42.00 42.00 45.00 
i: ee es exencoeoe 42.00 42.00 44.00 
No. 1 COM. Wt... ccscces 28.00 23.00 22.00 
wee, BOO, Slee sctccsen 26.00 23.00 22.00 
Bk: BD Gas obese eaaecas 12.00 12.00 10.00 


New York delivered prices may be obtained 
by adding to the above: For }-inch stock, $9; 
for %-inch, $4.50; for %-inch, $5.50. 

Chicago delivered prices may be obtained 
by adding to the above: For inch stock, 
$6; for %-inch, $3; for %-inch, $3.50. 


MAPLE FLOORING 


Michigan and Wisconsin flooring mills 
quote as follows on northern hard maple 
flooring, f. o. b. cars flooring mill basis: 

First Second Third 
iikbotowni ene $48.00 $38.00 $23.00 





§4x2%” 





75 
Timber Land Sales 


MADISONVILLE, KY., April 11.—The larg- 
est timber deal to be consummated in western 
Kentucky for some years and in which some- 
thing like $85,000 is involved, has just been 
announced here. E. R. Brackett, Morton Gap, 
and Baker & Hickman, Madisonville mer- 
chants, have purchased 2,500 acres of virgin 
red and white oak, hickory and poplar timber 
from L. W. Schmetzer. The timber lies seven 
miles west of Madisonville, extending to near 
Dalton, and is composed of 40 tracts on the 
7,000 acres owned by Mr. Schmetzer in Hop- 
kins County. 


MEMPHIS, TENN., April 11.—The tract 
known as the “Red Gum Plantation,’ com- 
prising 3,000 acres near Hughes, Ark., has 
been purchased by the -Kellogg Lumber Co. 
(Inc.) from the George C. Brown Lumber Co. 
Most'‘of the timber has been cut off and the 
land will be put under cultivation. 





Statement of the ownership, management, 
circulation, etc., required by the Act of Con- 
gress of August 24, 1912, of AMERICAN 
LUMBERMAN, published weekly at Chicago, 
Ill, for April 1, 1932. 


STATE OF Lg | 
County or CooK, a 


Before me, a Notary Public in and for the State 
and county aforesaid, personally appeared ELMER 
C. Hous, who, having been duly sworn according to 
law, deposes and says that he is the business 
manager of the AMERICAN LUMBERMAN, and that 
the following is, to the best of his knowledge 
and belief, a true statement of the ownership, 
management (and if a daily paper, the circula- 
tion) ete., of the aforesaid publication for the 
date shown in the above caption, required by the 
Act of August 24, 1912, embodied in section 411, 
Postal Laws and Regulations, printed on the 
reverse of this form, to-wit: 


1. That the names and addresses of the pub- 
lisher, editor, managing editor, and business man- 
agers are: 

Publisher, The AMERICAN LUMBERMAN (a corpo- 
ration), 431 S. Dearborn St., Chicago, Ill 


Editor, ELMer C. Hou, 6704 Stewart Ave., Chi- 
cago, Ill 

Managing Editor, A. L. Ford, 10501 S. Leavitt 
St., Chicago, Ill. 


Business Manager, ELMer C. Hous, 6704 Stewart 
Ave., Chicago, Ill. 


2. That the owner is: (If owned by a corpora- 
tion, its name and address must be stated and also 
immediately thereunder the names and addresses 
of stockholders owning or holding one per cent or 
more of total amount of stock. If not owned b 
a corporation, the names and addresses of the indi- 
vidual owners must be given. If owned by a firm, 
company, or other unincorporated concern, its 
name and address, as well as those of each indi- 
vidual member, must be given.) 


The AMERICAN LUMBERMAN (a corporation), 
431 S. Dearborn St., Chicago, Ill. 


om oes W. Defebaugh, 1120 B. 50th St., Chicago, 


Annie C. Defebaugh, 1130 EB. 60th 8t., Chi- 
cago, Ill. 

3. That the known bondholders, mortgagees, and 
other security holders owning or holding 1 per- 
cent or more of total amount of bonds, mortgages 
or other securities are: (If there are none, 80 
state.) None. 


4. That the two paragraphs next above, giving 
the names of the owners, stockholders, and security 
holders, if any, contain not only the list of stock- 
holders and security holders as they appear upon 
the books of the company, but also, in cases where 
the stockholder or security holder appears upon the 
books of the company as trustee or in any other 
fiduciary relation, the name of the person or cor- 
poration for whom such trustee is acting, is given; 
also that the said two paragraphs contain state- 
ments embracing affiant’s full knowledge and belief 
as to the circumstances and conditions under which 
stockholders and security holders who do not ap- 
pear upon the books of the company as trustees, 
hold stock and securities in a capacity other than 
that of a bona fide owner; and this affiant has no 
reason to believe that any other person, association, 
or corporation, has any interest direct or indirect 
in the said stock, bonds, or other securities than 
as so stated by him. 


5. That the average number of copies of each 
issue of this publication sold or distributed, 
through the mails or otherwise, to paid subscribers 
during the six months preceding the date shown 
above 16 ..ccsccces This information is required 
from daily publications only.) 

EvMer C. Hous, 
Business Manager. 

Sworn to and subscribed before me this 24th 
day of March, 1932. WILLIAM MATHIESEN, 

(Seal.) Notary Public. 

(My commission expires Jan, 22, 1933.) 
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WALTER WALTON, aged 68, prominent in 
rance brokerage 1 both in New 


nsur circies 





Y h, and formerly insurance 
ma th Carolina Pine Associ- 
at in a Norfolk, Va., hos- 
pi tive of Ridgewood, N. J., 
and was the son of the late Edward A. and 
Caroline Benton Walton. He entered the in- 
surance i New York City and opened 


insurance brokerage business under the 
name of Walter Walton Co. He con- 
“ed the idea of rendering a special in- 
nce sé ice to the lumber manufacturers 
king companies of the southern 
eloped the plan successfully, 
f in 1922 to handle the 
b Shortly after that 
sociated with the North Caro- 
tion. He was also affiliated 
food & Associates (Inc.) of 
had a wide acquaintance 
manufacturers of the South. 
son and two daughters sur- 





















HENRY F. BRAWN, veteran lumberman, 
widely known in the Penobscot River terri- 
tory, died April 6 at his home in Bradley, 
Me., aged 78 Having served an apprentice- 
ship as lumberjack and river driver, Mr. 
Brawn ociated with his father, the late 
Jc h rr operating the Bradley saw- 
mi spruce down the Penob- 
expert riverman and 
in middle life when 
logs in white water with 

Mr. Brawn was active 
affairs, serving in various town 
n the State legislature. A widow, 





















one s and daughter survive. 

DUANE WILLIAM BAIRD, for about 30 
years a prominent wholesale and retail lum- 
berman of Chicago, died on April 9 in Albu- 


N. M., at the age of 54. He was 
r and began his lum- 
ber n t Removing to Chi- 
cago he organized the D. W. Baird Lumber 
Cc of which he was president until his re- 
pnt out five years ago. Since then 

is h 


orn at Greenwood, Wis., 


ireer in that State 







s hon in the Jemez moun- 
10! f Albuquerque, where he had 
i a beautiful summer residence. “Dan” 

as he wag affectionately known, will 
> missed by a wide acquaintance 


CHARLES EDWIN DAVIS, first vice presi- 
ent of the Mengel Co., Louisville, Ky., died 
t his home in that city on April 4 of a sud- 
en heart attack. Mr. Davis was 60 years 

He had been associated with the Mengel 
Co. 25 years, having charge of its hardwood 
lumber sales. He was senior in years as well 
as in service, of all the officials except Col. 
Cc. C. Mengel. Prior to joining that company 
he was in the wholesale lumber business at 
Grand Rapids and was at one time con- 
nected with the D. C. Stimson interests at 
Owensboro, Ky. A widow, one son, three 
brothers and a sister survive him. 


JOSEPH JOHNSON, treasurer of Morrison- 
Merrill & Co., Salt Lake City, Utah, died at 
his home there on March 30 at the age of 68 
an illness of several months of heart 
trouble. Mr. Johnson was a popular figure 
in the lumber trade and active in the work 
of the Salt Lake Lumbermen’s Club. He was 
a member of the Chamber of Commerce and 
Intermountain Association of Credit Men, and 
arded as an expert credit man. Prior 
to his joining Morrison-Merrill & Co. about 
20 years ago, he was credit manager for the 
Consolidated Wagon & Machine Co., of Salt 
Lake City. A widow, one son and two 
daughters survive. 







after 





CHARLES 0. FOULKE, retail lumberman 
of Macomb, IIL, died at the hospital in that 
city on April 8 at the age of 62 after an ill- 
ness of three weeks. He was a native of 
Ohio, moving to Illinois with his family and 
entering his father’s lumber business at Ma- 
comb as a young man. In 1891 his father 
retired and he took over the business. He 
was active in and a director of the Illinois 
Lumber & Material Dealers’ Association and 
was well known and liked in the trade. A 
widow, one son and a daughter, with his 
mother, survive. 


MRS. J. Y. PROPST, wife of one of the best 
known timber estimators of the South, died 
at her home in Birmingham, Ala., on April 8 
at the age of 69. She had been a resident 
of Ensley for 20 years. Besides her husband. 
who was formerly both a manufacturer of 
pine lumber and a retailer in the Ensley 
trade, she leaves five sons, four of whom are 


connected with the Propst Lumber Co. at 
Ohatchee, Ala. The fifth is the well-known 
athlete, “Shorty” Propst. 


J. DONNELL MAHAFFEY, manager of the 
Hollywood Lumber Co., Hollywood, Calif., 
died at his home there on April 9 after a 
brief illness. A native of Pennsylvania Mr. 
Mahaffey moved to Los Angeles in 1902 and 
since that time had been prominent in busi- 
ness and club circles there. He had been 
connected with the Hollywood Lumber Co. 
for more than a quarter of a century. He 
was 56 years old. His wife survives him. 


HENRY KLEIN, aged 52, said to be the in- 
ventor of the first method of fireproofing lum- 
ber, and president of Henry Klein & Co., 
Elmhurst, N. Y., died on April 9 of a heart 
attack. Mr. Klein had been in the lumber 
business ever since his arrival in this coun- 
try from Germany in 1900. The process he 
invented for fireproofing wood is largely 
used by ship builders and by the Federal 
government. A widow survives. 


Cc. S. ESTES, secretary of the Los Angeles 
Wholesale Lumber Association, Los Angeles, 
Calif., died at his home there last week fol- 
lowing a cerebral hemorrhage. He was 59 
years old, and had been associated with the 
California lumber trade for more than 16 
years. He had been secretary-manager of 
the wholesale association since its formation 
in March, 1928. A widow and three children 
survive. 


CLYDE SCHUBERT, proprietor of the 
Schubert Lumber Co., Waterloo, Iowa, died 
on April 7, of pneumonia, aged 48. He 
founded the lumber business in 1931 after 
leaving the Walker-Schubert Lumber Co. 
upon its dissolution. Mr. Schubert was a 
veteran of the Spanish-American War. He 
leaves a widow, one son, mother and sister. 





BENJAMIN F. RICHARDS, West Haven, 
Conn., died at his winter home in Florida on 
March 26 at the age of 75. Mr. Richards wasa 
member of H. A. Richards & Co., a lumber 
concern of West Haven, organized many 
years ago by his father. His son, Earl F. 
Richards, is also a member of that company. 
Another son and the widow also survive. 


THOMAS M. ARNOLD, 73, well known 
Huntington and Rainelle (W. Va.) lumber- 


Marke 


(Continued from Page 69) 
agents. The Missouri Pacific quotes a 17 cent 
charge to Lake Charles, La., from the 
Memphis territory, no wharfage or additional 
charge applying. 

During the recent hearings, conducted by 
the Shipping Board in reference to the reso- 
lution of the Gulf-French Atlantic-Hamburg 
Range Freight Conference to impose an un- 
loading charge of 1% cents a hundred pounds 
on hardwoods delivered in cars on marginal 
tracks, the importance of the rates to ports, 
as well as charges which go to make up the 
total cost for the movement was emphasized 
by witnesses. 


Jacksonville, Fla. 


Southern Pine.—The market during the 
last two weeks has shown some improve- 
ment. Although business is far from good, 
inquiries are coming to the wholesalers and 
mills with more regularity than heretofore, 
and from all sources. The first part of the 
month, inquiries came only from railroads 
and industrials, but now the yards are com- 
ing into the market and are buying in larger 
lots. For many months purchases by the 
yards were of only small lots of specific 
sizes and lengths, while recent placements 
are more like real yard orders, random 
lengths and widths being called for. The 
railroads are buying more stock than they 
were a month ago, and indigations are that 
railroad buying will cogtifue to increase 
from month to month. Industrial buying 
has not shown the improvement that yard 
and railroad buying has shown, but, with 
contracts now in the process of being let, 
it is expected some nice industrial orders 
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man of some years ago, died on March 2 
at his home in Clarion, Pa. He was presi. 
dent of the Franklin Trading Co., in its day 
one of the leading lumber concerns in West 
Virginia. A widow, two sons and one 
daughter survive. 


MRS. ETHEL R. WOODS, aged 51, wife of 
Eugene Woods, president of the Woods Lum. 
ber Co., Memphis, Tenn., died on March 39 
at a hospital there, of pneumonia. Besides 
her husband she leaves a daughter and two 
sons. She had lived in Memphis 30 years, 


WILLIAM GOODJOHN, 78 years old, presi- 
dent of the Goodjohn Sash & Door Co., of 
Leavenworth, Kan., died on April 6 at his 
home there. He had been a resident of 
Leavenworth 35 years, going there from Chi- 


cago. 

JOHN J. RYAN, Sr., pioneer Louisville, 
Ky., sawmill man, 76 years old, died at his 
home in that city on April 10, after a long 
illness. Mr. Ryan was one of the active mil] 
men on the famous old Louisville Point in 
the days when there were many mills and 
the river full of logs. He leaves a widow 
one son, two daughters and a brother. , 


ARTHUR G. WACHSEN, of Lake Charles, 
La., who organized the Anacoco Lumber Co. 
in 1916, and who since that time has been 
connected with the lumber industry of 
Louisiana, died on April 7. 


R. W. HINTON, for 25 years actively con- 
nected with the lumber industry of southern 
Mississippi, died at his home in Lumberton, 
Miss., on April 7 at the age of 79. He was 
for many years one of the firm of Hinton 
Bros. Lumber Co., but later was president of 
the R. W. Hinton Co. 


CHARLES DAHLKE, aged 69, of Dahlke & 
Giese, operating retail lumber vards at 
Princeton. Neshkoro and Wautoma, Wis., died 
of heart trouble on Saturday. April 2, at St. 
Agnes Hospital, Fond du Lac, Wis. Mr. 
Dahlke was an old-time member of the Wis- 
consin Retail Lumbermen’s Association and 
one of the pioneer dealers of the State. 


CHARLES EUSTICE. aged 72, lumber 
dealer at Cuba City, Wis., died in a hospital 
at Madison. Wis., on April 4. He had been 
ill for about a month. Mr. Eustice was presi- 
dent of the Southwestern Wisconsin Lumber- 
man’s Club and a former director of the Wis- 
consin Retail Lumbermen’s Association. 


CHRISTIAN G. HARTMAN, 56. who was 
for a number of years in the lumber business 
at Crawfordsville, Ind.. died at his home in 
Greencastle. Ind., March 28. A widow, one 
brother and two sisters survive. 7 


News 


will come to this territory before the month 
is over. 

After inquiries are quoted on by the whole- 
salers and mills, orders are received much 
sooner than in the past, which indicates that 
prices from various shipping points are not 
varying as much as they were, so that buyers 
do not shop around as much to get prices 
lower than original quotations. For a time, 
dealers were often asked to cut prices two 
or three times, because of wide variations 
in quotations. Such requests are less fre- 
quent. 

The larger sizes continue to lead in de- 
mand, and prices are firm, with advances 
predicted with a slight increase in demand, 
which is expected if the larger mills con- 
tinue to have the export outlet they have 
enjoyed for the last four to six weeks. Ex- 
port trade takes the larger mills out of the 
domestic markets for a time at least, and 
enables medium-sized and small mills to 
participate in domestie orders, which they 
were unable to do with the largest mills 
after this business and accepting orders at 
small-mill figures. Output of larger sizes 
is limited to small-mill production, so pro- 
duction in these sizes is now about equal to 
demand. No sharp advances are predicted 
in the larger sizes, but a gradual increase 
is looked for. 

There is still am overproduction of 10-inch 
cutting, with demand limited almost exclu- 
sively to long-plank. The short lengths are not 
selling’ well, and prices are more or less ir- 
regular. Demand for small sizes has shown 
a little improvement of late, but it is not 
sufficient to change prices. There are still 
almost unlimited quantities of scantling sizes 
and 6- and 8-inch plank on hand at the mills, 
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for small sizes develop rapidly. Cheap prices 
have been of no help in disposing of this 
— stock demand has shown some im- 
provement recently, with yard business more 
active. Prices are at a low level, and no 
improvement is expected soon, except in the 
very best selling items. 

Cypress inquiries were not as plentiful dur- 
ing the last two-week period as they were 
the latter part of March. However, the in- 
quiries received called for higher grades, 
which mean more money for the producers 
and wholesalers as well. Cypress orders 
showed a slight gain, but this gain will 
probably be lost during the next two weeks, 
with inquiries now short. 

Hardwoods are faring somewhat better 
than they were last month, but business is 
very dull. Oak is the best seller, but only 
in higher grades. FAS led in demand, with 
No. 1 common the next best seller. Most 
of the oak is now being sold for export to 


the United Kingdom, and is bringing fair 
prices. Ash demand is showing a little im- 
provement, and export and domestic con- 
sumption are about equal. Prices on ash, 
however, are weak. The higher grades cf 
gum are not moving at all well, and about 
the only sales are of low grades for ship- 


ment to box factories, in small quantities 
at low prices. Demand from the furniture 
trade is absolutely at a standstill. Demand 


from automobile body builders is showing 
some activity. 

The hardwood mills report their stocks are 
as well balanced as they have been in twelve 
months. Last summer the hardwood mills 
as a whole cut prices and curtailed produc- 
tion to such an extent that they disposed 
of most surplus stocks and, after shipping 
heavily for several months, started replacing 
broken stocks, and are just now well bal- 
anced in practically all items. The hardwood 
mills report that a sharp increase in demand 
would result in shortages of all the best 
selling items. Production is not over 25 per- 
cent of normal. 


Retail yards in northern Florida and the 
extreme southern parts of the State report 
business much improved over last month. 


More orders are on hand, and more business 
is being figured, than for several weeks. 
Prices are still unsatisfactory, and collec- 
tions are not what they should be. Spring 
buying is about to start and the yards are 
beginning to look around for salesmen. 
Exports of lumber and naval stores from 
Jacksonville during March were larger than 
in more than two years. Lumber 4,298,000 
feet, rosin 33,131 barrels, and turpentine, 
555,621 gallons. Lumber shipments, for the 
first time since January, 1929, climbed over 
the 4,000,000-foot mark last month. The total 
is more than twice as large as that for Feb- 
ruary or for March of last year. Totals for 


the first three months of the year are as 
follows: Lumber, 8,290,000 feet; turpentine, 


1,011,696 gallons, and rosin, 82,340 barrels. 


Shreveport, La. 


Southern pine quotations are decidedly 
weak, larger mills competing keenly. The 


volume of inquiries is fair, but actual orders 
are somewhat fewer. The smalier units are 
said to be competing for all the business in 


sight strictly on a cut-throat basis. Condi- 
tions governing production from stump to 


car have been 
two weeks. 


extremely favorable the last 


Birmingham, Ala. 


_ Southern Pine.— Manufacturers continue to 
Sit tight in the matter of prices on lower 
gSrades, but have been letting uppers reach 
lower ground. Flooring, both 1x3- and 1x4- 
inch, can be had as low as $16, mill, and 
B&better at $19 and $20. No. 1 and “C” 
finish has a range of $14 to $19, for mixed 
Cars, taking the stock “as is,” and for speci- 
fied widths the 12-inch is $27; 10-inch, $23; 
8-inch, $19, and 6-inch, $18, with 4-inch at 
$16. For B&better the mills are adding $3 
to $5 to above prices for specified widths. 
Random width and length steck, rough 
B&better, is $20. Dimension, 8-inch and un- 
der, is sluggish, with the mills cutting the 
No. 2 common to $9, and 2x10-inch and wider 
No. 2 common to $11. No. 3 common, 2x6- 
to 8-inch dimension is $4.50 or $4.50, 2x10- 
and 2x12-inch is $5 when solid cars are or- 
dered. 

Hardwoods.—Oak flooring prices softened 
Within the last week. Upper grades are fol- 
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lowing pine, and while No. 1 red and white 
have been sticking close to the $30 mill base, 
sales have been made at $26 for No. 1, and 
$32 for select, with $45 for clear. When 114- 
inch stock is used there is a further reduc- 
ttion of 20 percent. 


Baltimore, Md. 


Longleaf is not being bought by the yards, 
because they find trade slow and see no sign 
of a stiffening in prices. 

North Carolina Pine demand has not in- 
creased, inquiry is indifferent, and prices are 
weak. 
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Douglas Fir trade is slow and competition 
is keen so that the range of values is held 
to low levels. 


Cypress 
are low. 


inquiry lags, though stocks here 


Hardwood demand is held down to the low- 
est proportions within the memory of the 
trade, and each seller endeavors to underbid 
the other. Stocks are being gradually re- 
duced. Not a few of the mills are resolved 
that they will not resume production until 
prices have worked up to profitable levels. 
Exporters expect an improvement on foreign 
markets. 








‘BUSINESS CHANGES, INCORPORATIONS, 








ETC. 








Business Changes 


CALIFORNIA, Atascadero—Oscar L. Willett suc- 
ceeded by Atascadero Mill & Lumber Co. 

Bellflower—Harbor Lumber Co. succeeded by G. 
B. West & T. B. Reid. 

Los Angeles—Dolan Lumber Co. 
Clark. 

Los Angeles—Gordon-Harrison-Russell succeeded 
by Allied Rock & Materials Co. 

National City—Century Lumber & Mill Co. suc- 
ceeded by National Mill & Lumber Co. 

Oakland—Pearce-Hall Lumber Co, reorganized 
as Hall Lumber Co. 

COLORADO. Fowler—English Lumber Co. 
local yard to Rock Island Lumber Co. 


FLORIDA. Jacksonville—Bond-Howell Lumber 
Co. moving general office and purchasing depart- 
ment from New Smyrna to Jacksonville where 
they will be located in the recently completed office 
and warehouse buildings at 600 E. Eighth St.; 
M. C. Armstrong, general manager. 

Lakeland—P, & W. Yards succeeded by Oxford 
Lumber Co. 

ILLINOIS. Chicago—Aberdeen Lumber Co., new 
address 400 W. Madison St. 

Chicago—J. J. Pearson Lumber Co. 
125 W. Madison St. 

Chicago—Webster Veneer Co. moving to 125 W. 
Madison St. 

INDIANA. Peru-—-Miami County Lumber Co. 
sold real estate and stock to George L. Gahs, man- 
ager of the Farm Bureau Store, who will operate. 


sold to E. P. 


sold 


moving to 


IOWA. Reinbeck—Reinbeck Lumber Co. suc- 
ceeded by H. L. Hettler. 
KANSAS. Downs—Hardman Lumber Co, buys 


three more yards: Oakley, Kan.; Beaver City, Neb., 
and Lebanon, Neb., making 35 yards operated by 
the company. 

Garnett—D. B. Lardner Lumber Co. sold to 
J. C. Jones Lumber Co. and stock will be moved 
to the latter’s yard. The J. H. Osborn Lumber 
Co. is succeeded by the Garnett Lumber & Coal 


Co., of which Dennis Lardner will be in charge. 
KENTUCKY. Maysville—The planing mill for- 
merly operated by Lud Mills has been leased by 
Frank O. Barkley, jr., and Fred Mendell and will 
be operated. 
MICHIGAN. Bay City—Hanson-Ward Veneer 


Co. leased plant to Woodcraft Corporation. 


MINNESOTA. Lonsdale—A. T. Skluzacek Lum- 
ber Co. sold to H. E. Westerman Lumber Co. 
MISSISSIPPI. Lumberton—R. D. Love is re- 


ported to have acquired the sawmill and dry kilns 
of the Hines Lumber Co., and also to have leased 
the McLain sawmill. 

Stephenson—Foster Creek Lumber & Mfg. Co., and 


entire town of Stephenson, purchased by new 
organization of bond holders headed by H. A. 
Testard, of New Orleans, under name of Foster 


Creek Lumber Corporation. 


MISSOURI. Springfield—Grant-Davis Lumber Co. 
succeeded by Robert E. Lee Lumber Co. 
NEBRASKA. Beaver City, Holdredge and Le»- 


anon—Perry-Sheets 
Hardman Lumber Co. 

Omaha—tTebbens-Bittinger (Inc.), home builders, 
announce a consolidation by which the concern 
has acquired a lumber, brick and building material 
yard at 56th and Center streets, formerly occupied 
by the Fidelity Lumber Co. 

NEW YORK. Buffalo—C. W. Bodge & Co. and 
Peter Engelhardt Lumber Co. succeeded by Engel- 
hardt-Bodge Lumber Co. 

Buffalo—Bennett-Bison Lumber Co. sold yard to 
William Henrich’s Sons Co., which will continue 
the business under name of Bison Lumber Co., 
with Edward Hoffman as manager. 


Lumber Co. succeeded by 





Elmira—J. N. Wood & Co. sold to Harris, Mc- 
Henry & Baker Co. 
Gloversville—Snyder & Way Lumber Co. suc- 


ceeded by Thomas L. Way Lumber Co. 
New York—Storm Lumber Co. succeeded by 
Storm Flooring Co. 


NORTH CAROLINA. Sylva—C. W. Denning & 
Co. (Inc.) sold assets to Jackson Log & Lumber Co, 

OHIO. Sidney—Klipstine Lumber Co. sold to 
Peter Kuntz Lumber Co. 

OREGON. Portland—Carlton Co. 
Carlton-Ransom Lumber Co. 

PENNSYLVANIA. Pittsburgh—L. C. 
Son changing name to Wick Lumber Co. 

VERMONT. Enosburg Falls—Clayton Burt wood- 
working plant sold to M. E. Moffatt and R. L. 
Horner, who will operate. 

WASHINGTON. Copalis Beach—J. E. Rogers re- 


succeeded by 


Wick & 


ported to have disposed of his logging business to 
Vernon S. Rogers. 

Knappton—Knappton Mills & Lumber Co, 
to P. J. Brix. 

Port Angeles—The Port Angeles Lumber & Sup- 
ply Co., 215 E. 5th St., has been succeeded by 
Hartzel-Weldon Lumber Co. 

Raymond—Clarence O. Johns has sold his half 
interest in the Pacific County Lumber Co. to Walter 
W. Hamilton. 

Seattle—Horning Webster & Co. (Inc.) changing 
name to Horning, Irving & Co. (Inc.). 

Seattle—Lyle S. Vincent & Co. moved to Ranke 
Bldg. 

WISCONSIN. Amery—Central 
to Andersen Yard Co. 

Glenwood City—George H. 
and Inter-State Lumber Co. 
wood City Lumber Co. 

Wanderoos—Andersen Yard Co. 
Lumber Co. 

WYOMING. Torrington—Flaten Lumber Yard 
purchased by Torrington Lumber & Coal Co. and 
Foster Lumber Co. and stock will be disposed of. 





sold 


Lumber Co, sold 


Penke Lumber Co. 
succeeded by Glen- 


sold to Central 


. 
Incorporations 
ALABAMA, Mobile—Bayou Sara Mill Co.; 
$3,000; general logging, lumber and sawmilling; 


N. M. McInnis, 
CALIFORNIA. Centerville—P. C. 

ber Co., incorporated. 
Inglewood—-South Gate Lumber Co.; 

address care Gerald R. Knudson. 
FLORIDA, Jacksonville—Coney Lumber Co.; old 


president. 
Hansen Lum- 


2,500 shares; 


concern. 

IOWA. Cedar Falls—Cedar Lumber Co. re-in- 
corporated; capital, $100,000; J, B. Newman, presi- 
dent. 


MICHIGAN. Jackson—Michigan 
(Inc.); capital, $50,000; 


Wholesalers 
104 W. Ganson St.; whole- 


sale and jobbing lumber, building materials and 
fuel. 
Lake Orion—Lee C. Anderson (Inc.); capital, 


9 


25,000 shares, $1 each; lumber and mercantile. 
Niles—B. R. Randall Lumber Co., incorporated. 
MINNESOTA. Minneapolis—Flour City Box & 

Crating Mfg. Co.; $50,000; Frank S. Blindman in- 

terested. 

MISSOURI. St. 





Louis-—-Squardee Safety Sash 
Mfg. Co.; capital, $50,000; Chas. Drill, 4459 Wilcox 
Ave., interested, 

NEW JERSEY. 
Co. (Inc.); $25,000. 

NEW YORK. Far Rockaway—F'ar 
Lumber Co. (Inc.); $16,000; Harry 
Beach 64th St.. Arverne, N. Y. 

OREGON. Hoevet (Tillamook County)—Guer- 
rier Lumber Co., incorporated. 

Portland—Santiam Mills & Tim»der Co.; $100,000; 
G. C. Sherman. 

Portland—B. E, Lee Lumber Co., incorporated. 

PENNSYLVANIA. Greensburg — Westmoreland 
Construction Co.; $5,000; lumber and building ma- 
terials. 

TEXAS. San Antonio—L. A. 
Co.; $30,000. Old concern. 

WASHINGTON. Aberdeen—Port Angeles Spruce 
Co., incorporated. C. R. Wright interested. 

WISCONSIN. Oshkosh—Levisee Lumber Co. 
changing capitalization to $38,000 common and 
$20,000 preferred. A. L. Osborn, secretary. 


Casualties 


ALABAMA. Prichard—The plant of the Burton 
Box Co. damaged by fire; loss, $25,000. 

ARKANSAS. Little Rock—D. L. 
Lumber Co., office and mill 
machinery and stock, 

ILLINOIS. Edwardsville—Hotz Lumber Co., loss 
by fire, $25,000; stock and yard buildings, also 
several trucks damaged. 

MASSACHUSETTS. Malden—Crowley Lumber 
Co., loss by fire. $10,000; storage building and stock, 

Newburyport—Edward Perkins Lumber Cas 
Plant destroyed; loss, $25,000; planing mill, box 
shop, shed and office. Arthur J. Brooks Construc- 
tion & Lumber Co., also reported as having fire 
loss of $20,000. 

MINNESOTA. Meadowlands—Paul Sramek, lum- 
ber and hardware, loss by fire. 

MISSISSIPPI. Quincy—T. F. Durrett lumber 
yard had fire loss; 1,500,000 feet of lumber de- 
stroyed. 

MISSOURI. 


Fairview—Interborough Lumber 


Rockaway 
Seligman, 136 





Jackson Lumber 





Sadler Mill & 
destroyed with some 


Kansas City—Hauber Cooperage 
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Co., building and machinery destroyed by fire; 
loss, $40,000, 
St. Joseph—Robidoux Lumber Co.'s plant partly 


destroyed by fire 


NEW YORK. Canandaigua—Alexander Davidson, 








loss by fire, $15,000 

Whitestone—Sawmill and storage building of 
Josey Wisnewski destroyed by fire; loss, $25,000; 
machinery and truck also destroyed. 

NORTH CAROLINA. Goldsboro—Atlas Plywood 
Co., loss by fire. 

Gumberry—Lumber mill of T. J. Shepherd dam- 
aged by fire; $15.000. 

OKLAHOMA. Bessie—Gerlach Produce & Pack- 
ing Co. and Gerlach Lumber Yard damaged by 
fire; loss, $30,000. 

Okeene—Adolph C. Ruth Lumber Co., loss by 
fire, $16,000. 

WASHINGTON. Markham—Mackie Mill Co., 


loss by fire, $10,000; dry kiln and 3,000,000 shingles 


destroyed. 
New Ventures 


ALABAMA. Birmingham—Kirkpatrick Sand & 
Cement Co. adding retail lumber department. 

ARKANSAS Eldorado—Bass-Ellis Lumber Co. 
starting manufacture of yellow pine. 

CALIFORNIA. Fresno—Inland Mfg. Co. 
ing branch at Oakland. 

Oakland—Hall Lumber Co. opening retail yard 
at 6211 E. ldth St. 

Los Angeles—L. J. Weaver & Son starting retail 
lumber business at 6422 Compton Ave. 


open- 


Los Angeles—Dolan Lumber Co., retail, 8309 8. 
Vermont Ave 

San Francisco—Marina Floor Co., 1637 Filbert St. 

Ventura—Poinsetta Lumber Co. starting retail 


lumber business. 
CONNECTICUT. 


Hartford—Lockwood Sash & 
Door Co., 155 Charter Oak Ave. 

FLORIDA. Ocala—W. E. Harkness 
plant for creosoting ties and poles. 

GBORGIA, Atlanta—East Side Lumber & Coal 
Co., 260 Rogers Ave., N. E.; new sash and door 
plant erected. 

INDIANA. Jonesboro—Heinznann Lumber Co. 
of Marion, opening branch office on Main St. 


LOUISIANA, 3ogalusa—J. H. Switzer planning 
operation of veneer and box manufacturing plant 
of General Box Co. 

Houma—King-Watkins Co. (Inc.), retail yard. 

MASSACHUSETTS. West Barnstable—Waldo 
Bros. Co. branch sold to group of Cape Cod lumber 
and material dealers who have organized the 
Barnstable County Supply Co. 

NEW YORK. Catskill—Charles H. Phelps Lum- 
ber Yard opened. 

Port Jervis—Fred S. Goodenough adding lumber 
department to his masons’ and roofing materials 
business, operating as Raymond-Goodenough Co. 

OHIO. Ashley—C. K. Jackson; retail lumber, 

OREGON. Seaside—Horceny Bros. opening saw- 
mill on Hamlet Road. 

PENNSYLVANIA, 
tail lumber. 

WASHINGTON, 
mfr. 

Aberdeen—Saginaw Shingle Mill recently began. 

Aberdeen—B. C. Miller Lumber Co. starting saw- 
mill. 

Seattle—Brady & Ketcham Lumber Co. new ad- 
dress 418 Ranke Bldg. 


installing 


Erie—The Morrow Co.; re- 


Acme—Marona Shingle Co.; 


New Mills and Equipment 


ALABAMA. 
Bessemer, 
gers, Ala., 
Brookwood. 


CALIFORNIA. Dorris—Associated Lumber & 
Box Co. will erect mill and install band, circular 
rig and planer; Lawrence Wilsey, superintendent. 


VIRGINIA. Pulaski—Pulaski Hardwood Floor- 
ing Corporation is considering rebuilding the plant 
destroyed by fire with loss of $75,000; C. N. Tester, 
general manager. 

WASHINGTON. Yelm—Gruber-Docherty Lum- 
ber Co. rebuilding mill which was burned three 
months ago. M. J. Gruber, president, announces 
purchase of the Emory Nelson mill at Napavine 
for its machinery which will be moved to Yelm 
Plant. Employs about 100 men. 


Brookwood—Adgers Lumber Co.. of 
operating two portable mills near Ad- 
has added two additional units at 





Trouble and Litigation 


KNOXVILLE, TENN., April 11.—Howell J. 
Davis has been named receiver for the Knox- 
ville Lumber & Manufacturing Co. against 
which involuntary bankruptcy proceedings 
have been filed. Creditors filing were C. O. 
Carpenter, receiver for the Holston-Union 
National Bank, Knoxville Property Co. and 
Keller Insurance Co, 


MACON, GA., April 11.—Properties of the 
Case-Fowler Lumber Co., said to be valued 
at several hundred thousand dollars will go 
on the auction block here on the first Tues- 
day of May to satisfy defaults on a $500,000 
bond issue of 1926. 


SHREVEPORT, LA., April 11.—The Robin- 
son-Slagle Lumber Co. has been placed in 
a receivership, C. E. Slagle being named. The 
company will continue as a going concern. 
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How to Figure Costs for Advertising 
In Classified Department 








Ec kccwptsnadenssencesiwes 30 cents a line 
Two consecutive issues.......... 55 cents a line 
Three consecutive issues.......... 75 cents a line 
Four consecutive issues.......... 90 cents a line 
Thirteen consecutive issues.......... $2.70 a line 
Twenty-six consecutive issues....... $5.40 a line 

Count in the signature. Heading 


counts as two lines. 


No display except the heading is 
permitted. 

Extra white space figured at line 
rate. 

One inch space advertisement is 


equal to fourteen lines. 


Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Capy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 











THE GREATEST MARKET PLACE 


In the lumber, woodworking and allied 
industries to advertise in, is the Wanted 
and For Sale department of the 


AMERICAN LUMBERMAN. 


Read the Classified ads). Many oppor- 
tunities are offered for Buyer and Sel- 
ler. Best for selling lumber, shingles, re- 
tail yards, business opportunity, timber 
and timberlands, machinery, locomo- 
tives, cars, rails and equipment used 
in logging operations. You can get em- 
ployees, salesmen, employment or any- 
thing used in lumber and allied indus- 
tries by advertising in the Wanted and 
For Sale department of the American 
Lumberman. 

Send your advertisement to the 


AMERICAN LUMBERMAN 
Greatest Lumber Newspaper on Earth. 
431 S. Dearborn St., Chicago, III. 


WANTED 


Salesmen 


SALESMEN WANTED 
Prominent manufacturer of spray painting equip- 




















ment line desires sales representation contacting 
lumber dealers. Liberal commission basis, Can 
be handled with one or two other lines. Give 


details and territory now covering. 
Address “D. 62," care American Lumberman. 





SALESMAN TO SELL BOTH HDWD. & SOFTWD. 
Finished dimension. First class connection for 
right kind of commission salesmen. 

Address ‘‘D. 60," care American Lumberman. 


WANTED SALESMAN 
To sell Sta-Put Bucket Holder to lumber yards. 
Wonderful side line for right man. ELLINGSON 
MANUFACTURING COMPANY, Hawkins, Wis. 








REPRESENTATIVES WANTED 


An old established manufacturer of high grade 
paints and varnishes has developed a _ revolution- 
ary product for priming lumber. Product has 
been widely tested and approved. Treatment will 
out-test any other priming paint. The manufac- 
turer wishes a commission representative in every 
key city east of Omaha. A lumberman with good 
connections with architects, lumber dealers and 
builders would be ideal for such work. 
Address “F. 60,” care American Lumberman. 





A CLASSIFIED ADVERTISEMENT BRINGS 
BUYER AND SELLER TOGETHER 





April 16, 1932 











WANTED 


Salesmen 


COMMISSION SALESMEN 


Wanted by Merchandising Organization which is 
supported by manufacturers of Douglas Fir, Sitka 
Spruce, Western Hemlock, Western Red Cedar, 
Ponderosa White and Sugar Pine, and Alder,—who 
make EVERYTHING produced from these woods 
from Structural Timbers to Fabricated chicken 
coops,—everything required by the Retail Lumber- 
man and the Industrial in either STRAIGHT or 
MIXED cars. 

Address “E. 77,” 

















care American Lumberman. 





Employees 


ws 


BAND MILL SHORT LEAF OPERATOR 











wn 


Expects to resume operation May list. Wants the 
following help: Sales Manager, Bookkeeper, Ste- 
nographer, Commissary Manager, Mill Foreman, 
Band Filer, Sawyer, Millwright, Machine Shop 
Foreman, Stationary Engineer, Kiln foreman, 
Shipping Clerk, Planing Mill Foreman, Dressed 
Grader, Logging Superintendent, Rapid Loader- 


man, Saw Foreman, Logging Superintendent, Steel 
Gang Foreman. Each applicant must be finan- 
cially able to purchase $1,000.00 or more of com- 
pany’s preferred stock under guarantee plan. 
Address “Sawmill,” care American Lumberman, 





ENERGETIC, COMPETENT LUMBERMAN 


Between 30 and 40 years of age for an Eastern 
yard. Must be above the average salesman, a 
good collector, capable taking complete charge of 
all details. Plenty of good hard work. State 
particulars fully in first letter. 

Address “G, 64,’ care American Lumberman. 





Employment 





FACTORY SUPERINTENDENT 


With many years’ experience in charge of special 
millwork plant wants position. Can handle esti- 


mating, purchasing, familiar with appraisals and 
financing. Good references. 
Address “F. 53,’”" care American Lumberman. 





MARRIED MAN 39, EXECUTIVE 


Sales manager, salesman, clerical. Do aimost any- 
thing. Formerly President-Manager successful 
wholesale Co. Sales Mgr. one largest wholesalers 
in U. S. Sales Agent one largest manufacturers. 
Experienced mill. wholesale, retail, Southern Pine, 
Hardwoods, White Pine, Pacific Coast Products. 
Record of achievement, excellent references. 
Address “F. 54," care American Lumberman. 





EXPERIENCED YARD MANAGER 


Recently sold my half interest in yard; wish to 
locate in Middle West. 25 years’ exper. 12 as 
half owner. Middle age, married. American born, 
speak German fluently; capable executive. Ex- 
traordinary references. 

Address “G. 50,"" care American Lumberman. 


PRACTICAL HARDWOOD LUMBERMAN 





Good education. Thoroughly experienced inspect- 
ing all species of hardwoods. Been on road for 
years. Capable of working for N. H. L. A. Have 
best of references. Age 35 and sober. Go any 
where. 

Address “G. 51," care American Lumberman. 





MR. LUMBERMAN! 
You need me as your plant manager or superin- 
tendent. You will be surprised at my references. 
Address ““G. 52,” care American Lumberman. 


JOB AS BAND FILER 

Twenty years’ experience. Work guaranteed. Strictly 
sober. Report at once. 

Address “G. 56," care American 





Lumberman. 





KILN OPERATOR 


Hardwood inspector and yard man. Practical and 
technical experience. 20 years in the game. Go 
anywhere. 

Address “‘G. 57,’" care American Lumberman. 


YOUNG LUMBERMAN DESIRES CONNECTION 


Want connection with large shipper and manufac- 
turer. Thoroughly competent to handle organiza- 
tion and all detail pertaining to plant operation, 
shipping, sales etc. Can furnish best of references. 
Will go any where. 








Address “G. 58," care American Lumberman. 
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WANTED 











FOR SALE | 


FOR SALE 











Employment 


EXP. INDEPENDENT RETAIL YARD MANAGER 





Age 35, married. Protestant. Trained buying, 
selling, collecting, finance and making material 
lists from sketches or plans. A mixer, used to 


large volume of sales and top salary against keen 
competition. Just completing contract connecting 
a father’s death and his son’s ability to handle 
Salary adjustable to results. 





yard. 
Address “‘G. 66,’’ care American Lumberman. 
ASSOCIATION MANAGER 

Capable and efficient retail lumber association 
worker; can organize and manage central office 
of local lumber dealers; fully conversant with 
present day lumber problems. Good personality; 
active; diligent. 


J. A. SMITH, 26 East 33rd Street, Indianapolis. 


POSITION WANTED MANAGER OR ASS’T. 


Fifteen years’ experience Retail Lumber and Mill- 





work, all phases, Age 35. Single. Can go any- 
where. 
Address “F. 56,.’"" care American Lumberman., 





A-1 FILER, 20 YRS. EXP. 
Hard and soft timber fast mills at liberty May 
1st account shut down. Highest references. 
Address “‘F. 60," care American Lumberman. 





DETAILER—BILLER 


Experienced spec. millwork, cabinet-work, plans, 
some construction. Knows work, advanced educ. 
A-1 draftsman. 

Address ‘“‘G, 


AN EXPERIENCED YARD FOREMAN 


Wishes a position with a reliable Lumber Co. 
Address “G. 60,”’ care American Lumberman. 


TIMBER ESTIMATES 


Six years of employment as timberman for one of 
our largest corporations terminated March 1. Satis- 
factory connection desired. References. 

Address “E. 76,” care American Lumberman. 


54," care American Lumberman. 











SUPT. DETAILER AND BILLER 
Estimator, 20 years’ experience, special, detailed 
millwork, also bank, store fixtures. Layout ma- 
chine, bench man. Can draw up plans, specifica- 
tions for residences, etc. Age 37. 

Address “B, 56,’ care American Lumberman. 


BAND SAW FILER 


25 years’ experience. Go anywhere at once. 
B. F. WHITE, Leetsdale, Pa. 


__ Retail Lumber Yards 


LNA VA INS 














a aa 


RETIRED LUMBERMAN 


Wishes to buy a good retail yard for cash. 
Address “Retired,” care American Lumberman. 


Second Hand Machinery 


WANTED—WOODS MOULDERS 


We are in the market for moulders, electric. Write 








full particulars; also if frequency and phase changer 
included, current characteristics, serial number, 
extra equipment, age location and rock bottom 


prices 
" FOREST BOX & LUMBER CO., 
3870 Vernon Blvd., Long Island City, N. Y. 


Lumber and Dimension 


FOR SALE—LATH 


No. 1 Spruce—White & Red Pine. 
ARMAND G. AUGER CO., Quebec, Que. 


WANTED—CONNECTION WITH WHOLESALERS 


Who are in the market for Green Ash cut to 
order, Green Yellow Pine Pole Stock and Airdried 
No. 1 Com&Btr rough boards. Terms 98% sight 
draft upon receipt of lading and invoice. Address 
FRANK FOUNTAIN, Fitzgerald, Ga. 


FOR SALE ONE LARGE CAR CHERRY LUMBER 











Extra fine, bone dry, No. 1 common & better, 
equal amounts 6/4 and 8/4, good widths and 
lengths, circular sawn. 

Address “F, 62,”" care American Lumberman. 





WANT TO CUT TO ORDER—ANY PART 


250M’ Good No. 1 Hemlock Logs. 

Any amount: 

Foplar, Pine, Balsam, Hemlock or Cedar Lath— 
%"-1%" or 5%"-48". 

Also want order: 

1 large car Clear Dry Basswood cut to order 
Dimension—ANY SIZE—either AD or KD. 

OTIS I. PENNINGTON, Birnamwood, Wis. 


Retail Lumber Yards 


THREE RETAIL YARDS 


FIRST—complete, well balanced lumber and hard- 
ware stock, together with real estate, located 
modern town SW Nebraska. SECON D—lumber, 
hardware, coal and grain elevator. Small town 
SW Nebraska. Excellent point. Elevator handles 
300,000 bushels grain yearly. THIRD—lumber, 
coal, grain elevator and residence. New town on 
new railroad. Eastern Wyoming. All above prop- 
erties surrounded by large trade areas and located 
in good farm territories under process of develop- 
ment. Present and future possibilities all that can 
be desired. Cash for stock, terms on real estate. 
Will stand careful investigation. Excellent selling 
reasons. ‘ 
Address “G. 53,” care American Lumberman. 


WELL LOCATED RETAIL LUMBER YARD 
Downtown Minneapolis. With trackage. Very eco- 











nomical operation. Reasonable lease on ground 
and buildings. Less than twenty thousand dollars 
will handle. 

Address “‘G. 63,” care American Lumberman. 





FOR SALE—A GOOD RETAIL LUMBER YARD 


In town of 800, central Illinois, low cost of 
handling materials. Good schools and churches. 
Address “F. 51," care American Lumberman. 





FOR SALE—LUMBER YARD AT BASCO, ILL. 
Annual sales past thirteen years average $24,000.00. 
$7,500.00 to handle. Address TABER LUMBER 
coO., Keokuk, Ia. 

TWO RETAIL YARDS FOR SALE 
No. 1.—Good Paying lumber, coal, etc. yard small 





No. Ill. village. Safe income, sound staple stock. 
Cash to close estate. Value buildings small. 
No. 2.—Only elevator, lumber, coal, etc. business 


with new residence in small No. Ill. station. Mostly 
mdse. business. Good opportunity. Offer low for 
cash to close estate. Sound stock. HOLCOMB- 
DUTTON LBR, CO. Sycamore, IIl. 


YARD IN RICH FARMING DISTRICT 


Must be disposed of due to owner’s death. 
stock in good condition, easily handled. 
HARRIS, Lennon, Michigan. 





Small 
Cc 





WANTED 12 USED BAND SAWS 


Any length 8” or wider—15 or 16 gauge. For Right 
ne Mill. J. L. SPEAR LUMBER CO., Bedford, 
ndiana. 





WANTED TO SWAP LUMBER 


For medium sized planer and matcher. 
GLENN W. HILL , 
Meadow Brook, Minn. 


Steel Rails 


900 TONS 60-LB. RAILS 


Also interested Buying & Selling all Sizes. 
ZELNICKER, INC., St. Louis. 


A CLASSIFIED AD WILL MOVE SLOW STOCK 

















YARD FOR SALE—NORTHEASTERN COLORADO 


Stock about’ $9,000, ground improvements, etc., 
$3,500; is a one yard town with good hotel, bank, 
grain elevator, school, two general stores, etc., 
farm territory. R. E. SPENCER, Box 2074, Denver, 
Colorado. 


FOR SALE—RETAIL LUMBER YARD 


Town twenty thousand, very rich community. Will 
sell only inventory and equipment, no machinery 
or real estate. Will require seventy-five thousand 
cash, will deal with principal only. Location in 
rich Fox River Valley. 








Address “G. 62," care American Lumberman. 
FOR SALE 
A modern up-to-date retail lumber yard and 
planing mill with fair stock of lumber, situated 


in North Eastern Ohio. Best in city of 40,000. 
This place is now doing business but is in the 
hands of a receiver and must be sold. Terms. 





Retail Lumber Yards 


FOR SALE LUMBER YARD 


In town of 45,000 population in Central Ohio, 
located on Penna. R. R., private track in yard. 
Will make low price on Real Estate and Improve- 
ments. 

Address “‘G. 59,” 


FOR SALE—SMALL LUMBER AND COAL YARD 
Near Culver, Indiana. I mean _ business. 
JOSEPH A. HOLZBAUER 
Plymouth, Indiana 











care American Lumberman. 








Business Opportunities 





FOR SALE—MODERN SAWMILL 


In Northern Saskatchewan—capacity 45,000 f.b.m. 
—steam deck throughout. Lath Mill. Planing mill 
equipment for two cars per day. Ten years cut 
Northern Saskatchewan White Spruce. Principals 
only. Address all inquiries to DUNWOODY, 
NICHOLL, SAUL & CO., 604 Great West Perma- 
nent Bldg., Winnipeg, Manitoba. 





$500.00 BUYS NICE BUSINESS ENTERPRISE 


Large profits—full particulars for 2c stamp. 
WILLIAM WOODARD, 
R, 7, Box 74, Shelbyville, Tenn. 


LUMBER AND BLDG. MATERIAL BUSINESS 


For sale in city of 15,000 in South. Fine loca- 
tion and fine climate the year round. Leased 
ground, low rental, small investment. Priced low 
for quick action. 
Address “G. 55,” 


SPECIAL OFFER TO DEALERS 


Paint spraying information of great value will be 
furnished free to interested lumber dealers—with- 





care American Lumberman. 








— ae SEE ADVERTISEMENT ON 
Timber and Timber Lands 





FOR SALE 


In Appallache Mountains 12,000 acres Original 
growth timber and Anthracite coal land. 
Address “E. 50," care American Lumberman. 


FOR SALE 


Approximately 28,000 acres of virgin timber land 
in the Upper Peninsula, Michigan, at bargain 
price. Deal direct with owner. 

Address “E. 81,’ care American Lumberman. 


OREGON PINE MILL OPPORTUNITY 


We will deliver up to 50,000,000 feet excellent 
high-grade Ponderosa Pine Logs in your. mill pond 
at $5.50 and your lumber to rail point having rate 
East 2c under Coast rate at $2.50 and furnish mill 
site free, Mill-run product of these logs—present 
market—$19.00 f. o. b. cars. 

Address “F. 52,” care American Lumberman. 


Second Hand Machinery 


AMERICAN 20”x18” TIMBER SIZER 


Yates 64”, 60”, C&D 60” Band Resaws; Woods 
No. 59, No. 450—24”x6”, Berlin No. 177—30” Dbl. 
Surfacers; Woods No. 24—15”, 24”, Berlin No. 93, 
No. 95—15”, 24” Pl. & Matchers: Live Rolls 24”x12”. 
GENERAL MACHINERY & SUPPLY CORP. 
136 Liberty St., New York, N. Y. 


WOODS No. 404 PLANER AND MATCHER $950.00 


Woods No, 107 4 side Moulder $900.00. 
Berlin No. 177 12”x30” double Surfacer $400.00. 

















Mershon Resaw $500.00. 
All in excellent condition. 








ADVERTISE FOR WHAT YOU WANT 


Address BOX 972, care American Lumberman. 





Address care American Lumberman. 


“G, 61,” 
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BARGAIN PRICES ON NEW MACHINES 
We have on hand over a hundred NE Ww _machines 
which we ar now putting na sargain 
List t spos WHILE THEY L \ST to those 
who yme first 

These NEW machines, > to three of each kind 
we are selling for less than tl I e of used or 
rebuilt ma nes and a y fu new ma- 
chine guarantee These are machines which we 
have continued to manufacture right up to the 
present time when we are now changing over our 
produ 1 t i y different line of newly 
designed n I hich we are now beginning 
to ad tise t le. 

T? s opportunity to acquire a 
NEW w vor chine at a price of a used 
or rebuilt eduction has been so tre- 
mendous beca 1ewer models now coming 
out that 1 Ww ff i to secure one or more 
now and t s chine in your plant when 
you need i 

The Spe 1 Bargain List of NI machines in- 

ides: Surf s, Pla s | Mats hers, Molders, 
Hand If sand J s, Box ard Matchers 
I rs, G rs, M sers, Borers, Shapers, and 
Saws. Band Resaws, and Rip ular Cut- 
Off Saws ; llar Rip Saws Grint s 
Lathes, Trimmers, Woodworkers number of 
other mis I hines 

The quantity is limited, each machine is new, in 
A-1 con fully guaranteed, ready to ship. If 
you w t these NEW machines at a sur- 
prising low price we urge prompt action, before 
the particular size and model you require is gone 

J. A. PAY & EGAN COMP ANY, 

2741-2841 Robertson Ave., Cin¢ lati, Ohio. 





LUMBER AND PLANING MILL MACHINERY 
Heavy duty carriage; steam feed; steam log roller 
Steam nigger; Yates horizontal band resaw 
A ur saw edger; two saw trimmer; live rolls 

ymplete band and rotary filing equipment 
Billser m glue clamp carrier 
Whitney. two spindle motor 

frequency changer 
Yates American G-77 rip saw 
Yates American 30” single planer 
Log derrick with 60 ft. boom 
Coe veneer lathe 66” 
Log cut off machine with 64” saw 
24”x36” Corliss engine; Hope vacuum dry kiln 
Two 18 ft.. x 72 in, horizontal steam boilers 
Complete shavings exhaust system with cyclone 

and 50” fan. 


driven shaper and 


Shafting, hangers, pulleys, saws, belting etc. 
PHOENIX PRODUCTS COMPANY, Box 486, 


Prairie du Chien, Wis. 





1—20x30 HEAVY DUTY CORLISS ENGINE 
1—22x30 Heavy Duty Side Crank Engine 
1—No. 3 Left Hand 40” Wickes Gang Saw 
1—No. 65 Covel Gang Saw Grinder 
1—42 ton Shay Locomotive 
2—70 ton Shay Locomotives 
1—Pyle National Electric Head 
complete 
800 ton 60 Ib. Relaying Rails, Angle Bars complete 
FORT SMITH LUMBER CO., Plainview, Ark. 


Light Equipment 





CONVERT WASTE LUMBER INTO PROFIT 


Build hog and brooder houses, trap nests, dry 
mash hoppers, etc., out of waste lumber on Ever- 
Ready Combination Woodworker. 8 machines in 
one. A shop in itself at a moderate investment. 
Others are making money at odd times with our 
new 48-page booklet “You Can Make It For 
Profit.” Send 10c for your copy today—over 100 
plans of wooden articles. Porter-Cable- . ao 
Corp., 1600 N. Salina St., Syracuse, N. 





MILL MACHINERY AT BARGAIN PRICES 
1—450 H.P. Corliss engine size 48”x24”. 
1—Leather belt 3-Ply, 30”x180’ A-1 condition 
1—Linderman jointing and gluing machine No. 382 


with equalizer saw 
1—Hermance four-side moulder, 9 inch 
1—No. 3 Fisher Resaw 


1—American No. 145 
Will consider trading 
lumber, 


Two-side planer 30x8 
above for A. C. Motors or 


BISHOP LUMBER CO 
2315 Elston Ave., Chicago, Ill 





. NEW MACHINERY BARGAINS 


4” Vertical Band Resaw 
1—54” Vertical Band Resaw 
1 84” Vertical Band Resaw 


1—72” Band Mill 

1—Heavy duty spur friction and 

feed works for carriage complete 

frame 

Offered subject to prior 

Above items will be sold 

If you are in the 

these bargains 
McDONOUGH MANUFACTURING 

Eau Claire, Wisconsin 


back geared rope 
in self contained 


sale. 
at used machinery 
market do not fail 


prices. 
to investigate 


COMPANY 





Electric Machinery 


ELECTRIC MOTORS FOR SALE 


Hundreds of “Rockford Rebuilt’? machines, all 
makes, types and sizes available for immediate 
shipment. All thoroughly overhauled and recon- 
ditioned, fully covered by our “One Year Guaran- 
tee’’ against electrical or mechanical defects. Send 
for complete stock list. 
BULLETIN No. 38. 
Sixty illustrated pages of motors, 
transformers etc., mailed free 
ROCKFORD POWER 
620-622 Sixth 





generators, 

on request. 
MACHINERY COMPANY, 

Street, Rockford, IIl. 





ELECTRICAL MACHINERY 


Motors and Generators, A. C. and D. C. for sale 
at attractive prices. Large stock of New and 
Rebuilt motors on hand at all times. 
Stock List and Prices. Expert Repair Service. 

Vv. M. NUSSBAUM & CO., Fort Wayne, Ind. 





Locomotives and Cars 


BEFORE YOU BUY OR SELL CONSULT US 


Our 40 years’ experience is worth your attention. 
ZELNICKER, INC., St. Louis. 


FOR SALE 


One (1) 28-ton Lima Shay geared locomotive, re- 
built TOMAHAWK STEEL & IRON WORKS, 
Tomahawk, Wis. 


A CLASSIFIED ADVERTISEMENT BRINGS 
BUYER AND SELLER TOGETHER 














Miscellaneous 


STRAIGHT LUMBER ON ANY EDGER FOR $15.00 


Two front and two rear spur rollers that 








leads 


every board straight. My 1932 Edgers are so 
equipped, from $110 up, some clear its cost every 
30 days, 

J. H. MINER, Meridian, Miss. 





FOR SALE—WOOD AND WIRE FENCING 


Portable corn cribs, silos, and snow fence. Deliv- 
ered prices gladly quoted. 
STANDARD FENCE CO., Lufkin, Texas. 


TANKS & TOWERS FOR SALE 


All Sizes & Kinds, New & Used. Various Locations, 
ZELNICKER, INC., St. Louis 








NEW GENUINE HOE SAW BITS 234x9 
$2.50 per hundred. T. R. FLINCHUM, London, Ky. 





HAVE YOU SOMETHING TO SELL? 


Advertise in the Wanted and For Sale de- 
partment when you want to sell some- 
thing in the lumber industry. 
AMERICAN LUMBERMAN, 
431 S. Dearborn St., Chicago, IIl. 











Write for | 








Do You Need to Replace Any of Your Planer and Jointer Knives? 


The Knives and Cutters made by this company are the result 
of an experience spanning more than 60 years. 


{ High Speed Steel Knives and Moulding Cutters for the Woodworking Industry. } 


TAYLOR, STILES & COMPANY, :: 


WESTERN AGENTS: Hall & Brown W. W. Machine Co., St. Louis, Missouri 





Steel Rails 


RELAYING 40 LB. AND 60 LB. RAILS 
Also 30s, 35s, 56s, 70s, 80s, 85s. New rails, all 
weights. Switches, frogs, second- hand locomotives, 
ROBINSON & ORR, 248 4th Ave., Pittsburgh, Pa, 





HAVE YOU A TRUCK YOU WOULD LIKE To 
TRADE? ADVERTISE 














LINDSEY 8-Wheel Log 
Wagons 


continue to do 
the job cheaper 
and better for 
the practical log- 
ger. 





For snaking and 

bunching use 

our Self-Loading 
Skidders. 








LINDSEY WAGON co. 


Sole Manufacturer LAUREL, MISS. 


RIEGELSVILLE, N. J. 
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Alger-Sullivan Lumber Co., The 
Algoma Lumber Co 
Allington & Curtis Mfg. Co., The 
Allis-Chalmers Mfg. Co........ 
— Company of Amer- 
American Credit-Indemnity Co. 
* , i}. Cres errr rrr 
American Logging Tool Co..... 
American Plywood a gga 
American Steel & Wire Co.. 
Anaconda Copper Mining Co... 
Arkansas Soft Pine Bureau... 
Armstrong Cork & Insulating 


bcc eee eeeseeeeese oe eeeee 


Co 
Associated Lumber Mutuals. . . 
Austin Mill & Lumber Corp... 
Ayer & Lord Tie Company. ... 


Babcock Company, W. W., The 
Bailey & Delano Lumber Co.. 
Baldwin Locomotive Works. . 
Barris Lumber Co........... 
Bate Co., J. Herbert......... 
BC Spruce Mills, Ltd. ....... 
Benson Hotel. 
Bickford Co., The H. M...... 
Biles-Culeman Lumber Co. ... 
Black & Yates, Inc.......... 
Blanchard Lumber Co....... 
Booth-Kelly Lumber Co., The... 
Bradley Lumber Co. of Ark... . 
Bratlie Bros. Mill Company... 
Bretton Hall Hotel .. 
a -Haigh-Lovell 


ee ed 


Brown & Company, Geo. C.. 
ls MUMNEE lenient os ceccecess 
Builders Commercial Agency... 
Burgess Bros. Co., The....... 


ao, “ah Sugar & White Pine 
Camp Manufacturing Co... 

Carey Company, The Philip. . 
Carter Lumber Co 
Caterpillar Tractor Co... 
Certain-teed Products Corp... 
Chapman, Robert R......... 
“or River Boom & Lumber 


Clover Valley Lumber Co 
Cobbs & Mitchell, Inc.. ; 
Collins Lumber Co., John D... 
Continental Steel Co 

Crater Lake Lumber 6a 
Creed & Co., W. R.......... 
Crombie & Co., Ww M 
Curtin-Howe Corp Tee 
Curtis Companios Service 
Bureau 


eeeee 


eee eee 
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Davenport Hotel............. 
Dey, Jr., Elmer E........... 
a Stark & Brown Cypress 
ner Fir Plywood Mfrs. . 
Dry Kiln Door Carrier Co... 

~ tm de Nemours & Co., 7 
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Earll, William L............. 
Electric Wheel Company...... 
Elliott Hardwood Co......... 
Emporium Forestry Company.. 


Feather River Lumber Co...... 
Ferguson Lumber Co. W. T.... 
Firestone Tire & Rubber Co... 
SN EET EP 
Flexible Steel Lacing Company 
eae 
Frants Mfg. Co...........0s0. 
Frost Lumber Industries, Inc... 
Fruit Growers Supply Company 


OS SE Ee eer 
General Motors Truck Co. .... 
Goodyear Tire & Rubber Co.. . 
Graham Hotel, The.......... 
Great Southern Lumber Co... . 
Griswold Lumber Company, The 
Guernsey-Westbrook Co...... 


Repent Cedar Company, 
Hammond Co., Edw. J....... 
Hammond Lumber Co., Inc... . 
Hatten Lumber Co.......... 
Heidritter Lumber Co., The... 
Hines Hardwood & Hemlock 
= GRE 
Hines Lumber Com any, Ed- 
ward, and Affiliated Interests 
Hines Western Pine Co.,Edward 
Hold-Meredith Lumber Corp. . 
Holt Hardwood Company..... 
Holt Lumber Company.. 
Holyoke Lbr. Corp., Charles. . 


85 


66 


22 


Homochitto Lumber Company. 57 
|. ie 
Indiana Quartered Oak Co.... 
ree 23 
Johns-Manville............ 10-11 
Johnson Lumber Co......... 
Johnson & Wimsatt... ........ 56 
Jones, Inc., Carolyn E........ 66 
Kerry & Hanson Flooring Co... 69 
Kinzua Pine Mills Company... 
a Machine Works, Henry 
Leschen & Sons Rope Co., A... 72 
Libbey-Owens-Ford Glass Co... 
Lima Locomotive Works, Inc... 84 
Lindsey Wagon Company..... 80 
Long-Bell Lumber Sales Corp. . 
Lumbermen’s Blue Book, Inc.. 69 
Lumbermen’s Credit Association 71 


— Mutual Casualty 
Lumber Mutual Fire Insurance 
eS eee 


McClave Lumber Co., 8. Wood 
McCormick Lumber Go., Chas. 


R 
McGoldrick Lumber Company 


Madera Sugar Pine Co......... 59 
Maisey & Dion.... ........ 70 
Majestic Company, The...... 
Margolis Lumber Co., John A. 
Martin Lumber Co.......... 
Mathieu, Limited, J. A........ 22 
Meadow River LumberCo.,The 14 
Menominee Indian Mills, The. 6 


— Building Com- 
oer: rr ree 84 
Michigan-California LumberCo. 24 
4. aaa 70 
Mitchell Brothers Co.......... 3 
Mixer & Company........... 
Monteath Co., J. H.......... 
Moore Dry Kiin ( Company... 7 
Moore-Keppel & Co......... 14 


Morats, Fal O......600% sssss 
Mumby Lumber & Shingle Co. 4 


National Dry Kiln Co......... 
National _— & Creosoting 

REITER OT 
National he Manufactur- 

ers Association.............. 
Neils Lumber Co., J......... 
Nelson & Co., Gilbert......... 70 
Newman Lumber Co., J. J..... 57 
Northwestern Barb Wire Co... 
Northwestern Cooperage & 

Lumber Co 
Northwest Spruce Co......... 


Oak Flooring Manufacturers 
Association of the U.S...... 
es Railway & Timber 


Pacific Mutual Door Co....... 17 
Palmer Lumber Co., R. L.... 
Pardee & Curtin Lumber Co.. 14 
Parker & Page Co........... 
Parker & Sons Co., Ira........ 66 
Peavy-Wilson Lumber Co... 
Pennsylvania Lumbermens — 

Mutual Fire Insurance Co. . 
Philbrick Co., Harry C 


eeeeeee 


Pioneer Lumber ae: eid 16 
Polleys Lumber Co., The...... 65 
Pondosa Pine Lumber . an 63 


Power, Moir & Stocking...... 
Prenney Co., J. C 


ee 
Rankin-Benedict Underwriting 


Raymond, Morris T......... 
— Lumber Company, 


(See following two pages for Directory of Products) 
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Rib Lake Lumber Co.......... 62 
Rice & Lockwood Lumber Co.. 
Rice Lumber Co., J. A....... 


Richard Shippin ‘Corp Da sig 72 
Robinson Manufacturing Co... 
Ross Carrier Company........ 
Ruggles Lumber Co., "Ces. 
Samson Cordage Works....... 85 
Schuette Co., Wm............ 72 
Scovell, Wellington & Co... .... 
Segelke & Kohlhaus Co...... 2 
Seidel Lumber Co., Julius... .. 
Sewall, James W.............. 
Shevlin Pine Sales Company.. 19 
Shimer & Sons, Samuel J....... 
Silver Lake Company........ 20 
Sisalkraft Company, The... ... 20 
Soule Steam Feed Works...... 84 
— Lumber & Supply 
Southern Oak Flooring Indus- 
Spain | eer 26 
Stewart Inso Board Corpora- 
isc cad cc ange ele 58 
Stone Lumber Co., The. ..... 
Stover Manufacturing ee 4 
Sullivan Lumber Co.......... 66 


Sumter Lumber Company, Inc. 16 


Taylor, Stiles & Company..... 80 
Tegge Lumber Company...... 26 
Thunder Lake Lumber Co..... 62 
Thurston-Flavelle, Ltd........ 26 
Tremont Lumber Company .. 61 
Truscon Steel Company....... 


Turner Lumber Co., J. C 


Vento Steel Sash Co........... 
Von Platen-Fox Company..... 68 
Walker, Fred A............. 
Ward Brothers............... 26 
Warren Axe & Tool Co........ 72 


Washington Manufacturing Co 22 
Washington Veneer eee 16 
—— Stained hingle 
Webster Lumber Co., H. E.... 68 
West Virginia Hardwood 
erry 
Weyerhaeuser Sales Company. . 
Whale Creek Storage Corp.. 
White River Lumber Company 
Whitney Lumber Co., Per 
Whittier Lbr. & Millwork 
Wier Long Leaf Lumber Co.. 56 
Willamette-Ersted Company. . 
Williamsport Wire Ro 
Willson Brothers Lum 
Winton Lumber Sales Co 
Wisconsin Land & Lumber ™ 26 
Wood Conversion ener: - 
Wyman-Allen Lumber Co. . 
Wyman Lumber Co., M. A.. 63 
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SOFTWOOD LUMBER 


A—Northern Pine 
B—Northern Spruce 
Bi—West Virginia Spruce 
C—Nerthern Hemlock 
Cl—West Virginia Hemlock 
D—Northern Cedar 


Bailey & Delano Lbr. Co. 


Blanchard Lumber Co.bjklm 
Cherry River Boom & 
Lumber Co. 
Crombie & Co., W. M.aikopt 
Earll, William L.........- b 
Emporium Forestry Co...abc 
Hammond Co., Edw. J...aet 


Hatten Lumber Co...... abe 
Hines Hardwood & Hem- 
lock Co., Edward....... ac 
Hines Lbr. Co., Edw. and 
Affiliated Interests..... acej 
Johnson Lumber Co........ a 
Mathieu, Ltd., J. A...... abk 
Menominee Indian Mills, 
BOO cccccoceccococsesess acd 


Northwestern Cooperage & 
Lbr. Co., The 
Power, Moir & Stocking....b 


Prenmey Co., J. Cuccece aops 
Raymond, Morris T........ a 
Rib Lake Lumber Co...... c 
Rice & Lockwood Lumber 
Tk, 00s0nse6sssueceed aejkn 
Shevlin Pine Sales Co....apt 
Von-Platen-Fox Co. ...... ac 
Meee DOO Ms covescsece a 
Weyerhaeuser Sales Co.. 


RGdGSESNHeS OeeRenes ajlmst 
Whitney Lumber Co., Perry 
Wisconsin Land & Lbr. Co. 

eeecoececesoseseeces ---acd 


E—Southern Yellow Pine 
F—Cypress 


Alger-Sullivan Lbr. Co.....¢ 
Ayer & Lord Tie Co..... « 
Bickford Co., The H. M. 


Dibert, Stark '& iieown 
Cypress Co., Ltd.........f 
Frost Lbr. Industries, Inc..e 
Ferguson Lumber Co., W. T. 
Great Southern Lbr. Co...eq 
Hammond Co., Edw. J...aet 
Hines Lbr. Co., Edward 
and Affiliated Interests..e 
Homochitto Lbr. Co.......© 
Long Bell Lbr. Sales Cor- 
Poration§ ......++++..ejmt 
Newman Lbr. Co., J. J....@ 
Peavy-Wllson Lbr. a er 
Philbrick Co., Harry C. 
Pioneer Lumber CO.ccecs ee ye 
Rice & eaeanianete Lumber 
CO cccece eeceess BOA)kn 
Ruggles Lor. Co.. Carlos. .efj 
Seidel Lbr. Co., ‘Julius.... 
emvdeedbakamene sn efjlpqst 
Sumter Lumber Co., Inc....¢ 
Tegge Lumber Co., The...ef 
Tremont Lumber Co......ef 
Turner Lumber Co., J. C.. 
capeneseeeeunsceceneten fjiost 
Whitney Lumber Co., Perry 
Wier Long Leaf Lbr. Co...e 


G—Arkansas Soft Pine 


Arkansas Soft Pine Bureau.g 
Bradley Lbr. Co. of Ark. = 
Philbrick Co., Harry C. 
Southern Lumber & Sepety 
-s 


H—Aromatic Red Cedar 


Bradley Lbr. Co. of Ark..gh 
Brown & Co., Geo. C.......h 


I—North Carolina Pine 


Bickford Co., The H. M....fi 
Camp Mfg. Co........ cece 

Creed & Co., W. 
Crombie & Co., W. a “alkene 
Johnson & Wimsatt. cocceced 
Schuette Co., Wm.........als 
Willson Bros. Lumber Co...ai 


J—Fir 

K—Spruce (Western) 
L—Western Red Cedar 
M—Western Hemlock 
N—Port Orford Cedar 


Angerate Copper Mining 
Ayer & Lora Tie Go... ae 
B C Spruce Mills, Ltd..... 
Bailey & Delano Lbr. Co. 
PTUTTTTTTTTLTT TTT ajims 
Blanchard Lumber Co.bjklm 
Booth-Kelly Lbr. Co..... coed 
Bratlie Bros. Mill Co...... 1 
Brockway-Smith-Haigh- 
EMVUGH GO. ccocccccvsccs 
Chapman, Robt. R........ j 
Collins Lbr. Co., John D.jlm 
Griswold Lbr. Co., j 
Guernsey-Westbrook Co..jlq 
Hammond Cedar Co........ 1 
Hammond Lumber Co., Inc. 
coccccoccce . Jmopq 
Hines “Lor. Co. Edw. and 
Affiliated Interests ...acej 
Hold-Meredith Lbr. Corp.jlm 
Long-Bell Lbr. Sales Cor- 
DPOPOMOR ccccccccccce J 
Martin Lumber Co...... 
Mathieu, Ltd., J. b 
es Lumber Co., C. 


-jimo 
Miller Co., Pau k 


Mumby Lbr. & ‘Shingle Co. 
Neils Lumber Co., . ee 
Northwest Spruce Co...... k 





> 


HARDWOOD LUMBER 





i. useneaseeuatens scovscel 
DE «scéasdcoseducesd b 
MED acewecpesesscsbnesébed ce 
ME euebecessesterevaxes d 
CO ccoccese eoeccces cooc® 
DL \c<caceucuabnawae cocek 
Cottonwood ...... e coceef 
BED aceccosssiovaceocescess h 
Ce éxcoseveddcsesoncee ooen 
PEF cccccccccscceceses p | 


Magnolia ....... hades 
Maple (Hard and Soft). _— 
POPERP ccccccccce coccccccec® 
Sycamore Cucccecocooscedl 
Walnat ...... cocccccoccccel 
Foreign Woods ............ 8 
Mahogany ..cccccccces ° t 





Alger-Sullivan Lumber Co.ino 


Austin Mill & Lbr. Corp. 
PPYPTTTTITTTIT TTT TT abcen 

Barris Lumber Co........- kt 

Black & Yates, Inc...... kt 


Bradley Lbr. Co. of Ark.cin 
Brown & Co., Geo. C..ahjin 
Burgess Bros. Co., The... 
Camp Mfg. Co......+. --aing 
Carter Lumber Co........- d 
Cherry River Boom & Lbr. 
CO. coccscccccces abcdefmno 
Cisar Brothers...... adhimnq 
Dibert, Stark & Brown 
Cypress Co., Ltd....... Pe | 


Elliott Hardwood Co....cdm 
Emporium Forestry Co...... 
Frost Lumber Industries, 
IMO. coccccccese - -achijing 
Guernsey- Westbrook CO. 
Hammond Co., Edw. J..... n 
Hatten Lumber Co... 
Hines Hardwood & Hem- 
lock Co., Edward ..abdhm 
Hines Lbr. Co., Edw., and 
Affillated Interests..abdhm 
Holt Lumber Co..... - bdhm 
Holyoke Lumber Corp., Chas. 
Homochitto Lbr. Co....... 
coeateoceceonseneene 


MILLWORK, FRAMES, 


SASH, DOORS, COLUMNS, 
MILLWORK 


Brock way-Smith-Haigh- 
Lovell 
Collins Lbr. Co., 
Curtis Companies 
Bureau 
Hammond Lumber Co., Inc. 
Long-Bell Lbr. Sales Corp. 
Martin Lumber Co....... 
Pacific Mutual Door Co. 
Red River Lbr. Co. 
Rebinson Manufacturing Co. 
Sullivan Lumber Co. 
Washington Manufacturing 
Company 


TRELLIS, LAWN AND 
GARDEN FURNITURE 


Curtis Companies 
Bureau 


John D. 
Service 


Service 


Hammond Lumber Co., Inc. 
Long-Bell Lbr. Sales Corp. 
Rowe Manufacturing Co. 


WINDOW AND 
DOOR FRAMES 


Biles-Coleman Lbr. Co., Inc. 
Collins Lbr. Co., John D. 
Curtis Companies Service 
Bureau 
Hammond Lumber Co., Inc. 
Kinzua Pine Mills Co. 
Long-Bell Lbr. Sales Corp. 
PacifiCc Mutual Door Co. 
Red River Lbr. Co. 
Robinson Manufacturing Co. 
Segelke & Kohlhaus Co. 
Washington Manufacturing 
Company 


Indiana Quartered Oak o. oe 
Johnson Lumber Co..... 
Long-Bell Lumber tnice 
Corporation .......-- noq 
Maisey & Dion..... adhimnq 
Meadow River Lumber Co. 
ccccce .-bedfmno 
Menominee Indian Mills, 
TRO coccccee covece ae 
Monteath Co., J. H....... 
Moore-Keppel & Co. Sedefmne 
Newman Lumber Co., J. J. 
coccsecccccocors acijmnopq 
Oval Wood Dish Corp..acdm 
Palmer Lumber Co., R. L..t 
Pardee & Curtin Lbr. Co...n 
Parker & Page Co........ 
Peavy-Wilson Lumber Co..in 
Philbrick Co., Harry pee i 
Rib Lake Lumber Co.abcdm 
Tegge Lumber Co., The... 
o61eesneeeeee abdehijmnopr 
Thunder Lake Lumber Co. 
covevccccocecesecos abcdhm 
Tremont Lumber Co..chijnq 
Von-Platen-Fox Co.. — 
Walker, Fred A..ccccece 
West Virginia Mesdooed 
Pees. GU cecesease 
Willson Bros. Lbr. Co....mn 
Wisconsin Land & Lbr. Co. 
..edm 


Ostrander Railway & Tim- 
ber Co. . ecccccccsceece J 
Pacific Mutual Door Co. od 
Rice & Lockwood Lumber 
GM  saenesedasdes acne ween 
Rice Lumber Co., J. A.. 
Robinson Manufacturing Gos 
Ruggles Lbr. Co., Carlos. .efj 
Seidel Lumber Co., Julius 
ptittontioaobbeckeenes efjlpqst 
Sullivan Lumber Co....jkimr 
Thurston-Flavelle, Ltd...... 1 


VHORCRACCKURER ROCCE OOS fio st 


Wepestinsusss Sales Co.. 

Cs tbs irene eee en ajlmst 
White River Lumber Co.jkim 
Whitney Lumber Co., Perry 
Winton Lumber Sales Co. .ks 
wees Lumber Co., M. 


O—California Pine 
P—California Sugar Pine 
Q—Redwood 


Algoma Lumber Co. oec® 
California Sugar & White 
Pine Co. Pp 
Clover Valley Lbr. Co.......0 
Feather River Lumber Co..o 
Fruit Growers Supply be = 
Great Southern Lbr. Co...eq 
Guernsey-Westbrook Co. “jla 
Hammond Lbr, Co., Inc. 
(20006se60n0beeseens _ mopaq 
Madera Sugar. Pine Co....pt 
BeOreee Lee. CO. ccccccecce 
Michigan-California Lum- 
mee GM, vacesassecaee ooept 
Red River Lumber Co....op 
Seidel Lumber Co., Julius. 
Conecesovecececoess efjlpqst 
Shevlin Pine Sales Co....apt 


Wyman- ‘Allen Lbr. Co. 
Wyma. Lumber Co., M. A. 


R—Pondosa Pine 
S—Idaho White Pine 
T—Ponderosa Pine 
U—Western Larch 


Anaconda Copper Mining 
CR. cecccvcccccccccocced 
Biles-Coleman Lhr. Co., Inc,t 
California Sugar & White 
Pime CO. ccccqecsccccces pt 
Christy Lumber Corp. .bklost 
Crombie & Co., W. M. — 
Dey, Jr., Elmer E......., 
Fruit Growers Supply Co. mt 

Gaetz, W. A 

Hammond Co., Edw. J. 

Hines Western Pine om 
pany, Edward .t 

Kinzua Pine Mills Co... it 

Long-Bell Lbr. Sales Cor- 


poration ........ -ejmt 
Madera Sugar Pine Co.. + pt 
Margolis Lbr. Co., John A 

Coeceneerredeceenevess opst 
McGoldrick Lbr. Co........ st 
Michigan-California Lum- 

Se Sk. éecaccceccucsuan pt 
rete Tee. Cai. Fvccececs kstu 
Polleys Lumber Co......,. tu 
Pondosa Pine Lumber Co...r 
Prenney Co., J. C..cccce aops 
Rice Lumber Co., J. A..... It 


Schuette Co., 
Shevlin Pine Sales Co....apt 
Sullivan Lumber Co.... 
Turner Lumber Co., J. C.fjost 
Weyerhaeuser Sales Co.... 
che enesevesveonennes ajlmst 
Winton Lumber Sales Co..ks 
Wyman-Allen Lbr. Co...opt 


HARDWOOD 
FLOORING 





BT ccccvcccsees oseeuwes a 
Birch ianinetineeaun” b 
GD ssssactavcces atinennan c 
Maple ...... ja ven secceeeell 
Ge ‘senenees asewes cocccoec® 





Bradley Lumber Co. of Ark.e 
Cherry River Boom & 


Lumber Co. ......++- --.de 
Cobbs & Mitchell, Inc...... da 
Creed & Co., W. R........ e 
Holt Hardwood Co.......bde 
Kerry & Hanson Flooring 

GR. cdcccconcccessesocces ad 
Long-Bell Lumber Sales 

Corporation ......+es+++ e 
Meadow River Lbr. Co..abde 


Mitchell Bros., Inc.......-. ba 
Moratz, Paul O.......ees: a 
Northwestern Cooperage & 
Lumber Co., The...... abd 
Oak Flooring Manufactur- 
ers Association of the U. 
8. ooweneensene 


Philbrick Co., 
Rice Lumber Co.. J. A 
Rice & Lockwood Lumber 


Co. 
Seidel Lumber Co., Julius.abd 
Southern Oak Flooring In- 

dustries 
Tremont Lumber Co......- e 
Ward Bros. 
Webster Lumber Co., H. E..¢ 
Wisconsin Land & Lbr. Co. 


were eee eee eee 


SHINGLES, PACKAGE TRIM, ETC. 


WOOD FLOOR BLOCKS, 
FLOOR PLANKS 


Wisconsin Land & Lbr. Co. 


PACKAGE TRIM 


Biles-Coleman Lbr. Co. 
Bradley Lumber Co. of Ark. 
Brockway-Smith-Haigh- 
Lovell Co. 
Frost Lumber Industries, Inc. 
Kinzua Pine Mills Co. 
Long-Bell Lbr. Sales Corp. 
Pondosa Pine Lumber Co. 
Weyerhaeuser Sales Co. 


SHINGLES 

Northern Cedar ...........@ 
Western Red Cedar........ b 
ReGweed ..cccccccccccccces ) 
Bailey & Delano Lbr. Co..bd 
Bratiie Bros. Mill Co......b 
Collins Lbr. Co., John D...b 
Hammond Cedar Co., Ltd..b 
Hammond Lbr. Co., Inc....c¢ 


Hines Lbr. Co., Edw., and 
Affiliated Interests .....ab 
Hold-Meredith Lbr. Corp..b 
Holt Lumber Co..... covcee® 
Mumby Lbr. & Shingle Co..b 
Northwestern Cooperage & 
Lumber Co., The........@ 
Rice & Somaeee Lumber 
GU cenewaese 


Thurston-Flavelle, Itd..... 
Weatherbest Stained Shin- 


BIO CO. ccccccccccccccces 
White River Lbr. Co......> 
Willson Bros. Lbr. Co.....-++ a 


Wisconsin Land & Lbr. Co.& 


CEDAR POSTS AND POLES 

Holt Lumber Co. 

Long-Bell Lbr. Sales Corp. 

McCormick Lumber Co., C. R. 

Northwestern Cooperage & 
Lbr. Co., The 


YELLOW PINE POSTS 
AND POLES (Creosoted) 


Ayer & Lord Tie Co. 
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Directory of Products Advertised in the American Lumberman 


For page number, refer to Advertisers’ Alphabetical Index. If the page number does 
not appear in the Index, the display advertisement will be found in some previous issue. 


BUILDERS’ SPECIALTIES, ETC. 


INUM 
SAINTED LUMBER 


Stover Manufacturing Co. 


BUILDING PAPER 
Sisalkraft Co., The 


CEDAR CLOSET LINING 
diey Lbr. Co. of Ark. 
Gees & Co., Geo. C, 


FENCE AND FENCE POSTS 


American Steel & Wire Co. 
Continental Steel Corporation 
Northwestern Barb Wire Co. 


FINISHED FLOORING 
Moratz, Paul O. 
GARAGE DOORS 
Robinson Mfg. Co. 


GATES—Steel 

American Steel & Wire Co. 
Continental Steel Corporation 
GLASS 

Libbey-Owens-Ford Glass Co. 


AXES AND LOGGING 
TOOLS 


American Logging Tool Co. 
Warren Axe & Tool Co. 
BELTS AND ACCESSORIES 


Flexible Steel Lacing Co. 
weer Tire & Rubber Co., 
e 


BELT LACINGS 
Flexible Steel Lacing Co. 


BLOWERS, FANS, DUST 

COLLECTING SYSTEMS 

Allington & Curtis Mfg. Co., 
The 


CONVEYING MACHINERY 
Allis-Chalmers Mfg. Co. 


CUTTER HEADS 

Shimer & Sons, 8. J. 

DRY KILNS AND 
ACCESSORIES 

Dry Kiln Door Carrier Co. 


Moore Dry Kiln Co. 
National Dry Kiln Co. 


DRY KILN CONTROL 
INSTRUMENTS 


Moore Dry Kiln Co. 
National Dry Kiln Co. 


MISCELLANEOUS SUPPLIES 


ACCOUNTANTS 


Nelson & Co., Gilbert 
Scovell, Wellington & Co. 


APPRAISERS AND TIMBER 
ESTIMATORS 

Sewall, James W. 

Spain & Co., H. M. 


ASSOCIATIONS 


Arkansas Soft Pine Bureau 

Douglas Fir Plywood Mfrs. 

National Lumber Manufac- 
turers’ Association 

Oak Flooring Manufacturers’ 
Association of the U. 8. 


BUSINESS 
OPPORTUNITIES 
Heldritter Lumber Co., The 





HARDWARE—Builders’ 
Frantz Mfg. Co. 


INSULATING BOARD 


ay ene Cork & Insulation 
0. 

Certain-teed Products Corp. 
Insulite Co., The 
Johns-Manville 

Stewart Inso Board Corp. 
Truscon Steel Company 
Wood Conversion Company 


INSULATION LATH 


sqpeeeee Cork & Insulation 
‘0. 


Certain-teed Products Corp. 
Stewart Inso Board Corp. 
Truscon Steel Company 


LADDERS 
Babcock Co., W. W. 


METAL LATH 


Continental Steel Corporation 
Truscon Steel Company 


NAILS 


American Steel & Wire Co. 
Continental Steel Corporation 
Northwestern Barb Wire Co. 


OVERHEAD GARAGE 
DOORS 


Frantz Mfg. Co. 
Majestic Company, The 
PAINT—Aluminum 


Aluminum Company of 
America 


PAINTS—ENAMELS 
VARNISHES 


Certain-teed Products Corp. 


PLASTER BOARD 
Certain-teed Products Corp. 


PLYWOOD AND VENEERS 
American Plywood Corp. 
Collins Lbr. Co., John D. 
Douglas Fir Plywood Mfrs. 
Indiana Quartered Oak Co. 


Northwestern Cooperage & 
Lbr. Co., The 

Pacific Mutual Door Co. 

Red River Lbr. ™o. 

Robinson Mfg. C.. 

Sullivan Lumber Co. 

Washington Veneer Co. 


POSTS—Steel 


American Steel & Wire Co. 
Continental Steel Corporation 
Northwestern Barb Wire Co. 


PUTTY, for Wood, Steel 
Sash, Calking 

Parker & Sons Co., Ira 
ROOFING, SHINGLES, 
WAINSCOTING—Asbestos 


Carey Company, The Philip 
Certain-teed Products Corp. 
Johns-Manville 


SASH CORD 


Samson Cordage Works 
Silver Lake Company 


MACHINERY AND EQUIPMENT 


ELECTRIC MOTORS AND 
GENERATORS 


Allis-Chalmers Mfg. Co. 
ELECTRICAL WIRE AND 
CABLE 

American Steel & Wire Co. 


ENGINES 


Allis-Chalmers Mfg. Co. 
Electric Wheel Co, 


GLASS GRINDING 
MACHINERY 


Lange Machine Works, 
Henry G. 


GRADE MARKERS AND 
TRADE MARKERS 


Meyer & Wenthe 


INJECTORS, VALVES, 
STEAM PUMPS, PIPING 


Soule Steam Feed Works 


LOAD BINDERS 
American Logging Tool Co. 


LOCOMOTIVES, CARS, 
RAILS, ETC, 


Baldwin Locomotive Wks. 
Lima Loco, Works, Inc. 


CREOSOTE OILS, 
CREOSOTING, WOOD 
PRESERVATIVES, 
LUMBER PRESERVATIVES 
Ayer & Lord Tie Co. 


FINANCIAL 

American Credit Indemnity 
Co. of New York 

Builders Commercial Agency 

Lumbermen’s Credit Associa- 
tion 

Lumbermen’s Blue Book, Inc. 


FOREIGN BROKERS 
Richard Shipping Corp. 


HOTELS 


Benson 

Bretton Hall 
Davenport Hotel Co. 
Graham 


LOGGING EQUIPMENT 


Allis-Chalmers Mfg. Co. 
American Logging Tool Co. 
Caterpillar Tractor Co. 
Electric Wheel Co, 


Lindsey Wagon Co. 
Warren Axe & Tool Ce. 


LOG HAMMERS 
Meyer & Wenthe 


LUMBER BUGGIES 
Electric Wheel Co. 


LUMBER CARRIERS 


Ross Carrier Co. 
Willamette-Ersted Co. 


LUMBER LIFTS 


Moore Dry Kiln Co. 
National Dry Kiln Co. 


LUMBER TRUCKS 
Electric Wheel Co. 


INSURANCE 


Associated Lbr. Mutuals 

Lumbermen’s Mutual Cas- 
ualty Co. 

Lumber Mutual Fire Ins. Co. 
of Boston 

Pennsylvania Lumbermen’s 
Mutual Fire Ins. Co. 

Rankin-Benedict Underwrit- 
ing 


LUMBER PRESERVATIVES 


Curtin-Howe Corporation 
DuPont de Nemours Co., Inc., 
E. I. 


LUMBER STORAGE 
Whale Creek Storage Corp. 


OFFICE BUILDINGS 


Jones, Inc., Carolyn E. 
Metropolitan Building Co. 


MECHANICAL RUBBER 
GOODS, HOSE, PACKING, 
ETC, 


Goodyear Tire & Rubber Co., 
The 


MOTOR TRUCKS, 
TRAILERS, TIRES AND 
ACCESSORIES 


Electric Wheel Co. 


Firestone Tire & Rubber Co., 
The 


Ford Motor Co. 

General Motors Truck Co. 

Goodyear Tire & Rubber Co., 
The 


SAWMILL MACHINERY 
Bands, Circulars, Gangs, etc. 
Lath and Shingle Machinery 


Allis-Chalmers Mfg. Co. 


SAWS, KNIVES, TOOLS 
Taylor, Stiles & Co. 
Warren Axe & Tool Co. 


STEAM FEEDS 


Allis-Chalmers Mfg. Co. 
Soule Steam Feed Works 


SOUND-DEADENING 
MATERIAL 


Insulte Co., The 

Stewart Inso Board Corp. 
Wood Conversion Company 
STAINED SHINGLES 


ae Stained Shingle 
0. 


STEEL SASH, 

COAL CHUTES 
Majestic Company, The 
Truscon Steel Company 
Vento Steel Sash Co. 
WALL BOARD 


Certain-teed Products Corp. 
Insulite Co., The 
Johns-Manville 

Stewart Inso Board Corp. 
Wood Conversion Co, 


WOOD FILLER 
Parker & Sons Co., Ira 


STOKERS 
Allington & Curtis Mfg. Co., 


The 
TRACTORS 


Caterpillar Tractor Co. 


VENEER DRYING 
MACHINERY 


Moore Dry Kiln Co. 


WAGONS—Log 


Electric Wheel Co. 
Lindsey Wagon Co, 


WAGONS—Lamber 


Electric Wheel Co. 
Lindsey Wagon Co. 


WELDING WIRE 
American Steel & Wire Co. 


WIRE ROPE—WIRE ROPE 
FITTINGS AND SLINGS 


American Steel & Wire Co. 
Leschen & Sons Rope Co., A. 
Williamsport Wire Rope Co. 


AND SERVICES 


OFFICE SUPPLIES 


Buck & Co., Frank R. 
Fisher, 8. E. 


RUBBER STAMPS 
STENCILS 


Meyer & Wenthe 


SAP STAIN 

PREVENTATIVE 

DuPont de Nemours Co., Inc., 
B 


CREOSOTED PRODUCTS— 
Blocks, Timber, Poles, Cross 
Arms, Ties, Piling, Lumber, 
Ete. 

Ayer & Lord Tie Co. 
Booth-Kelly Lumber Co. 


Long-Bell Lumber Sales Corp, 

McCormick Lumber Co., & R. 

National Lumber & Creosot- 
ing Company 


TREATED PRODUCTS— 


Railroad Ties, Poles, Piling, 
Timber Products, Lumber, 
Fence Posts 


Ayer & Lord Tie Co. 

Long-Bell Lbr. Sales Corp. 

National Lumber & Creosot- 
ing Company 


TRADING CHECKS 
Meyer & Wenthe 


PACIFIC COAST TYPE 
SHAY LOCOMOTIVES 











Haul the Loads in Shorter Time 


HE great power of the Shay’s three-cylinder engine 
gives maximum draw-bar pull . . . starts heavy loads 
quickly and hauls them up steep grades. The flexible geared 
drive of the Shay makes it possible to apply this power on 
uneven track and sharp curves without danger of derailment. 


Because of these advantages, Pacific Coast Type Shay Loco- 
motives are rendering efficient and satisfactory service. They 
are fulfilling all the requirements you can secure in a modern, 
fast-moving, dependable logging locomotive. 


LIMA LOCOMOTIVE WORKS, Incorporated 


Lima, Ohio 60 East 42nd St., New York, N. Y. 


West Coast Representative SuiMA'S Southern Representative 
Hofius Steel & Equipment Co., = SHAY GEARED => woodward Wight & Co., Ltd., 
First Avenue South at Hudson, SCOMOTIVE Howard Ave. at Constance St., 


Seattle, Washington New Orleans, Louisiana 
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SPEE-D-TWIN 


STEAM FEED 


Costs little more than belt or 
friction type feeds, but it makes 
a tremendous difference in the 
cut of the mill. 


It’s worth investigating. 


Write for catalog A. 


SOULE 


STEAM FEED WORKS 


MERIDIAN 
MISSISSIPPI 














LOG STAMPS 


TRADE CHECKS, STENCILS 
BURNING BRANDS, ETC. 
SEND FOR CATALOGUE 


MEYER & WENTHE 


31 NORTH CLARK ST. CHICAGO 

















Builders’ Commercial Agency 
ESTABLISHED 1890 
1350 Builders’ Bldg., 228 N. La Salle St., Chicago 


A rating guide to the Contracting trade of 
Cook County and Cook County dealers 


Telephone Randolph 4893 Collection and Mechanics Liens 














Repair Your Logging Locomotives Now 


ITH Southern and West Coast sales 
of lumber 25 to 40 per cent above 
eut, and with plans being made to resume 
logging operations in a number of camps 


and mills, many locomotives will soon be 


restored to active service. Where dupli- 
cate parts will be needed to make repairs, 
orders given at this time will insure 
prompt deliveries and avoid costly delays. 
We specialize in making such parts. 


THE BALDWIN LOCOMOTIVE WORKS, Philadelphia 


























